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Car Stocks Up Again 
Despite Heavy Sales 


Inventories Rise 100,000 Units in Month to Average 
17% Per Dealer, Compared With 15% Sept. 1; 
Further Climb Expected This Month 


the previous month—were actually 
in dealers’ hands, an average of 
slightly more than 10 cars each. 
Another 278,000 of the Oct, 1 
total—28,000 less than the month 
before—were still in transit, re- 
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Sparks 


The State of the Nation’s Econ- 


omy: 
Up 

_ Avto Ovutput— Week’s total of 
_ 142,857 vehicles in U. S. plants is 
| slightly above previous week’s 141,- 
-, 400, and well ahead of the 116,885 
in the same week a year ago. 
 Corron Crop—15,446,600 bales (500 
pounds each) forecast for 1949. 
_ Last year’s crop was 14,868,000. The 
+ 1938-47 average was 11,306,000. 


Dealers’ Average New-Car Stocks 


(In Dealer Hands or in Transit) 


Oct. 1, 1949 


BEEBE EEE SI 
— 17% Cars 





By Bernie Thomas 
Associate Editor 
preraL registration statistics will 
probably show that September 
sales established a new record for 


Sept. 1, 1949 


Stock Market—Industrial and 
rail average hit new ’49 highs 
in week ended Oct. 15. 

Russer CoNsuMPTION — World’s 
total was 1,257,500 long tons in first 
eight months against 1,225,000 in 
’49 period. 

Business Loans -— Spurted $95,- 
000,000 for eighth consecutive week. 

GASOLINE PrRoDUCTION Gained 
229,000 barrels over preceding week. 

Gas Stoves—August shipments 
of 187,000 were 64 percent ahead 

.of July. 

Crupe On OutpuT—Exceeded pre- 
vious week’s total by 11,705 barrels 
a day. Daily average production 
was 4,892,830. 

Paper Propuction—Index rose to 
97.6 percent of mill capacity from 
95.9 a week earlier. Compares with 
99.6 in ’48 week. 

» Foop anp Fisre Crop—Forecast is 
for second largest in U. S. history. 
_ Last year’s was the biggest. 

+. * * 


Down 


Money IN CircuLaTion—Sept. 30 
total of $27,412,027,743 was an aver- 
age of $182.29 per person. On Aug. 
31 it was $183,03; $190.81 on Sept. 30 

| @ year ago. 

Farm Wace Rates—Five percent 
off in October from same month 
a year ago. 

Bumping Materia — July output 
was 9 percent under June and 18 
percent off July, 1949. For first 
seven months total was down 11 
percent from corresponding ‘48 
period. 

Freight Car Loapincs—Dipped to 
658,128, or 27.6 percent less than 
same ’48 week. 

DeEPaRTMENT Store Sa.tes—Dol- 
lar volume declined 8 percent 
from like week in 1948. 

Private Construction — Awards 
for week amounted to $78,779,000, 
or 16 percent below preceding week 
and 22 percent under a year ago. 

. * + 


General 


Prorirs—Manufacturing firms’ av- 
erage net take in the second 
quarter was off 16 percent from 
the first quarter and 22 percent 
less than the second period of ’48. 
Firms, with assets of less than $1 
million, reported a 60 percent de- 
cline from the second quarter last 
year and 35 percent from the pre- 
ceding three months. 








BEB BEBE ERR ESB Bb — 15% Cars 


Jan. 31, 1949 


BEBE EERE SB BB — 13 Cars 


Dec. 31, 1947 


SESE 8 BB — 8 Cars 


—AUTOMOTIVE NEWS ESTIMATES 


Record Year Seems Certain 
As Week’s Output Rises 


U S. plants were prepared to dig 
* further into dwindling steel in- 
ventories this week. They needed 
only eight more days of car and 
truck output at last week’s pace to 
write 1949 down as the best pro- 
duction year in all automotive 
history. 

Last week’s outturn was 142,857 
vehicles, slightly above the previous 
week’s 141,400 units, according to 
Automotive News’ estimates. 

Although fingers were crossed 
regarding stocks at suppliers, 
there appeared to be enough 
steel on hand to keep final as- 
sembly lines rolling long enough 
to do the trick. 

With the steel strike already 
more than two weeks old, those 
suppliers who lacked the foresight 
to lay in sizeable inventories before 


Production 


Automotive News Estimates 
U. S. Cars, Trucks 


142,857 141,400 


116,885 


Last Prev, 1948 
Week Week Week 


For complete production totals 
by makes, see table, page 45. 


the walkout were said to be finding 
the going pretty rough. 
o * * 

ON THE final assembly side of 

the picture, there was a general 
abandonment of overtime opera- 
tions, and most plants still reported 
sufficient steel stocks to at least 
finish October programs, and per- 
haps get a start on November 
schedules. 

November activity at some plants 
will consist mainly of ending 1949 
model runs and changing over to 
production of new models. 

Industry sources emphasized 
last week that the reliability of 
any speculation regarding the 
future depended strictly on 
whether suppliers can keep com- 
ing through with shipments, 

The past week’s output consisted 
of 122,737 cars and 20,120 trucks, In 
the previous week 121,088 cars and 
20,312 trucks were produced. 

7” ” * 


Bote accountings 
daily schedules are down 
slightly from those maintained 
throughout September. How much 
they are down because of a desire 
to conserve steel supplies, or be- 
cause they were slated to drop 
anyway, is difficult to ascertain. 
The estimated 4,199,216 cars 
and 951,953 trucks, built in U. S. 
plants during 1949 through last 
week, added up to a total of 
5,151,169 vehicles. 
Thus, the industry stands on the 
(See OUTPUT, Page 45, Col. 1) 


reveal that 


| Sales Battles Rage for Top Ten Positions 


By Bob Gordon 
Associate Editor 
HE “stretch run” in this year’s 
new-car sales race has begun. 
Sut for all practical purposes the 
ace is over, and the position of 
e first five seems assured. 
Leading the pack is Chevrolet, 
bllowed by Ford, Plymouth, Buick 
d Pontiac, in that order. Barring 
mterruptions in production, that 


apparently will be the order of fin- 
ish at the end of the year. 

There is a battle going on for 
the remaining positions, however, 
particularly for the No. 6 spot, 
currently occupied by Oldsmobile. 

Oldsmobile held a lead of 15,644 
new-car registrations over Dodge 
at the end of June, but by the end 
of August, this had shrunk to a 
margin of 10,126. 

* + * 

[as next most hotly pursued 

position is tenth place, where 
a three-way fight is developing 
among Hudson, Nash and Chrysler 
to see which will be included in the 
“Top Ten.” 

Hudson holds the honor now. At 





|the end of August, Hudson had 


registered 100,959 new cars, fol- 
lowed by Nash with 92,124, and 
Chrysler with 82,660. 

Nash, which trailed Hudson by 
12,376 at the end of June, made 
up 3,541 units during July and 
August, and at the end of the 
latter month, was 8,835 behind 
Hudson. 

Chrysler, although making up 
some ground on Hudson, fell be- 
hind Nash in recent months. At the 
end of May, Chrysler sales were 
4,696 behind Nash, but at the end 
of August, this disparity had in- 
creased to 9,464. 

Last year, Nash was ninth in the 

(Continued on Page 42, Col, 1) 





that particular month, but dealer 
new-car stocks also rose steadily to 
reach a new postwar high on Oct. 1. 

According to an Automotive 
News compilation, stocks climbed 
more than 100,000 units during 
September, so that by the end of 
the month they totaled 698,144, as 
compared with 592,686 at the end 
of the previous month. 

It was simply a situation where 
comparatively high sales did not 
offset even greater production, of 
which export markets absorbed an 
even smaller portion than the 
month before. 

In much the same fashion, early 
sales reports indicate that dealer 
new-car stocks will continue to rise 
in October for all except a few 
makers. November might reverse 
the trend because of new-model 
changeovers. 

> * * 
OWEVER, with dwindling steel 
supplies threatening final as- 
sembly operations throughout the 
country, these ample field stocks 
may prove to be a boon to both 
dealers and manufacturers, 

Of the Oct. 1 total, 420,144 cars— 

or 133,458 more than at the end of 


Dealer Conventions 


Conventions were held last 
week by nine state dealer or- 
ganizations and the Canadian 
group. Stories on Tri-State and 
Connecticut, page 2; Georgia and 
Mississippi, page 3; Ohio and 
Texas, page 6; Minnesota, page 
8; Canada, page 46. 


sulting in an overall potential 
inventory of about 17% cars for 
each dealer in the country. 
At first glance, the volume of 
new-car stocks now in the field 
(See STOCKS, Page 41, Col, 3) 


Hopes Dimming 
For Early Peace 
In Steel, Coal 


By Mac Gordon 
Associate Editor 
LENGTHY steel strike was 
foreseen last week as Steel- 
workers President Philip Murray 
toured the mill areas drumming up 
rank-and-file enthusiasm for his 
stand on pensions. 

With principles, rather than pen- 
nies, dividing steel managements 
and labor, government mediators 
admittedly faced a difficult job in 
their continuing efforts to find a 
basis for agreement. 

Federal conciliators were also 
hacking away at the pension 
deadlock in the soft-coal strike, 
but John L. Lewis’ United Mine 
Workers appeared determined to 
hold out until all of its royalty 
welfare funds were re-established 
in full. 

Back in Detroit, Chrysler Corp. 
was reported to have received com- 
plete details of the pension plan 
proposed by the UAW-CIO. The 
union also served pension demands 
on all its Toledo area companies 

(Continued on Page 43, Col, 1) 


Finance Give and Take 


‘Partnership’ Relation With Dealer Is Cited 
In Wholesale-Retail Services 


Eprror’s Nore: This is the last 
in a series of articles on the 
struggle between finance com- 


Top Cars 


New-car_ registrations for 
eight months, plus four states 
for September: 

1949 Pos. Make 
1—656,776 Chev. 
2—498,048 Ford 
38—330,650 Plym. 
4—247,014 Buick 
5—206,238 Pontiac 
6—174,265 Olds. 
7—163,695 Dodge 
8—124,180 Stude. 
9—112,268 Mercury 
10—101,188 Hudson 
11— 92,312 Nash 
12— 82,896 Chrysler 
18— 67,729 Packard 
14— 65,641 DeSoto 
15— 54,204 Cadillac 
16— 44,150 Kaiser 
17— 25,858 Lincoln 
18— 19,683 Willys 
19— 13,554 Frazer 
20— 17,704 Crosley 
21— 4,472 Ang.-Pref. 1,252—22 
22— 2,046 Austin 6,526—21 
Total All Makes 
3,098,109 2,284,686 

For further details see page 

30, today’s issue. 


1948 Pos. 
471,689— 1 
258,469— 2 
225,927— 3 
167,343— 4 
153,308— 5 
121,605— 7 
144,389— 6 

97,907— 8 
79,207—10 
77,388—12 
82,276— 9 
70,991—13 
52,915—15 
54,631—14 
38,730—17 
78,498—11 
18,855—19 
15,144—20 
45,104—16 
18,940—18 


panies and banks for the retail 
auto credit business. 

N CONSIDERING the best 
| source for a “finance partner,” it 
iis generally agreed that an ar- 
|rangement of greatest convenience 
for a dealer is one where the same 
| source handles both his “floor-plan” 
| purchases and his retail installment 
| sales. 
| No finance company or bank, 
of course, would be likely to 
accept responsibility for the floor- 
| planning without getting retail 
paper in satisfactory volume. 

There is, both finance men and 
bank officials state, little or no 
|profit at all in automotive floor- 
planning. 

However, if a dealer meets rea- 
sonable requirements and throws 
enough retail installment paper 
their way, nearly all major sales 
finance firms will floor-plan his 
wholesale purchases up to a cer- 
tain amount—the amount depend- 
ing, along with other factors, to a 
great degree on the dealer. 

* ” +. 

N THE same basis, so too will 

a few but growing number of 
j}banks provide dealers with floor- 
| planning service. Banks are finding 
| it increasingly necessary to floor- 
|plan if they hope to get retail in- 
(Continued on Page 41, Col, 1) 











2 
Davis Calls Stocks Low . . 





Overproduction Fears 
Held Exaggerated 


TLANTIC CITY.—The danger 

of overproduction by auto fac- 
tories has been exaggerated, J. R. 
Davis asserted last week in an 
address prepared for delivery be- 
fore the Tri-State dealers’ conven- 
tion here. 


Noting protests by dealer or- 
ganizations against the possibil- 
ity of overproduction, the Ford 
sales vice-president pointed to 
“relatively low dealer inventor- 
ies” and said the factories are 
well aware of the evils of over- 
production. 

Davis said that higher 
costs, embodied this year in pen- 
sions, rule out “any drastic reduc- 
tion” in car prices. He predicted a 
10 percent decline in 1950 vehicle 
output below the final 1949 total, 
but pointed out that that would 
still make 1950 a 4,500,000-to-5,000,- 
000 year. 

* + 

ERBERT M. GOULD, general 

manager of the Motors Holding 
division of General Motors, de- 


% 





J. BR. Davis 


H. M. Gould 


clared that dealers were entering a 
“management market” in which 
dividends would accrue from sound 
and efficient operation. 

On hand for the convention 
sessions were more than 3,000 
dealers from Pennsylvania, Mary- 
land and Delaware. 

Davis discounted what he des- 
cribed as predictions of “pretty 
rough water” ahead for dealers in 
reports of trade reaction to con- 
tinued high factory production 
schedules. 

“Currently,” he said, “dealer in- 
ventories probably average, for the 
industry as a whole, well under 30 
days’ stock of cars (not including 
cars in transit which Ford men say 
are offset by current sales). 

“There is nothing alarming about 
this inventory. As a matter of fact, 
it is considerably below the inven- 
tory customary before the war. At 
the close of business in 1940, for 


No Takers 
Price Slide Idea Fizzles 


On British Ford 


SPARTANBURG, S. C.—Sterling 
Wright of Pierce Motor Co. (Ford), 
this city, had what he considered 
a “bright” idea a few days ago, 


but after counting the cost of what | 


it cost him in shoe leather—well, 
he says he 
whether it paid off or not. 

An English Ford (Anglia), used 
as a demonstrator, had been on 
the lot for some time. Although 


the speedometer showed only 1,700) 
miles, Wright placed a price tag) 


of $960 on the car and announced 


via radio and newspapers that it | 
would be reduced $1 every 15 min- | 


utes. 

Wright’s shoes—and his “dogs” — 
showed the signs of considerable 
wear and tear before he finally 
disposed of the English car for 
$745. 


labor 





isn’t so sure about} 


example, there were 426,000 units 
on hand—a 35 days’ steck.” 
* * + 

AVIS expressed doubt. that 

forced or distressed merchan- 
|dising would be needed to move 
|dealer surpluses amassed during 
| the seller’s market, 

“I am sure that factory manage- 
ment is just as much aware of the 
evils of overproduction as are the 
dealers themselves,” he asserted, 
“but you cannot turn production 
schedules on and off like you can 
water in a faucet. 

“It is a big, powerful indus- 
trial machine and, when it gets 
underway, you can’t stop it on a 
dime, any more than you can stop 
the momentum of a car rolling 
along the highway at 90 miles an 
hour in 10 feet. 


schedules, you must allow time for 
the slowdown, just as you must 
allow a reasonable distance for 
stopping a car.” 

| Ford dealers, the sales chief 
claimed, were “still clamoring for 
more cars than we can build.” They 
have less than 10 days’ supply of 
cars on hand, he added. 

“To what extent factory sched- 
ules should be tapered off to meet 
the potential 1950 market is a 
matter for very careful study on 
the part of factory management,” 
he went on. “I am sure this is being 
done, just as we are now and have 
|}been doing at the Ford Motor Co. 

+ o oa 
RODUCTION next year of 5% 
|“ to. 6 million cars and trucks is 
(Continued on Page 44, Col, 1) 





Conn. Dealers 
Ask Curb on 
Forced Stocks 


HARTFORD, Conn.—(UTPS)— 
Members of the Connecticut Auto- 
motive Trades Assn. in convention 
here last week adopted a resolu- 
tion urging manufacturers not to 
force an over-supply of cars on 
dealers. 

Such a practice, the resolution 
stated, would result in cutthroat 
competition. 

Robert E. Parson, Buick dealer 
in Farmington and a former lieu- 
tenant- governor of Connecticut, 
was elected president of the asso- 
ciation. He succeeds Martin J. 
O’Meara of O’Meara Motors (Ford), 
|East Hartford. 
| The following round out the new 
executive board for the Connecticut 
group: James R. Johnson, vice- 
president; Arnold Schroeder, John 
|Lang, Henry Kraedmier, E. F. 
Page, George DeCormier and Stan- 
ley K. Durkin, second vice-presi- 
dents. 

O'Meara, George Smith and Sam- 
;}uel Grody were named to serve 
three-year terms on the executive 
| board. A two-year unexpired term 
| was filled by R. J. Soulen. 

Other resolutions adopted at the 
parley were: 

1. To seek sales tax exemptions 
for cars sold out of the state by 





| Connecticut dealers. 2. To commend 
| the state highway department for 
the excellence of its work. 3. To 
| bring lack of parking facilities to 
|the attention of local 
' officials. 





and state 


“When you apply the brakes to) 





floor space at the exposition. American car 
well represented.—(International News photo). 





At Hoped-For 


By Jack Weed 
[RARSORN. -The Borg-Warner 
| automatic transmission which 
Ford Motor Co. unveiled last week | 
for Fords and Mercurys will not 
be ready for public purchase until | 
at least July or August of 1950, 
according to Harold Youngren, 
Ford’s engineer- 
ing vice - presi- 
dent. 

Describing the 
new torque con- 
verter at a press 
conference, 
Youngren 
claimed that this 
Borg - Warner- 
Ford develop- 
ment will weigh 
approximately 50 
pounds more than 
the present clutch and synchro- 
mesh transmission which it will 
replace, and will be from 50 to 75 
|pounds lighter than other auto- 
|matic transmissions if they were 
| made in the size to fit Fords and 
| Mercurys. 

He also said that the mechanism | 
is so simplified that it contains | 
over a hundred less parts than 
comparable transmissions. 

* + * 
GPOkeeMEn said that they kept 
price in mind all through the 
four-year development work. It 
was hoped, they said, to price the 
unit at approximately $150. 

However, J. R. Davis, sales 

| 











Harold Youngren 





vice-president, said that the re- 
tail price and the discount to 
dealers would not be set until 
the device is ready for sale. Com- 
petitive conditions were cited as 
the reason. 
The device is a three-speed | 
torque converter which combines 
a three-speed planetary gear box 
with a highly efficient hydraulic 
torque converter so arranged that 
the engine transmits power in all 
gear ratios and under all condi- 
tions for smocthness and flexibil- 
ity, Youngren said. 
* * 7 

T IS stated that the new trans-| 

mission should show even great- 
er gasoline economy than the pres- | 
ent synchro-mesh transmission in| 
open road operation. Youngren 
said he was not in a position to 
|state what could be expected as| 
yet in stop-and-start city driving. | 
The new transmission permits 
use of a low rear-axle ratio and 
low engine speed in the cruising 
range similar to that provided by 
the overdrive unit, 
fuel economy. 





The hydraulically -operated 
gear box, working in conjunction 
with the torque converter, con- 
sists of two in-put sun gears, an 
out-put ring gear, and the nec- 


| 





Sloan Wins °49 Award 


Of Industrial Realtors 
WASHINGTON.—Alfred P. Sloan 
jr., chairman of General Motors, 
|has been chosen to receive the 
1949 industrial award of the So- 
ciety of Industrial Realtors. 
Sloan was selected over 20 other 
nominees for his humanitarian ac- 





Ford Drive Debut Set 


New Torque Converter Due Next Summer 


|any forward-moving gears, 


which gives} 





THIS IS FRANCE, NOT THE U.S.A.—A view of the big exhibition floor of the Grand 
Palais at the opening of the 36th Paris motor show. 


More than 1,200 manufacturers have 
s from the low-price to top-price fields are 






Price of $150 


essary meshing pinions to form 
a three-speed and reverse gear 
set operated by two bands and 
two clutches through the proper 
valve body and speed-conscious 
governor. One of the clutches is 
constantly engaged during all 
forward driving. 

Starting is ordinarily done auto- 
matically in the intermediate 
range, which is 1% to 1, assisted 


by the torque converter which has | 


a ratio of better than 2 to 1, or 


the equivalent of a 3 to 1 overall | 


ratio which is comparable to low 


gear in a standard transmission. 
* * * 


N AUTOMATIC change-over | 


from intermediate to top gear 
is obtained anywhere from 15 to 
60 miles per hour, depending upon 
the amount of throttle used. Thus 
only one automatic shift is used 
and yet it is possible to slow the 
engine down, by use of low rear- 
axle gear ratio, so that the engine 
speeds are practically equivalent to 


overdrive in the top or cruising 
gear. 
All ratio changes are accom- 


plished without interruption of en- 
gine power for maximum perform- 


ance and shifts are fully compen- | 
sated for all combinations of speed | 


and throttle opening to provide 
smooth but positive transitions 
without bump or engine run-away, 
Ford says. 

The transmission selector, lo- 
cated in the conventional manner 
on the steering column, has four 
positions to cover driving condi- 
tions of the transmission, plus a 
fifth position which provides an 
easily engaged parking brake of 
the positive sprag type. 

All normal driving is done in 


the “Dr” or driving range which | 


makes available to the driver the 
intermediate and direct gears of 
the transmission plus the hydrau- 
lic torque converter. Shifting be- 
tween these two top ratios is ac- 
complished automatically and 
smoothly and at optimum speeds. 

Shifting to low and reverse is 
manually. There is no clutch pedal 

The new transmission is com- 
pletely air-cooled without separate 
oil cooler and its connections, thus 
simplifying the installation. 

* * * 

[Tae Mercury-Ford transmission 

permits the driver to shift into 


| reverse gear without going through 


thus 
providing a definite safety factor, 
Youngren said. It also permits en- 
(Continued on Page 44, Col, 3) 


New Tucker Trial 


To Open Today 


Reorganization Plan 
Gets Further Delay 


By Mel Adams 


Staff Correspondent 


er —It’s a case of startin, 
all over in the government’: 
prosecution of Preston Tucker anc 
seven co-defendants on charges o° 
mail fraud, securities act viola- 
tions and conspiracy. 

The new trial will open today 
(Oct. 17). Federal District Judge 
Walter J. LaBuy declared a mis- 
trial last week. 

The government's witness whos 
testimony back-fired against the 
prosecution was Mark Mourne, 4 
first cousin of Preston Tucker and 
a former secretary of Tucker Corp 

” + * 

N ANSWER to a question from 

Lawrence J. Miller, first assis- 
tant U. S. attorney, regarding the 
substance of a conversation he had 
with Tucker about Harold A. Kar- 
sten, alias Abraham Karatz, one 
of the defendants, Mourne replied: 

“I told Mr. Tucker that Mr. 
Karsten had a criminal record 
and served time in the peniten- 
| tiary.” 

This remark touched off fire- 
| works among attorneys for the de- 
fense, all of whom rose to their feet 
and shouted excitedly in registering 
| objections. 
| Out of the turmoil finally came 
|demands for a mistrial. 
Interviewed after the mistrial 
| was ordered, Mourne expressed re- 
| morse over what he had said, ex- 
plaining that the statement was 
unintentional and characterizing it 
as “a bonehead blunder on my 
| part.” 
| He said he had meant to refer 
| to Karsten as having “quite a repu- 
| tation” and let it go at that, but 
| “the other words just came out.” 

* * + 

N ANOTHER court on the same 

floor, Federal District Judge 
| Michael L. Igoe granted a further 
|postponement, this time for 60 
days or until Dec. 12, in the dead- 
|line for a decision of the Tucker 
| Corp. trustees as to a reorganiza- 
| tion plan if they deem one feasible. 

Norman H. Nachman, attorney 
for Aaron Colnon and John Chatz, 
the trustees, sought the delay so 
that they may study proposals of 
dealer, distributor and stockholder 
groups before making final recom- 
mendations. 

Plans submitted by these 
groups include a’ financial pro- 
| gram calling for a $20,000,000 
stock issue, matched by an equal 
amount in the form of a loan 
from Reconstruction Finance 
Corp., and a transfer of opera- 
tions from the huge Chicago 
plant to the company-owned Air 
Cooled factory in Syracuse, N. Y. 








| Spain Reduces 


'U.S. Car Buying 


| MADRID, Spain.—The Spanish 
| government acted last week to re- 
| duce sharply the purchase of U. S.- 
made automobiles in this country, 
the Associated Press reported. 
The peseta rate for auto imports 
was changed from 23.99 to 34.67 
to the dollar, a decrease in value 
of 31 percent. The devaluation in 
Spain’s variable exchange rate has 
the effect of making Spanish buy- 
ers pay 43 to 44 percent more in 
Spanish currency for imports of 





“non-essential” American goods. 


amass —— 








RIVALS VISIT CHRYSLER—When Chrysler Corp. was host to the Detroit section, Society 


of Automotive Engineers, many officials from 


competing auto firms attended. Left to right 








tivities as well as his industrial are Norman Shidie, of the SAE Journal; P. R. Skelton, director of Chrysler engineering: 


NO. | IN KAISER-FRAZER'S DECENTRALIZATION PLAN—This is an architect's drawing | achievements, the society an-|Harold Youngren, Ford's engineering vice-president: George Romney, assistant to the presi- 
dent at Nash; D. G. (Barney) Roos, Willy's executive vice-president; C. E. Wilson, president 


of the plant in Portland, Ore., on which work is scheduled to start this month. It will cost| nounced. He will receive a trophy | 
$350,000. After completion, planned for early next year, it will have a capacity of 20 cars at the societ ’s annual meetin rio | of General Motors; K. T. Keller, president of Chrysler; James C. Zeder, chairman of 
y & | Chrysler's cnarpenring. booed Fred Zeder, vice-chairman of Chrysler's board of directors 


3 day, according to Steve Girard. K-F production official who is directing the small plants | s 
operations. (See story on page 45). Chicago Nov. 19. and Al Hazard, of evrolet, chairman of the Detroit section SAE. 
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I ALWAYS get a lot out of a 
dealer convention. I go to listen 
and to learn. I go to renew ac- 
quaintanceships with old friends, 
and make new ones. As a trade- 
paper representative, I often obtain 
from dealers thoughts that they 
can’t express to their manufac- 
turers, or even to their brother 
dealers, This provides a solid back- 
ground for this column. 

Giving free play to the other per- 
son’s viewpoint contributes a bet- 
ter understanding of the problems, 
as well as the opportunities of this 
trade, which can be utilized for the 
benefit of readers. 

But I am not always prepared 


Cancelled Dealer 
Files $50,000 Suit 
Against Chrysler 


BILOXI, Miss.—L. A. Hurst of 
Hurst Motor Co. in Pearl River 
county has filed suit here for $50,- 
000 against the Chrysler Sales 
Corp., alleging that Chrysler can- 
celled relations existing between 
the corporation and himself even 
though he performed his duties 
satisfactorily while representing 
them. 

Pointing out that he was asso- 
ciated with the defendants from 
1933 to 1947, Hurst said in his suit 
that during the war years he didn’t 
get the cars other dealers in this 
part of Mississippi received. 

He added that he often “stuck” 
with the defendants “to my own 
detriment,” 

In Detroit, Chrysler officials de- 
clined comment on the suit. 





Six Cars Devoted 
To Md. Schools 


BALTIMORE. — The Automobile 
Trade Assn. of Maryland an- 
nounces the delivery of six new 
cars to the public schools of Balti- 
more to be used in driver training 
courses. 


The association supplied three of 
the cars. Chevrolet dealers of Bal- 
timore gave one, and the other 
two came from University Motors 
and Talbott Motors. 


Community Touch 


Akron Dealers Sponsoring 


Ad Series on Roads 


AKRON.—The Akron Automobile 
Dealers Assn. has begun sponsor- 
ing a series of full-page newspaper 
advertisements in the interests of 
better streets as well as safety on 
the highways. 

The step is being taken not only 
because good roads and safe driv- 
ing are a vital factor in the pros- 
perity of the automobile business, 
but important to the life of the 
community, the association said. 

In its first ad, the association 
paid tribute to Mayor Charles E. 
Slusser for his continuing efforts 
on behalf of good streets. 
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(The opinions expressed herein are those of Columnist 
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| for dealers’ reaction, For in- 
stance, an oldtime dealer friend 
with whom I chatted while 
attending the recent Wisconsin 
convention charged me with be- 
ing the first person to start the 
process of selling factory adver- 
tising to dealers, Maybe this 
accusation is true. I welcome any 
dealer who will come to my 
rescue with facts to deny it. 
Along about 1912 I was in charge 
of dealer advertising at Willys- 
Overland. We put out beautiful 
dealer books advertising the prod- 


uct, with space for the dealer’s 
name at the bottom. We offered 
mats or electrotypes to dealers 


without cost to enable the dealer 
to run Willys-Overland advertising 
at their own expense in the local 
paper. 

* * * 
How It Grew 


FTER the appearance of the ad, 
the dealer would send us the 


paid invoice, attach a copy of the) 


tearsheet, and we would credit half 
the amount of the cost of the space 
to his parts account. 

Selling dealers advertising has 
since become a big business. Before 
I left Willys-Overland in 1919, it 
amounted to about three million 
dollars a year for this line of cars 
alone. That was more money than 
the factory was spending on its 
own account on national advertis- 
ing. 

Since that time all factories 
have gravitated into the process 
of charging dealers for advertis- 
ing on each new-car invoice. The 
amount has gradually increased 
until now when it runs as high 
as $40 a car. In addition to this 
fixed advertising charge, most 
factories constantly have other 
advertising programs, involving 
many millions of dollars, which 
are sold to dealers by factory 
representatives. 


My dealer friend points out that 
this heavy billing of advertising to 
dealers does not exist in any other 
trade. He says that, by the amount 
of effort the factory field men put 
in selling advertising to dealers, 
you would feel that they were 
representing some supplier of ad- 
vertising, rather than a car factory. 

+ * * 


Add to List Price? 


H= FEELS that this advertising 
“the dealers pay for, but super- 
vised by the factory, is in a large 
measure harmful to the dealer. He 
does not decry factory advertising 
as such, but when advertising is 
run at the dealer’s expense it 
should be dealer advertising, he 
believes. Something to enhance the 
prestige of the dealer. 

He says that advertising, as 
supervised by the factories and 
paid for by the dealers, in most 
cases winds up with the suggestion 
—‘“see your nearest dealer’—which 
at least infers that all dealers are 
equal and that the buyers should 
shop around and find out where 
they can get the longest used-car 
allowance. 

This dealer agrees that the 
factory should determine’ the 
amount of advertising that logic- 
ally is needed in the promotion 
of the product and not only 





Lloyd Calls Them Industr 


ATLANTA. —A get-tough policy 
with “half-pint used-car dealers” 
and “that horrible cancer—used-car 
auctions’”—was urged here last 
week at the 12th annual convention 
of the Georgia Automobile Dealers 
| Assn. 

J. Saxton Lloyd, president of 
Daytona Motor Co., Daytona, 
Fla., lumped the pair together as 
| “two factors which will destroy 
us unless we eliminate them.” 
| His address brought roars of ap- 
| proval from the assembled dele- 
gates. 

Succeeding Martin L. Johnson as 





| 1949-1950 president was H. Phil | 







N\ 


Assn. in Burlington (left to right): Carl Shea 
dent; John Murphy, secretary-treasurer, and 


BILOXI, Miss.—Economic ignor- 
ance was blamed for the “pressing 
danger” which business faces today 


vice-president of Commercial Credit 


Automobile Dealers Assn. conven- 
tion here last week. 

Millians told his audience that 
“modern prodigies in government 
and in the political and social sci- 
ences have been teaching a false 
economic religion that endangers 
everything we hope to achieve in 
the future.” He charged these 





prodigies are lulled by their own 
pretty devices of words and are 
without a sense of history to un- 
derstand. 

“These prodigies have distorted 
the truth to the unreasoning and 
the uninformed, and have brought 
about the delusion that social gains 
can be bought with government 
dollars borrowed from the future 
or gathered through taxation,” Mil- 








arrange for the advertising, but 

pay for it and have the cost 

reflected in the list price of the 

ear, All dealers want a car with | 
as much public acceptance as | 
possible, Dealers, however, want | 
to be free to use their appropria- | 
tion to build prestige for them- 
selves. 

Dealers within hearing range of 
this conversation unanimously 
agreed to this conclusion. I started 
something years ago. Perhaps I 
can be helpful now, with the help 
of dealers, in getting the most out 
of the industry’s advertising dollar, 
and help it squarely meet the needs 
of the highly competitive eondi- | 
tions on the way. 





lians declared. 

The speaker warned that the 
future security is threatened by 
high taxes, debt, inflation and 
their serious repercussions. 
Officers elected by the associa- 

tion were: V. M. Box, Corinth, 
president; J. J. Harry, Gulfport, 
and Max McLaurin, Jackson, vice- 
presidents. 

Ransom F. Cross, Meridian, re- 
tiring president, said the dealers 
were facing a complete change 
from sellers’ to a buyers’ market, 
and that the pent-up demand for 
trucks and automobiles has been 
satisfied except in a few lines. 

Robert Deo, managing director of 
the National Automobile Dealers 





Illinois Denies Licenses 


On Outstate Titles 

CHICAGO.—The Chicago Au- 
tomobile Trade Assn. has been 
informed by the Illinois secre- 
tary of state that it will refuse 
applications for licenses when 
the applications are accompan- 
ied by outstate titles. 

The secretary of state’s office 
said dealers taking a used car 
in trade from a resident of an- 
other state must first secure 
assignment on the back of the 
outstate title. Then the Illinois 
dealer must apply for an Illinois 
title in his name, attaching the 
foreign title as evidence of 
ownership. When he sells the 
car, the dealer then assigns an 


in an address by Paul M. Millians, | 


Co., speaking before the Mississippi | 


‘Cancer’... 





;Jones, Americus. Other newly- 
elected officers were Frank Gra- 
ham, Atlanta, first vice-president; 
|Durward Watson, Athens, second 
| vice-president, and O. B. Leverett, 
| Gainesville, treasurer. 

| A member of the board of direc- 
|tors of the National Automobile 
| Dealers Assn. and one of the south- 
|ern automobile industry’s most out- 
| spoken leaders, Lloyd declared: 

| “Half-pint used-car dealers do 
nothing but demoralize the automo- 
| bile industry. If 90 percent of them 
| were eliminated, the industry would 
| be better off. 

“That horrible cancer — used-car 








THEY HEAD VERMONT DEALERS—Elected at the annual meeting of Vermont Auto Dea'ers 


rer, president; Samuel Babbit, first vice-presi- 
Hector Farnham, second vice-president. Sia 


Political Activity Urged 
For Dealer Protection 


| Assn., in addressing the convention, 
urged businessmen to become po- 
|litically active. 


“The situation is one where 
hand-to-hand fighting on the po- 
litical battlefield is required if 
business is to survive,” Deo said. 
“The enemies of privately con- 
ducted and profitable business are 
organizing by the thousands 
throughout the nation. 

“These anti-business groups are 
not only passing the hat and get- 
ting it filled to overflowing, but 
where they are well-organized they 
are levying assessments against 
members which are inescapable.” 

The friends of business now in 
Congress and others who hope to 
be elected to it will need all the 
help they can get, Deo declared. 

A service symposium, with J. 
Frank Norris jr., Greenville, as 
moderator, included discussions by 
the following: New-car sales, R. S. 
Lincoln, Meridian; used cars, Max 
McLaurin, Jackson; customer rela- 
tions, L. F. Hamrick, Greenwood; 
truck sales, Leon White, Union; 


T. Brown, Greenville. 


On the House . 


had the worst. . 
nessmen directly 


os. .... £8 BS 


Wembhoft 
convention.” . . 
(which it is). . 


hub caps first. 





Illinois title to the buyer. 








surance coverage is up-to-date.” 


Warrenton (Va.) 
last week and philosophized: “You can always 
trade a new black car for a purple one, but you can’t always 
trade a purple one for a black one.” .. . 
calls its upcoming meeting ‘a streamlined stag businessman's 
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- Auctions Assailed at Ga. Parley 


auctions: If every one was wiped 
out tomorrow the standards of the 
industry would be raised immeas- 
urably. A freeze-out program must 
come about.” 

Lloyd was one of a number of 
speakers at the meeting here— 
including Georgia’s youthful Gov. 
Herman Talmadge, who declared 
that from now on “the law of 
survival” is back in force in the 
automobile industry. 

Ray Chamberlain, former NADA 
executive secretary, acknowledged 
that a selling market is back, but 
he suggested that dealers “be ra- 
tional.” 

Toward that end, he urged that: 

1. Dealers get back to earth and 
provide good personal leadership. 

2. Sensible economics and sound 
finance be put into the agency. 

3. “Let’s re-learn a lot of the 
stuff that we've forgotten.” 

“I contend,” Chamberlain add- 
ed, “that the best opportunity in 
the world for you to learn is to 
go to a good automobile conven- 
tion.” He declared that it was a 
misconception that automobile 
dealers shouldn’t be interested in 
political activities. 

“If we could get enough people 
to go to the polls,” he said, “we 
wouldn’t have to worry about 
where the country is going.” 

John W. Stokes, automotive tax 
consultant, gave advice on how to 
reduce income taxes. 

Delegates were welcomed by 
Martin L. Johnson, of Atlanta, 
president of the state association, 
and John H. Lander, president of 
the Atlanta Automobile Assn. 


The board of directors recom- 
mended in a resolution that A. 
M. Costley, East Point, GADA 
past president, be named nation- 
al director to succeed Harry 
Sommers of Atlanta. 


Costley also served as moderator 
in an open forum discussion on 
industrial problems. Other clinic 
leaders were: Cuyler Trussell, Dur- 
ward Watson, John H. Lander and 
Hal Smith. 


Bert Roberts 


Dies on Coast 


LOS ANGELES. — Bert Roberts, 
73, died last week at his home in 
Beverly Hills. He had been ill for 
several months. From 1920 until 
his retirement from active duty 
last March, Mr. Roberts had been 
executive secretary of the Los An- 
geles Motor Car Dealers Assn. and 
still was advisor to the association's 
board. 

He also was secretary of the 
Motor Car Dealers Assn. of South- 
ern California and is credited as 
the West Coast originator of the 
automobile show which he managed 


|for over 20 years. He was born in 
| Galion, O., 
parts, F. E. Fyke, Jackson; service, | 


in 1876 and moved to 
Los Angeles in 1900 as secretary 


‘of the Los Angeles association 


Here is a serious indictment of auto dealers, as reported in the 
Cleveland Plain Dealer (Oct. 9). The editorial, based on a survey by 
the magazine Here in Ohio in Akron and Summit County, O., said 

in part: “School teachers had the best voting ree- 
ord of any group surveyed... 


Automobile dealers 


. . Here is a group of small busi- 


affected by government taxation 


policies on themselves and their potential custom- 


percent of them did not vote ‘in 


the 1948 presidential election) and 21 percent were 
not even registered .. .” 
Marj Baker (Buffalo) warns dealers that “at 
the rate thieves are breaking into dealerships 
or trying to, you’d better make 


sure your tH- 
Tom Froat 


Ford dealer, was in Detroit 


Kentucky association 


Off-Off-the-Record: Got an invitation last week to “a reception” to 
be staged Oct. 17 by an independent car maker, but the letter gave 
no hint that it’s to be an off-the-record preview of 


1950 models 


. A Pennsylvania dealer is offering to solder an extra 
ignition key for his regular customers some place on the car, where 
it can be reached in an emergency. Most of ‘em are being soldered 
inside a hub cap. Well, anyway a thief will have to take off several 


Wem Horr 


Editor 


Pete 
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While I am no writer, I welcome 
|the invitation to guest George Slo- | 
/cum’s column, since it gives me a} 
| fine opportunity to talk about the 
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through we expect to be not just 
the “Detroit of the West,” but “The | 
Detroit of the World!” It isn’t as 
impossible as it sounds. 
When I started in this business | 
47 years ago, the 
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tiers are dead. 
Just west of 
San Francisco is | 
the Pacific basin. 
Surrounding the 
Pacific ocean on 
all sides and 
forming this 
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Fair and equitable contracts between manufacturers 


auTomoTive OUR PLATFORM: |, \ ‘ 
e 2 one dealers in motor vehicles, parts and accessories. 4 2. A fair profit to W. L. Hughson basin are many| <i * ANP SEE WHAT LITTLE OLD 
the dealer on every used vehicie accepted in partial payment for a new i | , 
a A car or truck. 4 3. Every doliar of gasoline tax collected by state or federal lands populated by 500 —o | 
. governments applied to the building and maintenance of highways. 4 4. The people, Most of these people now 
a e ¢limination of governmental and bureaucratic controls over this industry. | the automobile as something owned 
" a 15. A return to the precepts of independence and the rewards of applied by “the rich.” The placid Pacific is | 
energy and ability, which made America and gave more of her citizens | ’s higchw th le | 
NEWS more of the better things of life than anywhere else in the world. | nature's ignhway to ese peop es. 
|It is the natural line of communi- | 





‘cation, and the Pacific coast of the | 

|United States is the logical trade | 

center. | 
* o 


* 
IN MY opinion, the people bord- | 
lering the Pacific ocean represent 
jthe great market of tomorrow. | 
Given peace, political freedom and 


Capsule Comment 


RFC lends Kaiser-Frazer $34,500,000 to finance new mod- 
els, including a small car. Another $15,000,000 loan to aid 





K-F dealers is still pending. 
The latter could be vital, too. 


* * * 


The National Safety Council announces, with surprise, 
that August was the second in 15 years in which traffic 
deaths were fewer than in July. 

Good but still bad. 


* * ” 

After nine years of suspension due to the war, the annual 
Grand Canyon Economy run is to be revived next February 
in a 751.3-mile jaunt from Los Angeles to the Canyon. 

Our salute to revival of a famous contest. 


* * * 


A total of 4,635 of the nation’s high schools are training 
nearly 400,000 future drivers this year, the National Edu- 
cation Assn. reports. 

And 3,184 training cars have been donated by auto 
dealers. 


* * * 


Exports of U. S. automobiles dropped to 2.3 percent of 
total production in August, according to the Automobile 
Manufacturers Assn. | 

A long way from being the “cream” for U. S. makers. 





* * * 


Despite the federal government’s claims for its Colorado | 
shale-oil project, some oil-company officials declare that the | 
big investments required for shale-oil industries can’t be) 
justified in view of the present oversupply of natural pe- 
troleum. 

Good ol’ American competitive spirit, which augurs 
well for Mr. Motorist. 


* * * 


Chrysler’s K. T. Keller asserts that engineers have let 
stylists take their jobs away, while Cornell’s Edward R. | 
Dye calls on the auto industry to bring out cars to make} 
crashes safer. 

Are the two subjects connected ? 


| It will take years and years of | 
development. 
The startling production 


|for the immediate future, despite 


jlent. There 


| that very thing. 
* 


‘the public 


economic growth, the ox carts of | 
the countries to the east, south and | 
north can and will be replaced by | 


| automobiles, Once the trend toward | 


mechanization starts, it will be im- | 
possible to stop. We in the West 
will one day be the first real indus- 
trial center for this vast Pacific 
basin, | 

Visionary? Sure, but then that is | 
what built the automobile industry. 


achievement of 1949 will, no 
doubt, stand on the record books | 
for some time. But I think our | 
production this year is only pea- 
nuts to what it will be someday 
in the future. 

This automobile business 
good business. I think the prospects 


is a} 


what the pessimists say, are excel- 
is a tremendous re-| 
placement market waiting to be| 
sold. Per capita income is high. 
Bank savings indicate strong pur- 
chasing power. Our products are 
better than ever. We have all the 
factors for continued success, but 
there is just one ingredient that 
must be added COMMON 
SENSE. 

Dealers cannot give their profit | 
away and remain in_ business. 
Everybody knows that, and yet we} 
see many dealers starting to do 





+ * 
I AM firmly convinced that our 
problems in the retail end of the 


business will be just what we 
dealers make them. One _ sensa- 
tional, exaggerated claim brings 


hundreds more. We forget some- 
times that the public wants to buy 
a new car, not sell an old one. 


| There is a lot of space devoted to 


“tremendous, stupendous, colossal, 
out-of-this-world, tradein allow- 
ance” that might better be devoted 
to selling of product and dealers’ 
services. 

Isn’t it common sense to teach 
to look for the best 


value in a new car, rather than 


|look for the dealer with the softest 


* * * 


O. E. Hunt, GM executive vice-president who’s just re-| 
tired, predicted recently that there will be 50,000,000 cars| 
on U. S. highways within five or six years. 

And if something isn’t done about roads, parking, | 
etc., it’s going to be an awful mess. 


head? By our own efforts we train 
the public to sell, rather than buy. 
In my 47 years in the automo- 
bile business, I have learned the 
value of cooperative’ effort. 
Breaking bread with your fellow 
dealer breaks up a lot of prob- 
(See EDGEWISE, Page 43, Col, 3) 


|same year, 


|and have good reasons for not do- 
|ing so. In any event if you could 


| the previous year. 


‘How About It? ...... 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich 





other readers who have an opin- 
ion on the new “Sparks”? 

| * * * 

_A Motorist Suggests: 

Being a regular reader of AuTo- 
MOTIVE News, I am taking the lib- 
erty of offering a few suggestions 
through your fine newspaper for 
the consideration of both automo- 
bile dealers and manufacturers. 


Comparisons 


I personally would find the new) 
registration figures published in 
Automotive News much more use- 
ful if they included a comparison 
with the previous month of the 
rather than with the 
same month for the previous year. 

Perhaps you and your staff have 
considered showing them this way 


Since several of the big manu- 
(See LETTERBOX, Page 22, Col 


follow my suggestion it would save 1) 


our statistical department a lot of 
work each week setting the figures 
up in chronological order! 

Even when the normal seasonal 
factors have full sway, I should 
think dealers would be more in- 
terested in the performance rela- 
tive to the previous month than 
Henry S. WeEs- 
TON, New York City. 

Epitor’s Note: What 
readers say? 

* 





What’s Become of... 


John A. Butler 








do other 
* 
New ‘Sparks’ 

I like your new “State of the 
Nation’s Economy” column on page 
one. It sums up nicely what’s doing 
in business everywhere throughout 
the nation. Keep it up.—J. Muinort, 
Chicago. 


de 





Your new “Sparks” column leaves 


me cold. What do a lot of your 
z One of the men who helped build 


NADA is John A. Butler, formerly 
a dealer in Kansas City, who was 
president of the organization in 
1924. Butler now lives at 849 Birch- 
wood Drive, Los Angeles. 

“Most of my time,” he says, “is 
spent in reading.” 

He retired Aug. 1, 1984. 

* * s 


| (Readers are invited to nominate can- 
Are there any | didates for this column.) 


Coming Events 
An enlarged Coming Events 
section will be found on Page 6 
hereafter. 


readers care about furniture sales, 
cotton goods, etc.? 

Give me the punch paragraphs 
you used to publish in “Sparks.”— 
NEBRASKA READER. 

Epitor’s Norte: 
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why you can sell seat covers 


woven of 


Firestone 


99 


als 
oe," 












& 


Your customer's best protection against 
muddy little paws—and grubby little hands— 


is seat covers woven of Firestone Velon, 


These gay, attractive seat covers, in 
bright or light plaids, stripes and 
herringbones, are a decorative asset to 
any car interior. Velon wipes clean 
with 2 damp, soapy cloth and 
resists the stubbornest stains, sun or 


rapid climate changes. 


The time to sell Firestone Velon woven seat 
covers is when the car is new. It’s a sweet 
sale, a profitable sale, a good-will sale, backed 
by the Firestone name. Ask your supplier 
for auto seat covers woven of Firestone Velon filament— 
stock up for the coming vacation season. 


Fabric Patterns 
Courtesy Hafner Associates 


*TRADE MARK 
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CINCINNATI.— The importance 
of greater highway safety, improved 
sales tactics and increased dealer 
interest in the affairs of govern- 
ment were the dominant themes of 


Wilsch Made President. . . 


Safety Gets Stress 
At Ohio Parley 





| 


| 
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ing man and pointed out that 
businessmen, such as automobile 
dealers, have a “definite obliga- 
tion to do something about it at 
the community level.” 


W. K. Braasch, president, Ameri- 


Coming Events 


Dealer Conventions 


16-18—Florida Auto Dealers 
Assn., George Washington ho- 
tel, Jacksonville 

Oct. 16-18—Tennessee Automotive 
Assn., Edgewater, Miss. 

Oct, 28-25—Auto Dealers Assn. of 
Alabama, Biloxi, Miss. 

Oct, 24-25—North Dakota Dealers 
Assn., Grand Forks, N. D. 

Oct, 24-25—Kentucky Auto Deal- 


Oct. 


southwestern district), Adol- 
phus hotel, Dallas. 

Mar. 29-31—American Petroleum 
Inst. (Division of Production, 
mid-continent division), Skirvin 
hotel, Oklahoma City. 

April 26-28—American Petroleum 
Inst. (Division of Production, 
eastern district), Hotel Cleve- 
land, Cleveland. 

May 1-4—<American Petroleum 








| 


| 


Texas Conclave 
Told to Expect 
New Tax Drives 


State Weighs Levies 


On Income, Sales; 
Abbott Heads Assn. 


GALVESTON, Tex.—A prediction 
that the next Texas legislature will 


the 16th annual convention of the | 
Ohio Automobile Dealers Assn. here | 
last week. A record gathering of 
some 900 dealers and members of 
allied trades attended the two-day 


| consider proposals for a state in- 
|come tax, a general sales tax and 
|an increase in the natural resources 
|levy was made here last week at 
| the Texas Automotive Dealers Assn. 


Inst. (Division of Refining, mid- 
year meeting), Hotel Cleveland, 
Cleveland. 
May 11-12—American Petroleum 
(Division of Production, 








ers Assn., Kentucky hotel, 
Louisville. 

Nov. 11-12—Oklahoma Auto Deal- 
ers Assn., Skirvin hotel, Okla- 


can institute of Applied Salesman- | 
ship, Chicago, called attention to | 
the imminence of an “era of un- | 
limited competition” in outlining | 








session. 

Featured speaker at the open- 
ing-day luncheon was Sen. Rob- 
ert A. Taft of Ohio. After C. A. 
Cronin, president of the Cincin- 
nati Automobile Dealers Assn., 
had welcomed the dealers, Taft 
received a rousing ovation when 
introduced to the capacity crowd 
by R. E. (Rudy) Reinhold, retir- 
ing OADA president, 

Taft attacked the Washington 
bureaucrats who “are demoralizing 
the American way of life. The U.S. 
is too big and its problems are too 
complicated for any man in Wash- 
ington to tell every citizen what is 
best for him.” 

The 40 new trustees elected at 
the opening session appointed Lou 
Wilsch of Columbus to the presi- 
dency, succeeding Reinhold. 

Others elected to office were: 
Ralph J. Rodgers, Dayton, first 
vice-president; Carl B. Horn, Lima, 
second vice-president; Frank A. 
Link, Sandusky, secretary, and 
John Glackin, Mt. Vernon, treas- 
urer. Walt R. Hamer, Columbus, 
was reelected executive secretary. 





Stephen A. Douglas, director of 


sales promotion, Kroger Co., Cin- 
cinnati, cited the need of a “better 
selling foundation for the more 
competitive days ahead” in his talk, 
“Let’s Do It the Promotional Way.” 

Adequate insurance as an impor- 
tant function of the automobile 
dealership was discussed by R. T. 
Cannon, vice-president, Universal 
Underwriters, Kansas City, in his 
talk, “Getting the Most From Your 
Insurance.” 

Paul M. Millians, vice-president, 
Commercial Credit Co., Baltimore, 
in his message on “Dollar Delu- 
sions” deplored the “economic 
ignorance” of the average work- 


Washburn Wins 
Dealer Golf Title 
In Southern Calif. 


LOS ANGELES. — The Southern 
California Motor Car Dealers 
Assn.’s fourth annual golf turna- 
ment and convention, which closed 
last week, found Shelly Washburn, 
general manager of George Young 
Co. (Chevrolet), Santa Barbara, 
winning the links championship. 

Washburn carried off the honor 
when he defeated Bill Morgan by a 
one-up score. Golfers in the con- 
test numbered 128. 

Winners of other flights with 
their opponents in parentheses are: 
P. De Paolo (A. F. McClellan), W. 
Bryant (B. Huey), Harlan Loud (C. 
D. Cone), Robert J. Wegge (R. J. 
Miller), H. B. Hughes (P.H. Mal- 
lory), Jim McBirnie (Ted Nette- 
koven). 

Others are G. Duffy (W. Nance), 
P. Loranger (M. Albertson), Al 





|} sory motor vehicle inspection and 
| voluntary roadside sign 





“The Nine Steps in Selling an 
Automobile.” 

Robert R. Bangham, secretary, 
public relations, Ohio Manufac- 
turers Assn., Columbus, said we 
must “get enthused about the 
system of free private enterprise 
which makes our success pos- 
sible.” 

Fred L. Haller, vice-president, 
National Automobile Dealers Assn., 
reporting on “Your NADA in 
Washington,” lauded the Ohio as- 
sociation and its executive secre- 
tary, Hamer, for its efforts in fur- 
thering the status of the automo- 
bile dealer. 

Haller referred to Ohio as a state 
“significant in auto dealership ac- 
tivity” since it has more local asso- 
ciations than any other state and 
since its NADA membership total 
of 1,956 dealers tops all other states 
and represents 6 percent of NADA’s 
total U. S. membership. 


Haller reminded the dealers 
that Sen. Taft is currently favor- 
ing an amendment to the pro- 
posed minimum wage and hour 
bill which would exempt dealers | 
from the provisions of the act 
and save them thousands of dol- 
lars annually. 

“Motor Vehicle Administration” 
and how it is working to promote 
greater safety on the highways was 
discussed by Frank M. Quinn, reg- 
istrar, Ohio bureau of motor ve-| 
hicles. 

Quinn lauded the fine coopera- | 
tion of dealer associations in the 
driver education and training pro- 
grams now being carried on in 200 
Ohio schools. 

Reinhold, in his “president’s 
report” to the convention, said 
the association was closing out a 
year of growth and progress and 
cited the group's active role in 
promoting highway safety. 

Statewide programs of compul- 





improve- 
ment will receive the attention of 
OADA during the year ahead, 
Reinhold added. 

A record OADA membership of 
2,260 franchised dealers was 
reached during the year, Reinhold 
reported. 

Dealers were unanimous in their 


| praise for Walter Hallerman of 


Cincinnati, chairman, and his 1949 
convention committee for their 
work in providing an outstanding 
program of speakers and enter- 
tainment. 

Committee members, in addition 
to Hallerman, included: A. F. Kir- 
sten, Clifford Jacobs and Mrs, Er- 
die Turner of Cincinnati; Ralph J. 
Rodgers and Leonard G. Murray, 
Dayton; Heber Jones, Middletown, 
and Hamer. 


homa City. 

Nov. 14-16—Automotive 
Assn, of Virginia, Hotel 
Marshall, Richmond. 

Nov. 16-19—Arizona Auto Dealers 
Assn., Pioneer hotel, Tucson. 

Nov. 20-22—Auto Dealers Assn. of 
West Virginia, White Sulphur 
Springs. 

Nov. 28-29—Idaho Auto Dealers 
Assn., Boise. 

Dec. 1—Utah Automobile Dealers 
Assn., Salt Lake City. 

Dec. 2-3—Montana Auto Dealers 
Assn., Billings. 

Dec. 5-6—Kansas Motor Car Deal- 
ers Assn., Hotel Broadview, 
Wichita. 

Feb. 5-8—National Auto Dealers 
Assn. convention and _ exposi- 
tion, Atlantic City, N. J. 


* * * 


Dealer Auto Shows 


Feb. 1-6—Auto Dealers Assn. of 
Greater Kansas City, Municipal 
Auditorium, Kansas City. 

Feb. 18-25—Washington Automo- 
tive Trade Assn. 22nd annual 
show, National Guard Armory, 
Washington, D. C. 

Feb. 18-26—Chicago Automobile 
Trade Assn. 42nd annual auto 
show, International Amphithe- 
ater, Chicago. 

* 


Trade 
John 


* * 


Aftermarket Shows 


Feb. 6-10—National Automobile 
Accessories Manufacturers Assn. 
annual exposition, New York 
City. 

Feb. 16-19—1950 Pacific Automo- 
tive Show, Civic Auditorium, 
San Francisco. 

Mar. 21-26—Eighth annual South- 
west Automotive Show, County 
Coliseum, San Antonio. 

May 11-14—Chicago’s Navy Pier. 
Midwest Automotive Show. 
(Outgrowth of expositions pre- 
viously sponsored by Illinois 
Automotive Assn.). 

+ * * 


Safety Events 


Oct. 24-28—Natl. Safety Congress, 
Stevens hotel, Chicago. 


+ * * 


Allied Industries 


Oct. 16-22—Oil Progress Week. 

Oct. 20—Chek-Chart salute to 
auto industry, Hotel Statler, 
Detroit. 

Oct. 27—Oil Trades Assn. of N. 
Y. (annual banquet), Waldorf- 
Astoria, New York. 

Nov. 7-8—National Oil 
Council, Sheraton hotel, 
cago. 

Nov. 7-9—Oil Industry Informa- 
tion committee (district chair- 
men), Stevens hotel, Chicago. 

Nov. 7-10—American Petroleum 
Inst. (29th annual meeting), 
Stevens hotel, Chicago. 

Mar. 8-10—American Petroleum 
Inst. (Division of Production, 


Jobbers 
Chi- 


Inst. 
Pacific Coast district), Biltmore 
hotel, Los Angeles. 

Sept. 13-15—National Petroleum 
Assn., Hotel Traymore, Atlantic 
City, N. J. 

* + * 
Engineering 

Nov. 1-2—Society of Automotive 
Engineers (Diesel), Chase hotel, 
St. Louis. 

Nov. 2-4—American Society Body 
Engineers annual technical con- 
vention, Detroit. 

Nov. 3-4—Society of Automotive 
Engineers (fuels and _ lubri- 
cants), Chase hotel, St. Louis. 

Nov. 27-Dec. 2—American Society 
of Mechanical Engineers, Hotel 
Statler, New York. 

Jan. 9-13—Society of Automotive 
Engineers, annual meeting, Ho- 
tel Book-Cadillac, Detroit. 

Mar. 14-16—Society of Automotive 
Engineers (passenger car, body 
and production), Hotel Book- 
Cadillac, Detroit. 

April 10-14—American Society of 
Mechanical Engineers, Hotel 
Statler, Washington, D. C. 

7 * + 


General 


Oct. 18—Automobile Old Timers 
10th annual meeting (K. T. 
Keller, president of Chrysler, 
guest of honor), Hotel Astor, 
New York City. 

Oct, 17-21—31st Annual National 
Metal Congress and Exposition, 
Public Auditorium, Cleveland. 

Oct. 20-21— American Manage- 
ment Assn. (office management 
division), Hotel Statler, New 
York. 

Oct. 21-26— American Trucking 
Assns. Convention and Roadeo, 
Statler hotel, Boston. 

Oct. 24-26—Associated Traffic 
Clubs of America, Shamrock 
hotel, Houston. 

Nov. 10-11— American Manage- 
ment Assn. (production), Palm- 
er House, Chicago. 

Dec. 1-2—American Management 
Assn. (Finance division) meet- 
ing, Statler hotel, New York. 

Dec. 2-3—American Management 
Assn. (insurance division), Ho- 
tel Drake, Chicago. 

Jan. 19-29—General Motors Show, 
Waldorf-Astoria, New York. 
Feb. 27-Mar. 2—American Society 
for Testing Materials, William 

Penn hotel, Pittsburgh. 

Mar. 15-17—-American Manage- 
ment Assn. (marketing), Hotel 
Statler, New York. 

Apr. 26-27—Third Highway Trans- 
portation Congress, sponsored 
by National Highway Users 
Conference, Hotel Mayflower, 
Washington. 

May 4-14—International 
Show, Turin, Italy. 

May 18-20 — Automotive 
Rebuilders Assn. 


Motor 


Engine 
convention, 
Hotel New Jefferson, St. Louis. 


convention. 
These opinions were 


Antonio. 

An election of officers was held 
with Thomas F. Abbott jr., Fort 
Worth, being chosen president. 
W. A. Williamson, San Antonio, 


| was reelected first vice-president 


and manager; C, P. Simpson, 
Houston, and Harry Kelly, Aus- 
tin, were named second and third 
vice-presidents, respectively. 


Directors elected for three-year 
C. Westbrook, San 
| Angelo; Bill Hale, Odessa: Howard 
Kuhlman, Austin; G. M. Green, El 
|Paso, and F. C. Shepherd, Plain- 
|view, John T. Pipkin, Brownsville, 
jand E. J. Pennington, Galveston, 


terms include 


are the other directors. 


Other speakers at the parley in- 
cluded Congressman Wingate H. 
Lucas of Fort Worth; Martin Dies, 
of Lufkin, and Harry G. Moock, 
| business 
| vice-president of Plymouth. 

Congressman Lucas, co-author of 
the Holland-Lucas retail exemption 
to the Fair Labor Standards act. 
told delegates that without his bill 
|truck sales would place auto deal- 
;ers under the act and dealers as 


consultant and 


middlemen would be crushed. 
Dies, former chairman of the 
House Committee on Un-Ameri- 
can Activities, spoke on the pres- 
— of the American way of 
life. 
Moock 
every 


told the 


successful business 


an administrative standpoint. 


“It is important that used cars 
sold by dealers be reconditioned 
thoroughly,” Ralph Perry of Kansas 


City, Kans., told the group. 


He was followed on the _ pro- 
gram by Karl M. Richards, director 
of the Automobile Manufacturers 
Speaking on 

Automotive 
Gridiron,” he was interrupted by 
applause when he declared the au- 
tomotive industry “is the prototype 


Assn. field services. 
“Team Play on the 


of the American way of life. 
Walter G. Alderson, 


Kentucky Dealers 


To Hear Ziesmer 


And Creedon 


LOUISVILLE.—Kentucky’s Gov. 
Earle C. Clements and NADA Pres- 
ident George F. Ziesmer will ad- 
dress the third annual convention 
of the Kentucky Automobile Deal- 
ers Assn. here Oct. 24-25, according 
to Lew Ullrich, association manag- 


ing director. 


voiced by 
State Rep. Marshall O. Bell of San 


former 


meeting that 
must 
| have an objective, departmentalized 
organization, carefully selected per- 
sonnel, adequate location and stor- 
age facilities, and teamwork from 


Lubbock, 
former president of the association, 
served as chairman of the session. 


a | 

Mann Hurt in Auto Crash | 
FLINT.—George Mann jr., gen-| 
eral manager of AC Spark Plug, 
| was taken to Hurley hospital here 


‘after a head-on auto collision last Research Group 
_|Meets in Detroit 


On Thursday 


DETROIT.—The Automotive- 
Agriculture - Aircraft - Marine Re- 
search Institute will hold its an- 
nual meeting and banquet Oct. 20 
at the Detroit-Leland hotel. RICHMOND, Va. — Gasoline-tax 

This parley will follow the two- | receipts for the first eight months 
day meeting of executives of the | of = year hav — the —_ 
Equipment aT i _ | for e corresponding period o 
ee ete one AAAM to |1948 by $2,511,805.99, the Virginia 
host all vehicle-manufacturer serv- | State division of motor vehicles has 


Stuebing (W. I. Buffington), J. H.| 
Smith (W. Lucado), B, Kraschel 





Other speakers will include: T. F. ? 
Creedon, field representative of the 
Automobile Manufacturers Assn.: 
Luther R. Stein, sales vice-presi- 
|dent of Belknap Hardware & Mfg. 
|Co.; Paul M. Millians, vice-presi- 
ident of the Tennessee Automotive 
Ray Chamberlain, NADA 
convention manager, and Ernest 
Robert Roose, noted world traveler. 

A Kentucky automotive legisla- 
tive forum is billed as a program 
| feature. Participating will be H. 
Clyde Reeves, state commissioner 
of revenue; Guthrie F. Crowe, state 
| police commissioner; Sen. Louis 
| Cox, president pro-tem of the state 
senate, and Earl K. Snow. execu- 
|tive chairman of the Kentucky 


(Bewley Allen), Herb Randolph (J. 
Hegeman), N. Bernard (P, D, John- 
son), Slim Barnard (E. A. Flinn), 
and Bruce Axmear (George Baer).;| week. 


lar, vice-president of Black & 
Decker Mfg. Co.; W. K. Toboldt, 
| editor of Motor Service, and G. W. 
| Kleinschmidt, vice-president of 
| Automobile Equipment Co. 

= Assn.; 











\Gas-Tax Receipts 
Rise in Virginia 


« 


ice executives. eco ig ae? ee | County Officials’ Assn, 
, ‘ | collections amounte oO Convention sessions will be hel 
Charles F. Kettering, director August’s total of $4,- eld 


and research consultant of General 
Motors, will be guest speaker. 
Others who will deliver messages 


| $28,579,139. 
| 080,335.23 is an increase of about | 
|5 percent over July. 
| 


at the Kentucky hotel. 


N. B. Geek Memes Weed 





include J. J. Dobbs, assistant sales| AUTOMOTIVE NEWS WANT ADS have| Ralph T. Wood. Portsmouth (N. 
ao of Oldsmobile; J. H. en Bee ee ae H.) automobile dealer. has been 
ack, general manager of central | Ynat you have or have what you want!|amed to the board of directors of 


service, Chrysler Corp.; G. H. Tres-|see the back pages of this issue. the New Hampshire National bank. 








THE WINNAH!—Bill Morgan (right), Chevrolet dealer of San Diego, congratulates Shelly 
Washburn, Chevrolet dealer of Santa Barbara, on winning the championship for 1949 of the 
Southern California Automobile Dealers tournament. 
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Completely Equipped x 





DEALERS. ..What does this mean to YOU? 





It means you’re selling the lowest priced quality car in America 
... the Best Car Buy in the popular price field...now reduced 
from $1520 because of devaluation. 

It means you're selling the largest selling car in its class in 
America. Only the price has changed ... NOT THE CAR. 

It means you're selling a car with features no other car equals 
at this price. Better than 30 miles to the gallon... 7.2 ratio, high 
compression, valve-in-head engine... cruises at 60-65 miles an 
hour ... smart styling, rich leather upholstery ... heavy gauge 
steel body . . . family-size car with added safety factor of heavy- 
weight construction, weighing 2250 pounds! 

It means you're selling a car backed by efficient, expert serv- 
ice throughout the United States and Canada... with complete 
stocks of replacement parts always available. 


It means you're selling a car backed by a broad, forceful, local 
and national advertising program. 

It means you’re selling a car that leading finance companies 
will Floor Plan For You and Finance For Your Customers. 

And All This Means you're selling a car that offers an op- 
portunity for you to acquire a valuable new car franchise that 
will Build A Profitable And Permanent Business For You 
with a minimum capital outlay. 


PROSPECTIVE DEALERS: 


Valuable Dealer Franchises are available. Write 
or wire us, and our representative will call on 





you to discuss your application. 


PRICES SIMILARLY REDUCED ON ALL OTHER AUSTINS 


DEVON 4-Door Sedan 


ATLANTIC Convertible 





% ton PICK UP 


COUNTRYMAN Station Wagon 


You Buy A Car, But You Invest In An Austin 


The AUSTIN MOTOR COMPANY, Ltd. (England) 


FRANCHISE DIVISION—250 West 57th Street, New York 19, N. Y. 


AAC 
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Mitid Gascend Miller ; 
Minn. Dealers Warned 
To Reduce Expenses 


MINNEAPOLIS Dealers at- 
tending the 30th annual convention 
of the Minnesota Automobile Deal- 
ers Assn. here last week were 
warned by a “Dixie panel” of five 
southern dealers to tighten control 
of their overhead and use better 
management in 1950 to solve the 


problem of higher expenses and) 


lower profits, get into the used-car 
business, sponsor safety programs 
and work with the NADA. 

Addressing the 600 dealers were 
Walter Wilkins, Norfolk, Va.; 
James Ayers, Tennessee NADA di- 
rector; Ernest Burwell, Spartan- 
burg, S. C.; Tom Frost, Warrenton, 
Va., and Ralph Nichols, NADA sec- 
retary, Nashville. 

Bernard Lindahl, Minneapolis 
Oldsmobile dealer, was elected to 
head the association in 1950, suc- 
ceeding Herman Miller of Man- 
kato. 

Elected first vice-president was 
Alfred Sonju, Two Harbors (Ford); 
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second vice-president, Victor Giere, 
Willmar (Dodge). 

Dill Clements, Dependable Mo- 
tors, St. Paul, was chosen treasurer 
|while Chris Rinkel, Thief River 
|Falls (Chevrolet), was named sec- 
|retary. Glenn Atcheson continues 
jas general manager. 

The convention blasted the fac- 


tories in a resolution condemning 
the practice of holding zone meet-| FOR A BIG PRODUCTION—''The "little theater,"’ a revolving stage for displaying scale 


ings simultaneously with the con- models of the 1949 Chevrolet, is now available to Chevrolet dealers. The stage is dimmed 
| vention. The resolution said the until the platform carries the model to the center. A spotlight then shines down. Here, 
factory sessions threatened attend- Ardis Kenealy examines one of the cars in front of the ‘‘little theater.” 
ance as “dealers naturally wanted | — san edi ie : 
to attend both meetings but busi- | 
ness came first.” 
At least four factory meetings | 
were held in Minneapolis during 
the convention—Dodge, Chevrolet, 
Studebaker and Buick. Dealers 
asked that this situation be avoided 
}in the future since convention dates 
are announced well in advance. 
In another resolution the ex- 
ecutive board was increased from 


tiring President Miller George 
|Ziesmer automatically became a 
|board member two years ago as 
| NADA director. 

Burwell, of the “Dixie panel,” said 
“most of us would be satisfied in 
|1950 if business is as good as 1949, 
but it will take more money and 
effort to get that business.” 

Profits in 1950, he emphasized, 
will come from better management 


nine to 12 members, to cover the 
state more completely and to give 
members board consultation serv- 
ice as close to their towns as 
possible. 

| Board members chosen’ were 
John Bell, Hastings; Gus Westland, 
Pelican Rapids; Herb Dibble, Pipe- 
|stone; A. C. Furos, Zumbrota; Don 
Hodgekins, International Falls; Win 
Stephens jr., Minneapolis, and re- 
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30°, Greater 


— 
Stopping Ability! 


Reliable brakes are taken for granted. But 
alert truck men look for such outstanding 
features as Cycle-Welded Liners—recently in- 
troduced in Timken-Detroit “DP” Dual- 
Primary Brakes! They realize that brake fea- 
tures like this assure greater stopping ability 
—faster, safer operation—lower maintenance 
costs. Built for hydraulic or compressed air 
actuation, these modern brakes have shoes 
which are equally forward-acting in both for- 
ward and reverse. Write for full information 
today! And while you're at it, ask for free 
literature about the new exclusive features of 
Timken-Detroit “3 for 1’ Axles. You'll find 
it well worth your while. 


Tim 
A 


A PRODUCT OF THE TIMKEN-DETROIT AXLE COMPANY 
DETROIT 32, MICHIGAN 





and careful control of expenses. He 
offered a 15-point program aimed 
at that goal. 

He urged dealers to get sales- 
minded and expense-conscious, 
use daily management control 
guides, compare and analyze 
trends and expenses, converting 
more fixed expenses to variable 
expenses for security and higher 
payrolls, hire quality salesmen, 
seek lower local taxes, watch in- 
ventories, advertising, purchases, 
leaks and waste and insist on 
more careful appraisals of used 
cars. 

Wilkins said dealers were losing 
sight of the gross profits they re- 
alized on used cars before the war 
and said they could make more 
money in 1950 by proper buying 
of used cars, using “buymanship” 
as well as salesmanship. 


He cited numerous cases where 
new-car dealers give up franchises 
to go into the used-car business 
where he said profit is made on 
the smart buying of cars, not so 
much on tradein, exchange or other 
deals. 

Ayers said to get traffic-safety 
conscious by actively sponsoring 
vrograms in their communities to 
improve parking facilities and cut 
down accidents. 


“Your future profits may de- 
pend not on how many people 
can afford to buy a car but on 
how many can use them,” he said. 


Speaker George Bowie, Fire- 
stone Tire and Rubber Co.. urged 
more responsibility and imagination 
among businessmen—“think as your 
customers do”—and optimism about 
the business future in 1950. 


The tax picture was discussed by 
Joseph Lepold of the National Tax 
Equality Assn. 


| Retiring MADA President Mil- 


ler presented Ziesmer, NADA 
president, with a bronze placque 

inscribed “For outstanding serv- 

ice to the Minnesota Automobile 
Dealers Assn.” 

Ziesmer paid tribute to the small 
dealer, who he said deserves a big 
share of credit in the national pic- 
ture. 

One hundred percent attendance, 
first time in many years, was re- 





|ported at a meeting of 87 area 
| chairmen and county directors. 


Ford, Ferguson 
Fail to Settle 
Out of Court 


| LONDON. -— With the failure of 
|talks between Harry Ferguson, 
tractor manufacturer, and Henry 
|Ford II to settle the $251,100,000 
vatent-dispute suit out of court, 
both parties are now preparing for 
a legal battle. 


According to Ferguson, Ford 
must begin his deposition in New 
York commencing Oct. 24. Ford. 
on the other hand, has a motion 
pending in U. S. district court to 
have the case taken to Detroit. 


Both men expressed confidence in 
|the outcome of the case with 
|Ferguson more vociferous in his 
statements, He said: 


| “I have made it clear that I am 
;not interested in any rediculous 
offer or any dickering or horse- 
trading in this matter. The Ford 
representatives came to England 
on their own volition and very 
much against my wishes. I agreed 
|to meet them here at the request 
|of Ford.” 
| Ford admitted that he didn't 
|} want litigation since it would “in- 
terfere with constructive business 
|of the Ford Motor Co. and its 
officials.” But reporting that it was 
impossible to reach an agreement 
on the case, he said: 

“We shall now litigate the suit 
to a conclusion and we expect to 
win it.” 





| 
| 








Nash Sales Surpass ’48 


With 3 Months to Go 

DETROIT. — Record-breaking 
Nash retail sales during the first 
nine months of 1949 totaled 106,- 
262 cars, compared with 104,616 
for all of last year, Sales Vice- 
President H. C. Doss reported 
Thursday. 

Nash production currently is 
running at double the rate a 
year ago. Plans call for main- 
tenance of a 780-a-day rate for 
the rest of the year, Doss said. 
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TRUE ECONOMY 
BEGINS WITH 


YUALITY 
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IN INCREASED BEAUTY, longer-lasting lustre and freedom 
from waxing and polishing, PORCELAINIZE quality provides 
motordom's biggest beauty bargain. Proof is available in 
the formal approval and recommendation of major automobile 
manufacturers...in the customer records of thousands of 
New Car Dealers...and in the glowing pride of millions 
of car owners. PORCELAINIZE may be applied to new or older 
cars. Cost is moderate. Ask your New Car Dealer, today for 
a free PORCELAINIZE Lustre Test right on your own car. 


an 


ee 
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An exclusive New Car Dealer service 
FREEMAN & FREEMAN, INC., DENVER 9, COLO. 


ae) 


This is a reprint of the Porcelainize adver- 
tisement in the October 22nd issue of The 
Saturday Evening Post... one of a series. 


DISTINCTIVE 

DISTINGUISHED 

DYNAMIC 
NATIONAL ADVERTISING 


fo increase your 


PORCELAINIZE 


profits 


All Porcelainize Dealers have help—BIG HELP 
—in keeping their Porcelainize Departments their third largest, 


year ‘round source of Service Revenue. 


Dominant national advertising creates strong 


consumer acceptance and demand. 


A complete list of sales helps is constantly 


available to turn this demand into customer sales. 


National Factory Service Representatives 
help train Porcelainize Operators, set up Porcelainize 
Departments, and give continuing merchandising 


and promotional assistance. 


Thousands of New Car Dealers throughout America 
acclaim Porcelainize for its product, its program and its policy— 
a powerful combination for producing new highs in Service De- 


partment revenues. Investigate now—use the Coupon. 


TEAR OFF—FILL IN—MAIL 


FREEMAN & FREEMAN, Inc. 
Denver 3, Colorado 


Please send us full information on Porcelainize Product, 
Program and Policy, and include a free copy of your “Service 


Guide to Porcelainize Profits.” 


NAME OF COMPANY 


To Attention of 


City Zone State 


Make of Car Sold 
VERY IMPORTANT 
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Selling the ‘log 


Copyright 1949, The New Yorker Magazine, Inc. 
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“Pm interested in a dqrk-blue, four-door sedan, and — " 

only in a dark-blue, four-door sedan.” Fe ‘are m 

"50, | ae F 
“7 dont want a radio, a heater, white-wall tires, fog lk 
lights, seat covers, or any other extras, and I do want an | 
t 


adequate road demonstration.” 
"Te, 7] 


“As to a trade-in, I may or may not decide to let you 


have my old car. It depends on what you offer.” 


The National Weekly o f. 
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p of the Market 


ODAY, people are a lot more critical and 
choosey than they were when cars were hard 
to get. Every dealer is realizing this fact in a 


steadily increasing way. 


That is why successtul dealers are gearing their 
sales staffs to meet these changed conditions. 
They’re screening their prospect lists more 
carefully, with an eye to concentrating their sales 
efforts where they are most likely to be pro- 
ductive. They are reaching higher and higher 


for customers. 


oa | 7 1 
These successtul dealers Know that better- 
income families are better year-atter-year cus- 


tomers. They know that these families own 


\ 


more cars per capita, trade them in more often, 
willingly buy more accessories, have them ser- 
viced more often where they bought them, and 


trade in easier-to-sell used cars. 


Furthermore, the car-buying habits of these 
leadership families exert strong influence on 
the rest of the market in their communities. 


Their choices and opinions are respected. They 
€) 


IRRER 


are driving and talking advertisements for the 


automobiles they own, 


That is why for almost a quarter of a century 
The New Yorker magazine has been used con- 
sistently by leading motor car manufacturers 
to help their dealers sell their best prospects 


and to keep their best customers sold. 


All over America, The New Yorker is a welcome 
and sought-for visitor every week in the homes 
ot substantial, influential, better-income lead- 


ership families. 


In the most prosperous car-buying districts of 
the metropolitan centers, in all the better sub- 
urbs, and in thousands of less-populated com- 
munities from Maine to California, ‘Whe New 
Yorker reaches directly to the top of the new- 


car-buying market. 


Every day and every week, every dealer can use 
all the sales and all the influence ‘he can get- 
from the cream of the market im his town. Top- 
level selling was never more important than it 


is today. 


f the Leadership Market 


11 
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whittle costs and at the same el 


FOB FACTORY to maintain unusual performance. 


The number of piece-parts in the | 
“Fordynetic” drive (that’s not the 


e ° e 
Competitive Pot Boils real name, of course, but if you 
want it, Mr. Davis, it’s all yours) 
has been reduced appreciably from 


a 7 | a a 
On Automatic Drives [comparable types of transmissions | 


others cannot do. 











By A. H. Allen | The question arose as to who! 
(The opinions expressed herein are those of Columnist Allen and are not | owns the patent rights to the Ford | 
necessarily those of Automotive News.) unit. According to Harold Young- | 


TEPPED-UP tempo of the automatic transmission race | ren, engineering veep, it will be @| ooRHEAD PRESENTS CAR TO SCHOOL—Driver training was introduced as an 


is seen in Packard’s announcement of completion of its| matter for the courts to determine. | accredited course at Senior high school, Mansfield, O., in a brief ceremony witnessed 
| recently by public and school officials. The keys to a 1949 Ford were presented to driver- 


$7,000,000 plant for building the Ultramatic drive, and of He was not suggesting any liti- | training director Vern Hoffman, extreme right, by Robert Moorhead (fourth from left), Ford 
gation between his company and | dealer. Looking on are, left to right, front: Police Chief Jesse Schwab, Jack Berger, Traffic 
oner Fr 


its availability on models other than the Custom jobs. Then Borg-Warner, which will build a | Commisi od Bodie, Mesrhead’ frincinal Glenn Rekleder cad Hielmen. Sending in 
portion of the transmissions, but | the rear are patrolman Robert Dunbar and R. J. Young. : a 

there have been so many people | l 

working on the project and there |in floors at the front when auto-|miles per hour, according to en- 
will be so many claims involved | matic transmissions were installed gineers. 

that is not possible now to say | but apparently the compactness of| With 100 pounds of weight taken 
for sure just whose transmission |the Ford design obviates this de-|OUt Of former models, the 1949 
it is. Youngren says a number | tail series seems to have more than 
of claims under patent applica- : ample power and getaway, at least 


tions have been filed in his name. | p in the standard gearshift versions. 
More Pontiac Power Possibly the move toward slightly 


It is understood no modifications : . ; 
in the floor panels of Ford and | LIGHT increase in horsepower |increased displacement was dic- 





Ford lifted the curtain on its eriaging Impor- 
new transmission design, de-|tant cost-savings 
spite the fact it will not be in|in a unit which 
production until next summer. is admittedly not 

Perhaps this move was calcu-|the cheapest of 
lated to steal a march on Chev-|its kind. Before 
rolet, which has been keeping very |long, the news 
quiet about its automatic drive,| probably will be 
despite the fact several thousand |released on just 
have been built in’ the Cleveland|what this equip- 


* * * 





plant assigned the job. ment accom- ; i 

There is some spectacular pro- | plishes. Mercury models will be necessary | of the Pontiac eight-cylinder | tated by a on 2 ete 

duction and materials handling! The design of A. H. Allen |t© accommodate the automatic | engine is in prospect for the 1950 — % the engine when combine 
Ford’s transmis- f drive. Other manufacturers have | line, aimed at smoothing out the | Wit ——e — 


equipment installed in the Packard 
transmission division, doubtless|sion reflects intensive effort to| had to make a little more hump! power flow between 30 and 60 : 
lacks ~— . ———$$_—. - Bouncing Around 


OME drivers of 1949 Chevrolets 

and Pontiacs have claimed they 
are getting a much more “bouncy” 
ride on seat cushions, in compari- 
son with earlier models. 

This may be due to a change in 
the design of seat cushion spring- 
ing developed by Fisher Body. In- 
stead of the conventional “nest” 
of coil springs, a series of arched 
wires in snaked or zig-zag shape 
are used under the padding, leav- 
ing almost the entire inner section 
of the cushion open. 

While this has permitted the 
provision of room for the feet of 
rear seat passengers under the 
front seat cushions, it has also 
changed the cushion spring rate or 
frequency, and noticeably altered 
the riding characteristics. 

* * 7 


Crackdown on Quality 

i pow executives and plant officials 
of a leading body builder gath- 

ered recently at a quiet meeting 

in downtown Detroit, at which 

“the boom was lowered” on quality 

control. 

Complaints over defective ma- 
terial and workmanship are going 
to be run down to their absolute 
source, instead of just being con- 
verted into statistics, and every 
effort will be made from the top 
to the bottom of the organization 
to step up quality of the product. 

Expected to bear the brunt of 
the campaign are many suppliers. 
All shipments will come under 
closer scrutiny from inspectors, 
and rejections on the score of 
quality logically will mount. 

It is all a part of the general 
tightening of the automotive pic- 
ture, right down through sales, 
manufacturing, purchasing, inspec- 
tion and all the other production 


\\\\\{! My | departments. ns 


Metal Men Meet 


A Brighter Future for You and Your Customers "THIS is the big, week in Cleve 


land f d with 
MI \\\\W\ ce eaytlhie tite’ fos 
. h : | it marks the 31st annual National 

wit Seat Covers 0 | Metal Congress and Exposition. 
| Under the theme of “economy in 


| production” the affair will include 
| f k 























|300 exhibitors in the exposition, 
with the concurrent presentation of 
| 291 technical papers at sessions of 
four participating technical  so- 
| cieties. 

| Principal speaker at the annual 
| banquet of the American Society 
|for Metals on Thursday will be 
|Charles R. Cox, president of Car- 
negie-Illinois Steel Co.. who may 
throw some light on current prob- 
|\lems being faced by the steel in- 
& Fdustry. 








Antonén-Garfield Opens 
New $150,000 Building 





Add up the outstanding advantages of these famous for yourself a brighter future in seat cover sales. Stock 
seat d you have every assurance of ew th t D h f; , d An opening which featured beau- 
see covers and yo 2very an e seat covers that mean faster turnover and customer ty contest winners, free orchids, 
high in volume sales. For Suskana Saran leads the field satisfaction. Stock seat covers of Suskana Saran! door prizes and a radio broadcast 
in popularly priced and custom-made seat covers that eour a. a ae eee — 
are noted for built-in color, beautiful patterns and weaves, IN STYLE! 4 acy @ SUSKANA fabrics for Auto Seat Covers, play its new $150,000 building. 
: Upholstery, Men’s wear, Women’s wear, : 
The firm, which boasts 12,000 





smoothest riding comfort and incomparable durability. 


Take advantage of Suskana Saran’s national advertis- 
ing, promotion, and point-of-purchase material to insure 


Inc. It is now owned by E. L. An- 
tonen and Clyde Garfield. Antonen 


Neckties. 
- ns square feet of floor space, was for- 
| usquehanna ills 77. merly known as_ Bolen-Garfield, 
purchased R. A. Bolen’s interest. 


404 Fourth Avenue ¢ New York 16, N.Y. 
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t took only a few spins for automobile manufacturers to realize 


that women weren’t built to handle cranks. If women were 
to take over the wheel, there had to be some changes. Yes, indeed, 
manufacturers owe a lot to the influence of women—and when 
it comes to improvements, she’s susceptible! Reason enough to reach 


her, teach her, in the magazine more women buy and believe in . . 


lads’ home, JOURNAL 
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Only One Bill in Works... 





AAA Raps Aloofness 
To Auto Tax Relief 


WASHINGTON. Tax plans 
which “give not one penny of re- 
lief” to the nation’s motor vehicle 
owners were protested here last 
week by the American Automobile 
Assn. 

In letters to the chairmen of 
the Senate Finance Committee 
and the House Ways and Means 
Committee, AAA President Rob- 
ert Schmunk urged repeal of the 
automotive excises. 

Both groups have under consid- 
eration numerous. tax 


standing motor vehicle levies. 
One House bill only, introduced 


by Rep. Thomas Martin, Iowa Re- | 


publican, calls for the outright 
repeal of the automotive imposts. 


The taxes whose repeal 


way users in the year ending June 





You Get These Benefits from Mechanized Accounting 


All duplication of record-keeping is eliminated. Summaries are processed 
and balanced with speed, accuracy, and control. . . 
is mechanically proved. Customer statements are always posted to date, 
and ready for mailing on the first day of each month. Sales journals are 
up to date and in balance. Figures on sales and cost of sales are always 
available. Daily operating figures are always ready for management. 
Month-end closings, and resulting financial statements, are accomplished 


with speed and accuracy. 


YOUR KEY TO GREATER PROFITS. The National Cash Register Company has prepared an 
interesting and helpful booklet, National Complete Accounting Machine System for Auto Dealers 
Ask your local National representative for your copy FREE, and without obligation. Or, write to the 


Company, Dayton 9, Obio. 


THE NATIONAL CASH REGISTER COMPANY 


reduction | 
bills which do not affect the long- | 


Rep. 
Martin seeks placed a special tax | 
burden of $1,215,989,493 on high- | 





30, 1949, according to compilations 
just completed by the National 
Highway Users Conference. These 
taxes are not connected with fed- | 
feral aid for highways. 

| The fiscal 1949 collections were 
\8.7 percent greater than in 1948, 
and were 149 percent greater than 
in 1941. 

These were thé highway-user | 
|payments in fiscal 1949 (not to be 
|confused with total payments of | 
| these taxes): 

New automobiles and motor- 
cycles, $332,812,342.37; new trucks 


| and buses, $136,797,379.13; tires 
| and tubes, $150,899,047.96; parts 
| and accessories, $120,138,240.14; 


gasoline, $438,777,677; lubricating 
oil, $36,564,306. Total, $1,215,989,- 
493. 

With the exception of tires and | 
tubes and parts and accessories, all | 


RIVERSIDE 


604 Laura Street 


| year’s. 


123 Riverside Avenue 


1949 





DEALERS ON TV SHOW IN L. A.—Dealers appearing on television to invite prospects 
in their neighborhoods to visit showrooms feature the |5-minute newsreel show by Chrysler 
dealers of Los Angeles. ‘This is an application of the personal appeal of television as a 


sales tool,’ says Lee Cooley, director of television for McCann-Erickson. Chrysler's adver- 
tising agency. Mel Alsbury, general manag2r of Paul Bobst Co., Inc., Hollywood Chrysler- 
Plymouth dealer, gives Gil Martyn, announcer-producer of ihe Chrysler Newsreel, a special 
Chrysler necktie with the firm's trademark. Watching at the Chrysler party are Floyd Freel, 
Hollywood Citizen-News; Alsbury, Martyn; Mrs. Martyn; L. M. Tuttle, regional manager 


| Chrysler sales division, and Floyd Osborn, Osborn-Combs, Chrysler dealer. 


Studebaker Picks Heiskell 

Heiskell Motor & Implement 
Co., South Pittsburg, Tenn., 
owned by J. D. Heiskell, has been 
appointed Studebaker dealer for 
Marion county. Heiskell has been 
a John Deere farm equipment 
and implement dealer for several 


payments were well ahead of last | 


Relief on the tire and tube taxes 
was asked last month by John L. 
Collyer, president of B. F. Good- 
rich, He said they imposed an out- | 
of-line burden on car upkeep. 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output | 


and sales every week years. 
Vv R A XL E T 
Se ————— 


CHEVROLET CO., NOT INC. 


Telephone 4-0123 
JACKSONVILLE 4, FLORIDA 


The National Cash Register Company 


Jacksonville, Florida 


Gentlemen: 


"We started by posting our accounts receivable and payroll 


records. Each month 


» we incorporated a few more records, and 


very shortly will be posting all our records on our National 
Typewriter-—Bookkeeping Machine. We are finding it a great time 
saver, and a means of keeping our daily work up-to-date much 
easier with less help. We estimate that the machine will pay 


for itself in two years." 


each line of 





ae 


ig 


mm 
oe 


posting 





ACCOUNTING MACHINES 
CASH REGISTERS ADDING MACHINES 


pre 
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Jobber Show 
Slated in Chicago 
Next May 11-14 


CHICAGO.—Announcement that 
the Midwest Automotive Show, 
first after-market event of its kind, 
will be held here May 11-14, was 
| made last week by Sidney J. Black. 
| show vice-president, and Frank S. 
| Heimback, manager. 
| The show, occupying the north 
wing of Navy Pier, with 140,000 
| square feet of floor space, will be 
an outgrowth and elaboration of 
|the expositions previously under 
| auspices of the Illinois Automotive 
| Assn. 


Black said that approximately 
| 250 parts and equipment manufac- 
| turers, plus 600 to 700 jobbers, are 
|expected to participate. He added 
| that all types of automotive parts, 
equipment, chemicals and supplies 
will be on display. 


Invitations will be extended 
down to the dealer level “in order 
to eliminate some criticism voiced 
against the Automotive Service In- 
dustries show, at which attendance 
has been largely restricted to man- 
|ufacturers and wholesaler mem- 
| bers,” Heimback said. 
| Other show officers are Charles 
|Mikrut, Subway Auto Parts, Inc., 
| president; Louis Guenther, Triangle 
| Machine Works, Inc., treasurer, 
}and William Waldeck, manufactur- 
ers’ representative, secretary. 

Members of the show committee 
in addition to the officers are: T. 
Jack Lyons, Brunner Mfg. Co.; 
George Carter, manufacturers’ rep- 
resentative; John Hefferan, Harri- 
son Wholesale Co.; Edward P. 
Dier, Portage Auto Parts, and Ar- 
thur Hallstrom, Imperial Brass 
Mfg. Co. 


Ohio Toll Plans 
Wait Legal Edicts 


| COLUMBUS, O.—Progress on 
plans to build a super highway 
across Ohio has been held up by 
the submission of several ques- 
tions relative to the act for opin- 
ions by the attorney general. One 
refers to the advancing of funds 
by the state highway department 
for payment of preliminary ex- 
penses. 

Another question raised relates 
to the giving of bonds by members 
of the commission. It is proposed 
that the highway shall start just 
south of Youngstown connecting 
with the Pennsylvania turnpike 
and extending to the northwestern 
corner of the state, ending in Wil- 
liams county. 


Rubber Gains 
New Plastics Industry 


Seen for Europe 


WASHINGTON.—Manufacturing 
of rubber hydrochloride as a joint 
venture by Britain and Holland 
means the start of a new plastics 
industry for Europe, predicts the 
current issue of Rubber Develop- 
ments, published by the British 
Rubber Development Board. 

Locally-made hydrochloric acid 
and rubber latex from the Far 
East will be manufactured by al- 
ready existing facilities, and there- 
fore the expenditure for this de- 
velopment will not be great, the 
article states. Developed during 
the war in Holland, the new pro- 
cess was worked on in secrecy dur- 
ing the German occupation. 
| Another new product announced 
|by the bulletin is electrically-con- 


ductive rubber. Valuable in cases 
where it is desirable to avoid re- 
tention or isolation of static 


charges, it can be used in the pro- 


duction of belting, tires, hoses, 
processing dollers and conveyors, 
the bulletin continues. This elec- 


trically-conductive rubber may be 
a great aid to safety as well as 
mechanical progress, claims the 
article. 

Copies of Rubber Developments 
| are available from the British Rub- 
|ber Development Bureau, 1631 K 
|St., N. W., Washington. 


Peters Names Fritsche 


W. H. Peters, president of W. H. 
Peters, Inc., Cadillac distributor 
and Pontiac dealer in Hackensack, 
N. J., announces the appointment 
|of J. H. Fritsche as sales manager 
|for Hackensack and Englewood. 
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Holding the hg order 
...or holding the bag? 


Jim Kimber’s pretty proud of having held the 
Comprep Corp. fleet order fifteen years, against stiff 
competition ... and doesn’t mind telling anybody! 

Comprep operate more than 150 trucks, all two 
to five tons; rolls them 50,000 miles a year on the 
average, always turns them in after the third year. 

So the Comprep order means 50 trucks a year 
..-and Jim keeps mighty close to it. Stops in every 
other day or so to listen to the beefs. Highballs a 
service man out from the factory on the slightest 
complaint. Buys a lot of lunches for garage bosses 
and shipping supervisors. And passes out plenty of 
bottled goods at Comprep every Christmas! 

But the part of the story Jim doesn’t tell... is 
that Comprep’s a hard buyer, and beats the price 
down to the bottom dollar, asks for every possible 
extra, and gets a terrific trade-in allowance. 


The PRESTIGE of supplying Comprep’s fleet 
costs plenty! Jim Kimber holds the order . . . but his 
company holds the bag! 

Fleet orders are fine ...if you can afford them. 
But fleets (eight or ane represent only 15% of 
the registered trucks in this country. The bread and 
butter of the truck business is the small buyer . .. 
Which explains why there’s a lot of nourishment 
for the truck advertiser in Nation’s Business. 


Sure, NB reaches the big companies—can match 
its blue chip coverage with any medium in the 
business market. With 50% more circulation than 
the next largest business publication . . . Nation’s 
Business also covers more small customers than 
any other magazine published for business men. 


Nation’s Business now has more than 650,000 
subscribers, all over the country... and 91% of 
them have something to say about their company’s 
purchases—including 1,604,000 company owned 
trucks (946,000 of 114 tons or under, and 658,000 
over 1'4 tons)... as well as 2,150,000 company 
owned cars! No alu single business publication 
offers so much, or so diversified, an automotive 
market! (Figures from National Analysts study, 1949) 

And Nation’s Business must have influence with 
business men... or so many of them wouldn’t pay 
$15 in advance for a three-year subscription—with 
60% renewing, highest rate in the field. 

The big circulation also cuts advertising costs 
... NB’s are lowest in the business publication field 
close to those of general magazines. 

There’s a tremendous potential for the truck 
manufacturers in the Nation’s Business market! 

.. If you don’t know as much about it as you'd like 
to, let us tell you more. 


NATIONS BUSINESS 


WASHINGTON, NEW YORK, CHICAGO, DETROIT, 





CLEVELAND, SAN FRANCISCO AND LOS ANGELES 


15 











AUTOMOTIVE WASHINGTON 


U.S. Launches Study 
Of All Transportation 


By William Ullman 


Washington Correspondent 


A STUDY of all national transportation requirements 
which, if extended to the limit, may point the way to 
betterment of highway, rail, sea and air facilities has been 
launched by the national Department of Defense. 

The original aim, it is said, was to consider ways of pro- 
ducing prototypes of future ¢ 
commercial airplanes—on the ships of all types, 


reasoning that in the event and also trucks 
of war the military establishment and buses. As a 


would appropriate a great many ae wr aauner. 





noncombat planes from civilian A F 
companies’ supply, and hence tation now is 
should encourage construction of under study. 

such planes without waiting for The inquiry 


was requested by 
the Senate Inter- 
state and Foreign 


war to come. 
The Pentagon’s exploration of 
this subject has brought realization 








that what is true of wartime use Commerce Com- 
of civilian-owned airplanes, is true mittee for guid- 
in some measure for railroads, | ance in its con- 
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sideration of so-called “prototype 
bills.” 


Opposition to the bills in their 


|present form is not only based on 


the cost of putting them into effect, 
but on the awareness that they 
would provide further subsidy to 
airlines and airplane manufactur- 
ing industries without any benefit 
to—and possibly to the injury of— 


| competing transportation services. 


Thus, the airlines which have 
no right of way to buy or rent 
or maintain, and in many cases 
are given even terminal facilities 
at nominal cost, would in this 
case have much of their research 
and development work done for 
them. 

Highway and railway operators, 
extremely heavy taxpayers and 
subject to severe controls affecting 
intake and outgo alike, have to 
meet their own research and equip- 
ment costs. 

The defense establishment there- 
fore, in complying with the con- 

gressional request for information 
on the military’s interest in civilian 
airplane betterment, is making a 
much deeper study. 

The examination of air transport 
needs, including guidance on the 
justification for defense purposes, 
of governmental aid to the air 


How to go home in Philadelphia 


Go home with The Bulletin to visit four out of five Philadelphia 
families with your advertising message. The Bulletin is one of the 
family, you might say. And when you're talking about a trading 


area of some 4,000,000 people—the nation’s third market—this 


friendly acceptance is obviously important. 


In the 6700 block on Vandike Street in N.E. Philadelphia, The 


Bulletin is read by 38 out of 41 families. 


eeeceseeseces 


Most buying impulses are born at home. So in the city of homes, 
use Philadelphia’s home newspaper. The Bulletin goes home, stays 


home, is read by the entire family—evenings and Sunday. 



























industry, will be completed 
promptly in order to meet the re- 
quirements of the Senate commit- 
tee. 

The further study, to avoid pro- 
moting development of one essen- 
tial transportation industry at the 
cost of a still more essential indus- 
try, will last much longer. Conclu- 
sions from the entire study eventu- 
ally will be made available to 
Congress. 

o * ” 
Statistics Trouble 

HE Bureau of Labor Statistics 

is reported all set to begin a 
three-year undertaking to find out 
how it must revise its more or less 


| celebrated cost-of-living index. This 


complex set-up, known officially as 
the Consumer’s Price Index, has 
slipped out of focus because many 
things have happened to prices and 
consumers since 1934-36, when its 
present statistical basis was formed. 

Minus revision, the index could 
become a sort of statistical mon- 
strosity—of interest to statisticians 
as an involved projection of figures, 
but of questionable value as a guide 
to actual costs of living or con- 
sumer buying habits. 

Its importance to the country 
moreover, seems to be increas- 
ing. Its largest-scale application 


















"l aan IT FINISHED “| WANT IT FINISHED BY 5 SHARP. SHARP. 


AFTER #§==————— 
REPAIR 


dn 


“ABOUT THIS BILL,- IM ER A 
LITTLE SHORT JUST NOW,” 


is in the wage contract between 
General Motors and the United 

Automobile Workers, but it is 
used similarly as a wage-price 
basis in scores of smaller agree- 
ments and it is an _ influential 
factor in setting national econ- 
omic policies, 

The Bureau of Labor Statistics, 
acknowledging that the index is 
getting out of touch with reality, 
|has asked Congress for a $4,000,000 
|appropriation to finance its three- 
| year revision. 


| BLS officials have been making 


| 


| 


| 


| already have been taken 


|refrigerators are 
| use, 


| that 


preliminary surveys for some time, 
and are prepared to get the project 
|in full action when Congress makes 
}the money available. Thirty or 
more field workers will be engaged 
locally in each of 34 large cities 


|in which intensive studies are to be 
| made. 


A number of changes which 
have occurred in spending 
habits, and hence in living costs, 
into 
account. One was the replace- 
ment of silk stockings by nylons. 
But most of the great changes 
which have occurred since the 
depression days are less obvious, 
and all are difficult to measure 


| accurately without fresh research. 


It is known, for instance, that 
because of the effect of rent con- 
|trol the cost of renting a house 
or apartment nowadays is not as 
llarge in proportion to family in- 
come as before the war. The high 


| price of new owner-occupied houses 


is another element which has to be 


| examined. 


Also, it is known that mechanical 
in much wider 
that frozen foods have de- 


| veloped a new industry, that mar- 
|garine consumption has gone up in 
|relation to butter and that four- 
|door sedans are the general rule 
|instead of two-door coaches. 


+ * * 

NAM Findings 
i A STUDY of recent changes in 

production, productivity, prices, 
profits, jobs and wages, the re- 
search department of the National 
Assn. of Manufacturers. reports 
“considerable evidence exists 
that the nation’s economy is mov- 
ing steadily toward price stabiliza- 


| tion.” 


In making the analysis public, 


|the NAM pointed out that latest 





|tion 


government figures disclose that 
manufacturers’ prices average 9 
percent below the August, 1948, top. 

“Manufacturers have reduced 
their prices three times as much 
as the 3 percent reduction, from 
the peak, in the overall cost-of- 
living index,” it was stated. 

“This should answer the state- 
ment in some quarters that in- 
dustry has been curtailing produc- 
in order to maintain prices 
This 9 percent reduction in the 
factory prices of manufactured 





In Philadelphia 
nearly everybody reads 
The Bulletin 


gods is a healthy and substantial 
|readjustment. It is a clear indica- 
tion that manufacturing industry is 
|doing its full share in maintaining 
production, employment and com- 
petition.” 

The NAM analysis, which makes 
no forecasts but presents rather, a 
picture of the recent and present 
state of the economy, found that 
public and business psychology will 
be a major factor in the course our 
national price indexes will take— 
much more so than the spending 
decisions of government. 

“With consumers spending at a 
rate of roughly $175 billion a year, 
the way they feel about the proba- 
bility of price changes will have a 
considerable influence upon their 
purchases,” the report said. 
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ee You’re in line for rich New Orleans profits 

with geared pair... Times-Picayune and States 

in 

es, BUILDING’S booming in New Orleans .. . breaking all records. 
+ Here a new office building . . . there four new apartment 
os hotels costing millions . . . a lakeshore hotel . . . new $7,640,000 
ve VA hospital . . . $15-million terminal station, with overpasses and 
a underpasses, and two superhighways through city . . . countless 
housing developments, including a newly authorized $42,500,000 
ic, ’ ’ , 

at low-rent housing project... 

a 

= New Orleans is building-booming . . . 

F The city’s symbolized by these pictures of construction on 
n the new sixth floor of The Times-Picayune and New Orleans 
5 States building on Lafayette Square. . . 

4 ty And, as always, The Times-Picayune and States are uniquely 
c- geared to this new-rich market . .. More than any other possible ‘a * 
Ss ° ’ ° e ° ity Zone Families ..........0s00- 187,900 
c media, they’re your one, direct, certain way to build your share Sales Management Survey of Buying Power, May, ‘49 
i. of the even greater profits boom-town New Orleans affords... ede, a eee sue Gentes oe sea 906 


3 Months Ending Mar. 31, ‘49 


o Milline rates as low as 188 M&E...1.95 Sunday 


1g 
- 
- Cu Ahan, Ask Jann & Kelley, Inc., today. 
a 
it 


TIMES-PICAYUNE and STATES 


GEARED TO SELL THE NEW ORLEANS MARKET 
Moving in different directions |! 
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Highways & Safety... 


AUTOMOTIVE NEWS, OCTOBER 17, 1949 _ 


Driver Training Seen 


As Long-Term Job 


6 bsg most-impcrtant single hope 

for better driver performance is 
high school driver training, accord- 
ing to Norman Damon, vice-presi- 
dent of the Auto- 
motive 


spoke at the re- 
cent first national 
conference on 
high school driver 
education at 
Jackson's Mill, 
W. Va. 

“We all know that driver train- 
ing pays big dividends,” he said. 
“Unfortunately, at present it 
reaches such a small percentage of 
all drivers that the effect upon the 
casualty totals will not be fully 
felt for ten years or more.” 

Damon pointed out that all 
phases of the automotive indus- 
try are united to support such 





Safety} 
Foundation, who} 


than 
and 


more 
dealers 


said, is the loan of 
3,000 cars through 
other agencies. 


He pointed out that driver train- | 


ing, in relation to accident costs, 
is actually cheap. 

“Let’s assume that it were to 
cost $30 annually to give training 
to some 2,000,000 high school boys 


and girls, or a total of $60,000,000. | 


Today we are spending 50 times 


that much for accidents. Our legis- | 


latures and city councils need an 


arithmetic lesson on accident pre- 
vention.” 
* * * 
safety official stated that 


— 
young drivers will not be con- 
cerned about improving their driv- 
ing when they come up against 
poorly-administered and _ widely- 
varying requirements for issuance 
of driving permits, which is now 
the case in many states. 

“They will not readily understand 


| or accept the disparity between a 
2 percent rejection of new appli- 
cants in one state and 78 percent 
in another,” he said. 
The increasing traffic-accident 
rate among teen-agers was 
| blamed on the youths’ careless 
and reckless complexes by Wayne 

| OQ. Reed of Lincoln, Neb., chair- 
man of the conference steering 
committee. 

He cited tactics among boys 
|seeking favor in the eyes of their 
girl friends. 
| “These youngsters take desperate 
|echances which often result in 
ltragic consequences,” he said. 

The fad for “souped-up” cars was 


attributed by Reed in part to sur-| 


plus energy and the thrill 
comes to youths from speeding on 
the highways. 
* * * 

1. youngsters often dream 

of the day when they might own 
a high-powered automobile, so they 
seek a substitute through “souping 
up” an old car, he said. 

Reed asserted that most of the 
offenses stemmed from lack of a 
sense of responsibility. He sug- 
gested more driver-training courses 
in high schools as a remedy. 

“Present schedules of driver 


that | 


| 
| 
ls 
| 
| 
| 






is 


ANOTHER ILLINOIS DEALER HELPS TRAINING—Bud Hendrychs (left), 
Ford, hands the key of this birch gray Ford to Nelson Stork, 


drychs 


head of Hen- 
superintendent of 


schools, to inaugurate the driver training course at Woodstock community high school 
Emil Stassen, manager of the Woodstock branch of the Chicago Motor Club, looks on 


education should be extended and 
improved and many new pro- 
grams should be undertaken in 
the years ahead,” he added. 
While conducting driver courses, 
lessons in good rider procedure 
should be rated equal in import- 
ance to instructing proper driving, 





programs. One _ indication, he 






WHY SHOP MEN BOAST 
of GLOBES 2-POST ! 


Easier, Faster Work! 
Cuts Time Up to 50%! 


Another “FIRST” in advanced 

engineering by Globe! Standard 

modél Globe Hoists are com- 

pletely adaptable through your 

choice of jacks, for all under-car 

work — even work requiring 

special tools and floor equip- 

ment. These Globe exclusive 

superiorities slash job-time up 

to 50%: 

@ Reversibility 

@ Quick Spotting 

@ Blade Rails with non-hazardous slots 

@ Deep Saddle with adjustable Front Jacks 

@ Easy, Movable Roller Jacks 

@ Flush Floors 

@ No Extras to buy for removal of torque 
Drives 

Ask your jobber for New Globe 

Lift Profits Manual, or write us 

today! 





and 


DO IT ALL IN A SINGLE STALL ... Do 


repair dynamometer 


service all in the same stall, Nq time lost in transferring car to repair de- 
partment after dynamometer tests, 





] 


SHOCK ABSORBERS... 
working room, less effort and strain 
with shock absorber mounting within 
front coil suspension assembly. 





More 


REAR END WORK... kx. 
treme accessibility .makes_rear- 
end work far simpler, quicker! 
Note reverse position of car. 


SMOOTH FLOOR ... with 


namometer not in use, repair space is 


Dy- 


unobstructed for faster, easier working. 


ge GLOBE/4HOIST 


THE “BEST” LIFT... SAFER, SMOOTHER, QUICKER 
Globe Hoist Company ¢ Philadelphia 18, Pa. © Des Moines 6, lowa 





America's Most Complete Line of Hydraulic and Electric Lifts . . . Automobile 
Bus, Truck, Industrial 


jin the opinion of Merrill C. Yost, 
a delegate from Lancaster, Pa. 
* * * 

HE SAID that youthful “back- 

seat drivers” often goad the boy 
| behind the wheel into dangerous 
| follies by exalting, or casting slurs 
‘on his motoring prowess. 

Another nail in the case for 
high school driver training was 
driven in by Dr. Hebert J. Stack, 
of the center for safety educa- 
tion, New York university, who 
suggested the possibility of get- 
ting aid from city and state 
motor vehicle departments to con- 
duct such programs. 

The conference was under aus- 
pices of the National Commission 


Street Scene 
Sign on U. 8. Highway 50: 


Drive Right So More People 
Will Be Left. 
|on Safety Education and was 


| sponsored by the National Council 
of Chief State School Officers, the 
American Assn. of Colleges for 
|Teacher Education, the American 
| Assn. for Health, Physical Educa- 
tion and Recreation, the American 
| Assn. of School Administrators, the 
|Department of Rural Education, 
|the National Assn, of Secondary 
' School Principals and the National 
| Commission of Safety Education. 
Representatives for forty - five 
states are attending the meetings. 
* * + 


‘Blasts Novelties 
‘On Windshields 


As Hazardous 


Denouncing the “many impair- 
ments to clear vision now flooding 
| the auto accessory market,” W. C. 
| Easley, director of the West Vir- 
| ginia safety and health council, 
has issued a statement asserting 
|that “there are enough monkeys 
| in the drivers’ seat without placing 
|them on the windshields.” 
| Easley explained that reference 
| was being made to the multitude 
|of monkeys, birds, coontails and 
|other assorted paraphernalia re- 
|cently attracting the motoring 
public. 

“The fad is rapidly becoming a 
| hazard,” he declared. “Every inch 
of vision possible is needed and 
anything which lessens vision in 
driving is in violation of the state 
law against performing hazardous 
acts to endanger the public.” 

It was also recommended by the 
council that trucks comply with 
the state requirement that trucks 
| travel at least 200 feet apart. 

Passing motorists often are en- 
dangered, Easley said, by the dis- 
tance they must travel to pass 
| truck caravans banded closely to- 
gether. 


* * * 
Connecticut Is Urged 


To Modernize Courts 
Connecticut’s highway safety 
commission has declared that the 


state’s lower court methods of 
handling traffic cases “should be 
modernized,” and urged “elimina- 


tion of somewhat archaic practices 
still in use” and the “inadequate 
horse-and-buggy justice developed 
by rule of thumb methods.” 

The commission recommended 
setting up “traffic sessions of police 
courts to enhance educational em- 
phasis in disposition of ordinance 
and statute violations.” 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week 
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DETROIT.—Businessmen are the 
ynly ones left to do the job of 
checking the spread of collectivism, 
i General Electric executive 
warned last week. 

Lemuel R. Boulware, industrial 
relations vice-president of GE, sent 
forth an “action” challenge to in- 
dustry and business in an address 
before last week’s meeting of the 
Economic Club of Detroit. 

Calling on businessmen to “sell 
the daylights right out of the 
something - for- nothing boys,” 
Boulware said that the job of 
educating the public to the ad- 
vantages of capitalism “will not 
be done by others.” 

“Government and union officials 


couldn’t now, even if they wanted | 


to, as we have seen,” he said. “Edu- 
cators can’t do it—and can’t be 
expected to. There are not enough 
of them, and their job is with un- 
dergraduates, whereas we need an 
immediate education of a majority 
of adults.” 


Citywide economics courses in| 
plant communities and weekly ad- | 
vertisements in daily newspapers | 
are among the methcds being em- | 


ployed by General Electric to ad- 
vance the cause of democratic free 
enterprise, Boulware stated. 

But, he declared, businessmen 
themselves are often the least 
able to defend and promote the 
American economic system. 

“I doubt if there’s a dozen among 
you,” he asserted, “who would vol- 
unteer to mount this platform now 
to debate with a left-wing union 


or political leader about how we, 


get in and out of booms and busts, 
what are the functions of profits 
and whether they are too big and 
causing high prices and employ- 
ment, why deficit financing is bad 
and what’s the substitute for it, 
why higher wages will not cure 
unemployment and what will, who 
pays for pensions and who should. 


“But until we ourselves really 
understand how properly to oper- 
ate our free system—until we really 
know what we are for as well as 


Bock Motors Wins 


Pontiac’s Contest 


For Retail Service 


PONTIAC. — Dealer E. F. Bock 
and Edward Brozik, service man- 
ager of Bock Motors, Garner, Ia., 
have been named zone, regional 
and national winners in Pontiac's 
1949 retail service contest. 

They also helped Omaha score as 
top zone in the country in the con- 
test. Both men will visit the fac- 
tory to be crowned national retail 
service chiefs. 

Other regional retail winners who 


Business Challenged 


GE Executive Says No One Else Can Perform 
Job of Halting Collectivism 


will be feted by their zones and | 
visit nearest Pontiac assembly | 
plants are Philadelphia zone Deal- | 


ers A. F. Heineman and N. E. 
Perry, 


and Service Manager Al | 


Thackrah of Heineman-Perry Pon- | 


tiac Co., Oaklyn, N. J.; Denver 
zone, Dealer Branton W. Lowe and 
Service Manager Kerm Fuller of 
Urban Motor Co., Inc., Murray, 
Utah; Pittsburgh zone, Dealer 
Frank Vowinckel, Service Manager 
Everett Fox of Vowinckel Broth- 
ers, Clarion, Pa.; Memphis zone, 
Dealers T. R. Douthit and B. J. 
Sanchez, Service Manager Guy Cas- 
key of Douthit-SanChez Co., Mem- 
phis. 


Vintage of 1919 


Stinn Is Senior Dealer 


In Rice Lake 


Frank Stinn of Stinn Motor Co. 


(Ford-Mercury-Lincoln), Rice! 


Lake, Wis., says he is the oldest 
dealer in the city in point of serv- 
ice, having been in the auto busi- 
ness for 30 years. 

He started his present dealership 
in 1925, before which time he was 
a Ford dealer in Superior, Wis. 

Next on the list of Rice Lake's 
old-timers is Skrupky Auto Co. 


(Cadillac-Oldsmobile), which 
opened in 1931, 
Following Skrupky is Oliver 


Chevrolet, Inc. (Chevrolet-Buick), 
which opened its doors in 1935. 


what we are against—there is no 
chance of having people stop be- 
lieving misinformation and begin 
believing our way. 

“One of the greatest tragedies of 
our time is that so many of us 
Americans in and out of manage- 
ment do not know what ‘our 
way’ is. 

“And we in management are 
disgraceful in the way we are 
neglecting to try to find out and 
help others find out.” 






|for being “cowardly and dumb” 


when confronted with contrary po- 
litical and economic beliefs’ in 
public. 

“In England and America,” he 
continued, “the constituents of both 
government politicians and union 
politicians would not now under- 
stand and support representatives 
who would speak and act right. 

“These constituents have had the 
collectivist brand of economics 
pounded into them for 30 years 
since the Russian revolution. Sil- 
ence by us free enterprisers in 
those 30 years has guaranteed the 
result we now deplore.” 


Boulware was _ introduced by 
Harry W. Anderson, personnel vice- 
president of General Motors. 
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EDWARDS OPENS THIRD BRANCH IN MILWAUKEE—Edwards Motor Co. (Dodge), Mil- 
waukee has opened its east-side branch at 2/21 N. Farwell Ave. The firm now has sales and 
service buildings in three locations. The others are at Wisconsin Ave. and 36th St., and 
2335 W. Forest Home Ave. 


AUTOMOTIVE NEWS, the Newspaper of the Industry, read by everyone who counts 
in America's No. 1 Industry, offers to advertisers a weekly audience of an estimated 
mcre than 100,000 cover-to-cover readers! 


Boulware censured businessmen 





A blue comet went hurtling over us in 
the clear Long Island sky as we stood on 
the runway at Bethpage. The air was split 
asunder and AFTER the jet plane passed 
we heard the sound... Brrrrrrrrp... It 
resembled a phantom giant ripping a 
monstrous sheet of silk. 


WE were waiting to go to Jamaica with 
the new racing commissioner, Jake Swirbul. 
Jake nudged us and said: ‘You're always 
writing about the importance of physical 
condition in boxing and baseball. You blast 
those athletes who stay out all night doing 
the rumba with sweetie-pies and wrapping 
their convertibles around palm trees. Why 
don’t you meet one of these jet jockeys 
and find out what condition really is?” 


‘won't go up without a G-suit’ 


A short time later we were talking to a 
clean-cut, and clear-eyed test pilot named 
Ralph Donnell. He was busy shedding 
what looked like a suit of long green 
underwear ... “It’s a G-suit,”” he grinned. 
“I’m getting so I won’t go up without one. 
I'm afraid I might come across a Piper 
Cub or some other small traffic and have 
to make a quick emergency turn. Funny 
things can happen to you when you do that 
at more than 700 miles an hour.” 


DOonnELL is 28, and is probably in better 
shape than any major league ball player 
... Physical condition is so important 
flying a Panther that if I take a few beers, 


or get, say, only six hours sleep instead of 


eight—I can tell the difference. And, 
brother, when you dissipate you pay for it 


Circulation now exceeds 
Daily . . . .2,250,000 
Sunday . . 4,250,000 


Mac Gorpon 


jet jockey 


by Jimmy Powers 
sports editor, New York News 


Twenty-five years ago on his first newspaper job, Jimmy Powers tried to 
digest the whole day’s sports news in a 600-word pony wire service...and 
still keeps POWERHOUSE, his daily column, a high compression production of 
news nuggets. Occasionally he lets himself go on a single subject, and brings 
cheers from the customers... One such occasion appears below, and represents 
another reason why the New York News is the best read, as well as the most 


read. newspaper in America! 


with a much stiffer penalty than benching. 

Donnell pointed to his haberdashery... 
“This is a G-suit. The ‘G’ is for gravity. 
Sitting in your seat at the ball park you are 
exerting 1-G. That is the weight of your 
body. When you fly a jet plane and pull up 
sharply, or make a tight turn you can exert 
5-Gs or 7-Gs, equivalent to five times or 


seven times the weight of your body. 


“To resist the force of gravity and to 
keep from blacking out as the blood drains 
from your head, you tighten your stomach 
muscles. Without a G-suit you can stand 
4-Gs for four seconds without fainting. I 
have stood 5-Gs for five seconds. It varies 


considerably from person to person. 
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FUNNY THINGS 
CAN HAPPEN 

= AT 100 MILES 
— PER HOUR. 


“At 7-Gs you have a force of eight 
pounds per square inch pressing against 
you and you think your stomach is going 
to be pushed up against your backbone. 

“This helmet, with all the trimmings— 
oxygen mask, foam rubber and all—costs 
$200. It keeps you from getting your brains 
scrambled against the canopy. 

“Flying faster than the speed of sound 
in rough air, is just like getting whacked 
on your bottom with a sledge-hammer!” 

We asked Donnell how much air space 
he needed to turn a jet plane. “If ’m not 
making atight turn, | start here atBethpage, 
and finish the turn 30 miles away, over 42d 


and Broadway. If we really want to rack 
‘em up, we can turn in about two miles.” 

We asked about the phenomenon of 
seeing the plane go by and then hearing 
the sound trying to catch up with it. 

“Well, if you are standing about a half- 
mile away and a Panther shoots by, the 
sound will be about a half-mile behind the 
plane. The speed of sound varies. It’s 
lower in the summer and higher in the 
winter when the air is cold. | have gone 
more than 760 miles per hour. 


‘most thrilling experience’ 


“Sometimes in rough air at these speeds 
it is like riding a bucking bronco or a 
speedboat in a choppy sea with that sledge- 
hammer effect. But other days it is the 
most thrilling experience in the world, 
There is no propeller in front. The noise is 
all behind you and you cannot hear it. The 
only distraction is a slight whir from the 
little turbine that is your air-conditioner. 
It turns over at 108,000 revolutions per 
minute, and produces enough refrigeration 


to cool a dozen butcher shops. 


“Wirnout that baby the cockpit would 
heat up to 160 degrees. With it, you area 
comfortable 60 to 70. 


hangover, and had plenty of sleep, your 


If you have no 


vision is not impaired and your reaction 
time is normal, you stand the G-forces 
better. With an unobstructed view and no 
noise, you sometimes feel you want to 
You're like a 


when you're in shape, 


stay up there forever. 
supersonic angel 
If you’re out of shape you feel like the 
devil—and that’s putting it mildly!” 
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Dealer 


LeFevre Motor Co., Marietta, 
Okla., has changed owners. Bill 
LeFevre sold his interest in build- 
ing and stock to D. W. Hill and 
his son, A. B. Hill. 


* * * 


Eckel-Wells Formed 


Eckel-Wells Pontiac, Ine. 
Longmont, Colo., has been incor- 
porated with 500 shares at par 
value of $100 each. Incorporators 
are Frank E. Eckel, Leo H. Wells 
and Theodore D. Shey jr. 


+ * * 


Fincher Ups Henry 

Harold Henry, secretary - treas- 
urer of Fincher Motors, 
Rochester, has been promoted to 
vice-president and business man- 
ager, President Harry W. Fincher 
announces. William E, Cooke, for 
many years general manager, has 
retired. 





* * * 


Erwin to Tipton 
Gayle Tipton has bought G. 
Erwin Motor Sales (Chrysler), 
Attica, Ind., and has renamed the 


Inc., | 
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Doings 


| C. E. Rust jr. have dissolved 
| their Lafayette (Ind.) used-car 
| firm, Tipton and Rust. 





* + + 
Seneca—Rochester 
Seneca Motors, Inc. (DeSoto), | 


|Rochester, N. Y., has opened its | 
new sales and service building at) 
400 Lake Ave. Andrew A. Gamba- 
|curta is president of the company. 
The service department covers 
| 22,000 square feet. Floyd M. Coon 
is service manager. Anthony Ca- 
talfo is new-car sales manager, | 
|Harold Seegar is parts manager 
and John E. Bewley is advertising 
and promotion manager, 
* * * 


McDermott Named 
Edward P. McDermott has joined! . ist val 
Brennan-Hogan Co. (DeSoto), 2061| 'S #5S!S ant gene manager of 


Gehring Ave., Cleveland, as gen-| the new oo — 


eral sales manager. ; 
i |  Glosserman Opens Plant 
The new building of Glosserman | 


Johnson to McKellar 

T. K. Johnson has announced (Chevrolet Co., Lockhart, Tex., has | 
the sale of his Cadillac dealer- | been opened. Of modern design, it | 
ship in Orlando, Fla, to J. C. | contains 45,000 square feet of floor | 


Wis., has opened its new building for new-car 
at 107 N. Superior St. will continue as an exclu 
and Tolly Sherry, owners. 





would operate the business as J. 





firm Tipton Motors. Tipton and 


No other car heaters are as widely advertised, as 
powerfully promoted, as South Wind. Month 
after month, pages in such national magazines as 
LIFE, COLLIER’S, COUNTRY GENTLEMAN, and THE SAT- 


URDAY EVENING 
Car Heaters.. 


Sales are faster, easier when you tie-in to South 
Wind’s heat-wave of national advertising. That 


means greater 


alert dealer who uses these power-packed sell- 


ing aids. 


. for you! 


McKellar. McKellar said _ he | space. The firm is owned by M. W. 


Mate Suve Your Dealers 
AML TA LL ALA 
Profitable Tie-In Disolays. 


Oe 


Limi? uy 
ee 





tising punch you want—right to the 


Fair Trade laws. $150.00 clear pro 
POST are preselling South Wind 
systems and 3 “Standard” heaters. 


Make sure you get full benefit 


“Tie-In” Displays. Contact your nea 
Warner jobber now! 


volume, greater profits for every 


| Glosserman, 
C. McKellar, Inc. W. D. Shupe Sam J. Glosserman and H. C. Pope. 





SHERRY OPENS NEW BUILDING—Sherry Motors (Ford), 325 W. Washington St., Appleton, 


sales and service. The firm's other building 
sive truck center, according to O. A. Sherry 


M. L. Glosserman, 


* * * 


Fagan Gets GM Deal 

Humberview Motors, Ltd., 3200 
Bloor St. West, Toronto, has been 
appointed authorized dealer for 
Chevrolet, Oldsmobile and Chev- 
rolet trucks, it is announced by 
General Motors Products of Can- 
ada, Ltd., Oshawa. L. H. Fagan, 


South Wind displays carry the national adver- 


point of sale. 


And South Wind profits are protected by Federal 


fit is assured 


for sale and installation of just 3 “Fresh-Aire”’ 


from South 


Wind’s national promotion with these attractive 


rest Stewart- 


SOUTH WIND CAR HEATER DIVISION 


STEWART-WARNER CORPORATION 
Chicago 14, Illinois 


owner and manager of Humber- 
view Motors, has had 30 years’ 
experience in all phases of auto- 
motive sales and service business. 
New garage and showrooms are 
now under construction. 

* * * 


McLeod Retires 


Marshall McLeod, manager of 
Cherry Motors, Chilliwack, B. C., 
announces he has retired from the 
garage business. He is a former 
president of the Chilliwack board 
of trade and also of the Chilliwack 
Rotary club. Reg H. Conn is the 
owner of Cherry Motors. 

* * * 


Horgan Aids Charity 

Ralph Horgan, president of Ralph 
Horgan, Inc., New York, is chair- 
man of the automotive division for 
the 1949 fund drive of the Travel- 
ers Aid Society of New York. The 
campaign has a goal of $350,000. 

* * 


* 


Sutliff’s 18th Year 


Sutliff Chevrolet Co., Harris- 
burg, Pa. of which Ellis Sutliff 


| js president, has observed its 
| 18th anniversary. 
* * * 


Lubotsky—Milwaukee 
| Open house was held to cele- 
| brate the opening of John Lubot- 
|sky Motor Sales, Inc. (DeSoto), 
| Milwaukee. A new 15,000 square 
foot building has been occupied, 
while the firm’s old building is be- 
|ing used as a paint and body shop. 
+ * 


Civic Minded 
Church, School Donated 
By Dealer Hammes 


Romy Hammes, Ford dealer in 
Kankakee, Ill. and his wife are 
|donating a Catholic church and 
/parochial school to the Marycrest 
subdivision being developed by him 
in that city. The church, home and 
business project is on E. Court St. 
| Among the features of the church 
|will be a_ specially constructed 
|'room for babies with a glass-en- 
|closed wall to enable mothers to 
| sit through the church services 
| with small children without miss- 
| ing active participation, and at the 
isame time without disturbing 
|others in the church, 
| Both church and school are be- 
ing constructed along colonial ar- 


|chitectural lines in keeping with 
ithe rest of the development in 
|Hammes’ Marycrest project. 
| * * * 
Crabtree Builds 
Crabtree Motors, Inc., 1980 E. 
Main St., Columbus, O., newly- 


appointed dealer for Studebaker, 
is erecting a _ 10,000-square-foot 
building. 
* * * 
Buckhorn Chartered 


Buckhorn Motor Co., Inc., Pecos, 
| Tex., has been issued a state char- 
ter with capital stock listed as 
| $30,000. Incorporators are C. E, 
| Armstrong jr., Florence Armstrong 
and George C. Fletcher, 

* * * 


Hemm Incorporates 
Hemm Motors, Inc., 119 N. Main 
St., Piqua, O., has been incorpor- 
ated by Philip A. Hemm, Millicent 
Hemm and E. M. Lange. 
* K * 


Sauder Builds 


John N. Sauder, president of 
Sauder Chevrolet Co., Manheim, 
Pa., which will observe its 10th 


anniversary next Feb. 15, has an- 
nounced that the dealership will 
have a new building in time for 
the anniversary. Completion is ex- 
pected by Jan. 1. Sauder is also 
the Chevrolet dealer in New Hol- 
land, Pa. 
* * * 

Funk’s 20th Anniversary 

Funk’s Chevrolet, Freeland, Pa., 
operated by Andrew E. Funk, will 
observe its 20th anniversary on 
Oct, 20. Funk started in the au- 


tomotive business in 1914 at 
White Haven, Pa. A son, Peter 
Funk, is service manager. 

* x * 


Gartner to Ventress 
Ventress Motor Co. (Dodge), 205 
S. Capitol St., Iowa City, Ia., has 
taken over the dealership of Gart- 
ner Motor Co., according to L. K. 
Ventress, president. 
* * * 


Sausman Breaks Ground 


Ground for a building to house 
Sausman Chevrolet, Honesdale, Pa., 
has been broken by David S. Saus- 

(Continued on Page 21, Col. 1) 
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EB |Owners are R. G. Rankin, P. G. 
—_ D ea er D oin g S Rankin jr. and David Rankin. 
is are a Meso 
Crates tom Pian Os | Springfield Reo Distributor | 
| man, president, who has another|T. Shiver and Louis J. Riley. The | ia os Specimen.” -" a | 
deal in Thompsontown. The Hones-| Adams company is in the buildin bee . : : 4 : 
rer of fale firm, of which Jack FF. Riciler| pany g n appointed distributor for 
B.C. dale firm, a vac - Muetler | formerly occupied by O. U. Stokes| Reo. Don C. Bastin has been 
wn the is manager, will be a one th 2, | Motors (DeSoto-GMC), which has; named general manager. 
aenee building of concrete block with a/ moved to Highway 90, West Milton. | * * & 
sane brick front providing 8,000 square ¢ «¢ ¢ ° 
tg feet of floor space. . Wis Annou Cc 
~_— * * *# | Gordon Motor Opens 7 nces 
is the . 
Spencer Honored | Gordon Motor Co., 915 S. Mc- D 
After receiving Chrysler’s medal Dowell St., Charlotte, N. C., has | ealer Changes 
, of merit, Spencer Motor Co., Hills- | pe 7. is owned and oper- Changes in Wisconsin dealerships 
boro, Ore., celebrated by giving a| S%€@ DY JV. S. Gordon, who has /are announced by Ben Marcus, 
Ralph banquet to its 22 employes. Tom) been in the auto repair business | motor vehicle commissioner: 
i Stevens accepted the award on be- | since 1918. Hughes Bros. Service, Inc. (Ford), | 
ocho half of the firm. i, eed |Marshfield, has added Mercury to 
.. The ae a Sloate Fetes Workers its line; Thayer & Ketterhagen, Inc.| guitt ON ELEVATION—Standing on a rise of d i i ildi 
oe Bonenblust & Buckman | The annual employes’ outing of | (Ford), has changed its name from | Parkway Motor Co. (Chrysler), Salisbury, Md. “At night She te ba teow te ituminated. 
Bonenblust & Buckman, Inc, |Sloate Chevrolet Co. Hartford, |Ketterhagen Garage, Inc.; Bra | the establishment is @ landmark. Leighton Moore is owner. 
(Oldsmobile), has opened its new |Conn., was held Sept. 21. Harry M. mucci Motors (Ford), has taken on | ' rz 
, showrooms and service depart- |Sloate, president of the company, | 2 Mercury franchise; Schaefer Auto| Soto), Fond du Lac, and Biddle|has moved from 2174 Cleveland 
ae ment at 340 Lake Ave., Rochester, | Played host to all employes, closing Repair (Reo), Sturgeon Bay, has | Garage, Inc. (DeSoto), Green Lake. | A t 
utliff : rte a. 4 , : added Hudson, and Graewin Aut : oe Se aver Saves ee ee 
ute N.Y. L. J. Bonenblust is presi- | down the plant at noon in order to re ’ © The two latter deals have combined | concern is owned by K 
its dent; J. Burl Buckman, vice- | hold the affair. ales, Tomah, has taken a Reo|in Fond du Lac under the name of |'Ted Saund eli 
president; B. Clarke Buckman, ig sng ad | Biddle Sales & Service, Inc, a * * 


R bie | Four new-car dealers have gone 
D. Wright, used-car sales man- ankin Motors jout of business. They are M. P. ali di | 
ance; Hilts Miller, service man- A charter of incorporation has | Crosley (Crosley), LaCrosse; Carter | Saunder Moves 

been granted Rankin Motors, Inc.,| Motor Sales (Kaiser-Frazer), Rock Saunder Motors, Columbus, O., 


@ new-car sales manager; Carroll 

. d Don W. Vanderhoef 

ubot- ager, an on W. Vanderhoef, | : 

3oto), general manager. at Gastonia, N. C., for the purpose | Falls; Fond du Lac Motor Co. (De-' formerly Broad-Lexington Motors, 


Frank’s Takes Charter 


Frank's Motor Co., Morgan City, 
La., has been chartered with a capi- 
tal stock of $50,000. 





* * * 


Hamilton Opens 
Hamilton Motor Co., St. Marys, | 
Kans., recently held its formal 
opening as a Ford dealership. Todd 
Hamilton is owner of the firm, 
which is housed in a new $20,000 
building. 






“dl 





* * 


Lane Sells to Ritter 
George Lane, owner of Lane 
Chevrolet Co., Marked Tree, Ark., 
has sold the dealership to Saint \ | 
Francis Valley Motor Co. The lat- re PrP oe 2 a Ff 7 
ter firm is headed by L. V. Ritter sr. e 


* * * 
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Louisiana Opens Building 
Louisiana Motors (Pontiac) held 
an open house in its new build- 


ing. Larry Louviere is owner. 
* * * 






You CAN make MORE MONEY on seat 
covers — BIG money! Thousands of progres- 
sive dealers are proving it with this Rankin 
better-profit plan. Here is what it can do for 
YOU: 

@Gives you finest custom-fitted seat 
covers that you can sell at POPULAR 
prices. Available for all makes and 

Flanagan Sells Deal models since 1941. 


The Lincoln-Mercury automo- ® Rich, new woven-plastics in handsome 


bile deal in Concordia, Kans., : : ‘6 
has been sold by Ward Flanagan plaids, stripes, harmonizing pastels — 


to Harold Jones and William | plus complete ranges in other fabrics. 


Stannard. Flanagan said _ ill 
health caused him to sell. 


* * * 






Holland Incorporates 
Holland Motors, Minden, La., has 
filed articles of incorporation. Au- 
thorized capital stock was listed as 
$40,000 plus 1,000 shares of no par 
value. 
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@ Open to independents only. No cut- 
price artist can ever chisel on you. 
Get in on the BIGGER PROFITS this Rankin 
Plan can make for YOU. Investigate NOW. 
Mail the coupon today. 








Hart Names McCarthy 
W. Hart Buick Co., Inc., 59 Farm- 
ington Ave., Hartford, Conn., hs 
announced the appointment of Wil- 
liam F. McCarthy jr. as general 
manager. 
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Oakdale Formed 


Oakdale Motors, Oakdale, La., 
has filed articles of incorporation. 
Authorized capital stock was listed 
at $60,000. 


ong 


lain 
por- 
rent  & 


Henry & Son Switches 


Henry & Son Motor Co., Con- 
cordia, Kans., owned by Charles 


of and Marvin Henry, has dropped its 
sim, Kaiser-Frazer dealership and has 
Oth taken on the Packard line. The 
an- | firm also handles Willys vehicles. 
will 3 

for & Anniversary on Moving Day 
+ Eyed by Alford Chevrolet 
Lol- If contractor’s estimates on the 


probable completion date of a 

| new building being constructed 

by Alford Chevrolet Co., Talla- 

™ hassee, Fla., are accurate, the 
ill firm will open the new premises 
a about the same time it celebrates 
its 25th anniversary in February. 


* is 



















na Construction is under way on 
aap the structure, which will cost an RANKIN MANUFACTURING COMPANY Dept. A 
estimated $133,000, according to Cedar Falls, lowa Wichita Falls, Texas 
President J. R. Alford. Other 
| principals in the firm include: Please send complete details on how I can make more l 
Charles Alford, executive vice- money on seat covers under your Rankin Profit Plan. . } 
205 president; Mrs. J. R. Alford, 5 
1as second vice-president, and Julian ; 
te enamine | critter cerirreseinenriprnecies 
K, * * * 
Adams—Milton, Tex. |  —«-_—«_—RIIII, —-_ COMPANY... n-ne cnnnccssenecssecersnsrscssneecnsnnennnnnennnnnsernnnasszennasenenaaas 
Formal opening of Adams Motor 
Co. (Dodge), Milton, Fla., has been | == = _-=«—-«-«- FE «- ADDIRRESS..........-..----20escsnseronvensonssnensorersornrenennens sesenensscsosssennensaneneassees ; 
ise held, according to manager George aN 
a., L. Adem i(wsi(‘(s™tititststs*sésts*stsi*dCtititi‘(‘“‘é‘dR cc scnccsatonaroscconsnccacserescscesocensensnncs cc BTA Tibeaconcaasaoce : JR co. 
us~ Associated with Adams as part-)  «- ene eee a a eee LURING At tee 
is Te hs5 Lie ee as Texas 
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In the Letterbox | 





‘Continued from Page 4) 


facturers are making a nationwide 
drive for more business for the 
service end of their dealerships, 
they might find some of my sug- 
gestions worthy of a trial. 

First, they should offer a 
“Pickup & Delivery Service” be- 
cause there are thousands of mo- 
torists who do not find it con- 
venient, for one reason or an- 
other, to drop their cars off on 
their way to work, or who do 
not care to deprive themselves 
of the use of their car for a day 
or two while it is being repaired 
or serviced. These same cars are 
parked at the curb, or on a park- 
ing lot, for six to eight hours 
every day, and could be serviced 
and returned to the owner be- 
fore the end of the day. And if 
more time is needed to complete 
the work it could be picked up 
again the following morning, etc. 
Or in lieu of the above, the deal- 
ers could have a few of their bet- 
ter used cars available for use 
while the customer's car is being 






serviced. This will enable them to | 
drop their car off on the way home | 
and then pick up their car the| 
following evening, or later if more | 
time is required. 

Most motorists prefer to have 
their service work done at author- 
ized dealers of their favorite car, 
but when this is not convenient to} 
them they are forced to have this 
work done at neighborhood repair 
shops near their places of employ- | 


|ment. This not only takes business | 
|away from the dealer but results 


in trouble because of improper | 
care; dissatisfaction with the car; 


'the eventual switching to another | 


| needed goodwill today. 


|of dealers and will insure contin- 


make of car, plus the loss of much | 


In my humble opinion, either of 
the above plans will do much to 
increase the service end for a lot, 


ued satisfaction of their custom- | 
ers. It will also enable the dealer 
to sell new tires, batteries and} 


other accessories; keep the car in| 
good condition for tradein, and’! 


will give them live prospects for|ice department is the major asset 


the sale of new cars. 

In the not-too-distant future, 
service is destined to be one of 
the most important considera- 
tions of the prospective new-car 
buyer. I, for one, will not con- 
sider a car unless I can have 
“Pickup & Delivery Service.” In 
the immediate vicinity of my of- 
fice are dealers for Ford, Dodge, 
Plymouth, Mercury and Packard. 
Of these, only the Packard and 
Mercury dealers render this serv- 
ice. Therefore, for the present, 
my choice will be limited to these 
cars when a new car is needed. 
While I must admit ignorance 

of the feasibility and practicability 
of the above ideas, I sincerely be- 
lieve the expense of it would be 
more than offset by the additional 
business acquired through this 


| added service and that it will work 


wonders in regaining some of the 
goodwill lost in recent years. 


I hope this will prove of enough |} 
|interest to some of the authorized | 
dealers to permit of their giving | 
it a fair trial. If not, maybe they | 


can tell me why it is not workable 
or profitable for them to do so. It 


is my understanding that the serv- | 


|in a dealership.—Ecno, St. Louis. 
+ * 


Clue? 

With reference to the inquiry in 
your Oct. 3 issue regarding C. E. 
Wilson’s quotation, we are attach- 


* 


picked up by the writer at the 
Rumely hotel in LaPorte, Ind. 

According to the leaflet, Carl 
Snyder is the author of these im- 
portant 10 points quoted by Mr. 
| Wilson. These pamphlets are dis- 
tributed by the Committee for Con- 
stitutional Government, Inc., 205 E. 
|42nd St., New York 17. 
| Now it is up to you and. your 
| readers to find out who Carl Snyder 
|} is.—J. F. Tapp, J. F. Tapp Co., Kan- 
sas City. 

Epitor’s Note: On one side of 
the leaflet are quoted 10 points 
similar to those Wilson listed. 
Then there is a paragraph calling 
| attention to a booklet by Snyder, 
“Capitalism the Creator,” and an- 
other saying in part: 

“If you wish to distribute this 
leaflet to friends ... ask for ‘Lin- 
coln on Private Property.’ ” 

On the other side of the leaflet 
is given this quotation from Lin- 
coln: 

“Property is the fruit of labor; 





RIDE CONTROL 


You can rely on this improved Delco shock absorber to 
attain superior riding qualities . .. and to retain them 
through many extra thousands of miles. 


Two important developments make the Delco direct-acting 
shock absorber better in design, and keep it better in action. 
Delco’s improved self-cleaning compression valve maintains 
correct calibration ... and Delco’s multi-lip seal, combining 
sealing and scavenging actions, assures long leak-proof 
operation. Only Delco direct-acting shock absorbers have 
‘a these two vital design features ... and that’s why Delco 
sealed-in ride control marks the greatest achievement in 


shock absorber development. Delco Products, Division of 
General Motors Corporation, Dayton, Ohio. 





ing hereto a pamphlet that was) 





property is desirable; is a positive 
good in the world. That some 
should be rich shows that others 
may become rich, and hence is 
just encouragement to industry 
and enterprise ... 

“Let not him who is houseless 
pull down the house of another, 
but let him labor diligently to 
build one for himself, thus by 
example assuring that his own 
shall be safe from violence . 


“I take it that it is best for all 
to leave each man free to acquire 
property as fast as he can. Some 
will get wealthy. 

“I don’t believe in a law to pre- 
vent a man from getting rich; it 
would do more harm than good.” 

AvTtomotive News is not sure 
that this clears up the matter of 
the points, but certainly Lincoln 
came darned close to them. 

+ * * 
Dilemma 

I purchased a new Buick Special 
in Detroit early in September and 
have just moved to Illinois, a state 
which requires a front license 
plate. I’ve looked and looked, but 
still can’t figure out where I’m 
supposed to mount a license plate 
on the front of my car. 

I've got the front plate ‘vired 
on the grille. Did Buick forget to 
provide a place for mounting front 
license plates on the new Special? 

Cuicaco CUSTOMER. 

Epitor’s Note: No, they didn't. 
Look again at the left side of the 
front bumper. The factory ad- 
vises that Buick Specials are 
shipped with front license plate 
brackets attached as shown in 
the top photograph. In _ states 





which do not require a front li- 
cense plate, dealers remove the 
bracket and insert two chrome- 
plated bolts in the holes in the 
bumper, as shown in the bottom 
picture. 


Simple Tastes 
Robbers Charge Dealer $200 


For Demonstration Ride 


PHILADELPHIA, Two “cus- 
tomers” with inexpensive tastes 
took Lee Quarry, 48, a Frankford 
used-car dealer, for a ride. 

The “customers” impressed 
Quarry because they were more 
interested in a 1941 blue convertible 
and ignored more expensive cars 
on his lot at 5200 Darrah St. They 
finally requested that he take them 
for a drive to demonstrate the car’s 
performance, 

During the demonstration, the 
men drew pistols and ordered 
Quarry to hand over his wallet, 
which contained $200, and get out 
of the car. The robbers then drove 
away, leaving Quarry to trudge 
several blocks to report his loss. 


Others are profiting from AUTOMOTIVE 
NEWS want ads. Why not you? 
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SOUTH BEND.—After months of 
study and experimentation at the 
Studebaker plant, a method has 
been developed for honing cylinder 
bores within .0003 and .0004 of an 
inch out-of-round on a production 
basis and with no rejection of 
engine blocks traceable to an ec- 
centricity or taper, the company 
reports. 

Such an accomplishment has 
been the goal of automobile 
manufacturers for years but it 
has been as elusive and almost 
as hopeless as perpetual motion. 

The word got out that Stude- 

baker was doing something about | 
it. Since the first hint of success, | 
it is said that queries from other 
automobile builders have been 
pouring into South Bend. 

In the past Studebaker has been 


honing cylinder bores according to|is being used at 20 to 1. Abrasive oped specifications on honing sticks, | seconds. 


the generally-accepted method of 
using oil as a coolant. The rate at 
which engines had to be scrapped 
or rehoned because of out-of-round 
bores moved foreman Leo F. 
Bloom, a 41-year man, to push 
toward a correction despite previ- 


2 Danish Visitors 
Lose Ist Round 
In Car Claim 


DENVER.—Two Danes, Ib Falk 
Jorgensen and Jens Norgaard, in 
the U. S. studying construction 
methods on a fellowship, lost the 
first round during the week in 
their legal fight to get a $2,000 
judgment in a case involving an| 
automobile. They heard their pe-| 
tition for a $2,000 settlement re- 
jected by District Judge Osmer H. 
Smith, sitting in Littleton. 

The judge ruled that the car} 
rightly belonged to David H. Mor- | 
ris, Denver attorney, who got pos- | 
session of it through an attach- 
ment order issued against Fleen- | 
or’s, Inc., Englewood, Colo. Morris 
was authorized to seize certain | 
Fleenor properties in settlement of | 
a judgment he won against the 
garage and used-car firm. 

A few weeks before Morris’ writ 
of attachment was enforced, the | 
Danes placed their car in Fleenor’s | 
custody with the hope of selling | 
it through that firm. They wanted | 
to dispose of it before returning 
to Copenhagen. 

When Fleenor’s failed to sell the 
car in a reasonable time, Jorgen- | 
sen and Norgaard looked for a} 
buyer, found a prospect and or- 
dered Fleenor’s to make minor re- 
pairs that would satisfy their 
customer. 

While the car was being re- 
paired, according to Attorney The- 
odore Adams, counsel for the 
Danes, the car was seized and the 
men haven't seen it since. In pre- 
senting his case, Morris cited a 
state supreme court ruling legaliz- 
ing such seizures, if the car offered 
by a private owner was not dis- 
tinguished in any way from other 
vehicles offered along with it by 
a used-car dealer. 

Morris pointed out that the 
Danes’ car had no license tags and 
had a “for sale” sign in the wind- 
shield. He could not, he said, tell | 
that it was not Fleenor’s property. 

Adams said he will appeal the 
decision to the Colorado supreme 
court, but Jorgensen and Norgaard 
left last week for Denmark on 
schedule. 


: . ° 
Neb. Gas Receipts 
T ¢ Co P : e 
Up 21% Over “48 
LINCOLN. Although Nebraska 
gasoline tax receipts of $2,348,037 in 
September were 12 percent less 
than for the preceding month, they 
were 21 percent higher than col- 
lections in September last year, it 


was reported by Clay Wright, chief 
of the state motor fuels division. 


Griszard Takes Fla. Post 

Beverly Grizzard, automobile 
dealer of Leesburg, Fla., has been 
named by Gov. Fuller Warren as 
a member of the state advertising 
commission. 


Cylinder Bore Progress 


Studebaker Perfects Method to Cut Block Rejects 
By Use of Water-Base Coolant 






ous failures in obtaining a solution. 


Studebaker’s metallurgical labor- 
atory called in Sydney H. Mack, an 


industrial oil expert, who 13 years 
ago gave up hope of obtaining a 


round bore on a production setup. 


So intent was Bloom on licking the 


problem that Mack gained new 


hope and saw the project through. 


AUTOMOTIVE NEWS, OCTOBER 17, 1949 


which had to be changed in the 
|switch from oil to a water base. 
|A water-soluble type material is 
j}used also for seating and tapping 
| the engine block so that it will be 
|clean when it reaches the honing 
| point on the line. 

Since the bores come out of the 
honing machine cool, Studebaker’s 


|testing specialists ran an engine | 


for 50 hours at 4,500 revolutions per 
minute under full load, the equiva- 
lent of 4,250 miles at a speed of 85 
miles per hour, to find its reaction 
| when hot. 

When the 
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Illinois Trims 


Insurance Rates 


SPRINGFIELD, IIl.—Automobile 
| insurance premium-rate reductions 
which will save Illinois motorists 
approximately $800,000 a year have 
been approved by Director Harry 
B. Hershey of the state department 
of insurance. 

Reductions, which were effective 
Oct. 1 on new business and will be 
Oct. 15 on policy renewals, provide 
a 15 percent slash in the rates 
charged on comprehensive, and fire 


engine was torn 
down for examination, it was 
found that there was an insignifi- 
cant amount of wear and a 
truer contact between piston 
rings and cylinder wall. The 
honing lines were still visible on 
the bores, according to the firm. 
orn te oe i a a The new honing job is cited as 
sen . onal _ | States that it has developed a new procedure " 7 x 
ie — 4 the re- | for honing cylinder bores within .0003 and|cleaner, the degree of roundness Blazer Names Meagher 
i gine blocks, .0004 of an inch out-of-round on a produc-jand straightness is just short of C. L. Blazer, owner and ma 
In working out the problem, S. H. | tion basis and with no rejection of engine | narfect, producti has be Lincol , 
Mack & C I d »S. Fh. | blocks traceable to an eccentricity or taper. | P » Production cost as been of Cleveland Lincoln-Mercury Co.., 
f c 0., Inc., eveloped a cut, and honing time has been! Cleveland, Tenn., has announced 
water-soluble type material which manufacturing companies devel-| reduced from 16 seconds to 7's | that Oscar Meagher has become a 
partner in the dealership. 


The trouble lay in the fact that 
when honed with oil the cylinder 
bores would in too many cases be 
out-of-round by the time they 
reached inspection, although it 
was found that they were round 
when hot immediately after 
honing. Obviously the goal was to 
get a round bore, keep it that 


and theft coverage. Rates for col- 
| lision coverages in special classifi- 
cations A-1 and A-2 have been 
| reduced 10 percent in downstate 
areas and 5 percent in Chicago and 
the metropolitan suburban area. 








new 
cars 






~~1000,000 
4 


have come factory equipped with 


“Select-0-Seat 


‘CHOOSE YOUR OWN COMFORT” 





“Select-O-Seat”, as installed in the new cars, is more 
comfortable for most people. In addition, for those who 
have special comfort requirements, it is designed so extra 
coil springs can be inserted at little or no cost. 








-..see your dealer 


Those who drive the most have 
conclusively proven that only 
“Select-O-Seat" adjustable cush- 
ions can assure complete per- 
sonalized riding comfort. 


Policeman 


e Taxi Driver 


a e 
a a Owners of new cars call it the greatest improve- 
ment in seating comfort known . . . Developed 


a S and produced by the world's leading supplier 
CHOOSE YOUR OWN COMFORT . 


of cushion springs for over 40 years. 





L.A. YOUNG SPRING & WIRE CORPORATION 


GENERAL OFFICES: DETROIT Hi, MICH IN CANADA: tL. A. YOUNG INDUSTRIES. LTD., WINDSOR, ONT 






*Patent and 
Trade Mark 
Applied For 
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The Best Nar e 
In Used Car Sellin 





ForbD DEALERS have long recognized the fundamental importance of quality 
and reliability in the products they sell. Because Ford Dealers 
are sound, progressive businessmen ... in business to stay... 
they have won a reputation of which to be proud for value and fair dealing. 


One of the big factors in the growth of this reputation has been the 
almost universally high quality of used cars and trucks offered by Ford Dealers. 
Year after year they have been considered the “‘cream of the crop.” 


Now, as a symbol of the trustworthiness and value of the used units 
handled by Ford Dealers, a great new name has been selected. 


It’s “A-1" ... “A=1 Used Cars and Trucks.” Before this name was chosen, Ford Dealers 
from coast to coast were polled ... merchandising experts were consulted. 
And when the tally was complete, it was ‘“A-1 Used Cars and Trucks” by a standout margin. 


There’s PLENTY in this name... plenty to back it up. A brand new merchandising program with a guarantee for buyers ¥ 
...a dealer’s code of friendship .. . the latest in complete merchandising ideas— 
banners, pennants, displays ... in fact, everything it takes to make “A=1 Used Cars and Trucks” 
a Ford Dealer “natural.” Not to forget the most outstanding identification for the Ford Dealer’s | 
used car and truck lot—a powerful symbol of the quality and value 
which used unit buyers can get from a Ford Dealer. 


This is another ““A=1" reason why it is great to be a Ford Dealer. 








FORD DIVISION 
FORD MOTOR COMPANY 
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to an average of $1,702. 


DENVER 


(Denver Auto Auction, Inc. Sale every 


Tuesday at Englewood, Colo, Prices are | 


for sale of Oct, 4.) 
(Prices somewhat lower.) 

BUICK — ‘49 RM conv., $2,160; Super 
conv., $1,995. ‘41 Special 4-dr $625; 
2-dr., $495. 


CADILLAC—'49 (61) 4-dr., $3,000, ‘41 
(62) 4-dr., $705. 

CHEVROLET—'49 SI, Deluxe 2-dr., $1,- 
615, $1,640, $1,735; 4-dr., $1,665, $1,690, 
$1,695; conv., $1,675; half-ton pickup, 
$1,295. '48 FL aerosedan, $1,245, $1,345, 


$1,415; FM 4-dr., $1,165, $1,200, ‘'47) 
WILLYS—'418 Jeep, $740 


QUINCY, ILL. 


FL aerosedan, $1,200. '46 SM 4-dr., $780 
‘41 club coupe, $795, $415 

CHRYSLER—'49 Windsor 4-dr $2,225; 
Saratoga club coupe, $2,100 16 New 
Yorker club coupe, $875 

DODGE—'41 Custom 4-dr., $470; Deluxe 
4-dr., $375 

FORD—'49 Custom (8) 4-dr., $1,545, $1, 


170; (6) 4-dr., $1,230. ‘47 SD (8) conv., | BUICK—'42 
| 
| CHEVROLET—'49 


$1,080. '46 SD (6) 2-dr., $775; (S) conv 
$885. 
FRAZER—'48 4-dr., $900 
HUDSON—'47 Super (6) 4-dr., $745 
KAISER—'47 4-dr., $680 


RENAULIL. 


with 
engine 
in-rear 


Sole U. S. Distributor 
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Used-Car Auction Prices 


Market Trend 
The downward course of used-car prices continued this week but 
the decline has taken a gentler path. The overall average this week 
of $882 is $12 under last week’s $894. 
Postwar models had the biggest drops with ’48s off $25 and both 
46s and °49s down $18. Since August, 1949 models have dropped $181 





SM sedan, $995, $1,005; FL aerosedan 
$1,175; FM sedan, $1,060. '46 FM club 


cou, $1,000; sedan, $505, 5 $400. 42 Average Used-Car Prices 


$550, $420, $455, $590, $495; half-ton 











LINCOLN—'49 


MERCURY— 49 

club coupe, $645 
| NASH—'49 Ambassador 
| OLDSMOBILE 


KAISER—'4S sedan, 
NASH—'48 
OLDSMOBILE— 48 club coupe 





PLYMOUTH— 417 
| PACKARD— 42 

PLYMOUTH—'1s 
PONTIAC—'11 
STU DEBAKER— 15 


EK BENSBURG, PA. 


( Ebensburg 


PONTIAC— 49 
club coupe, 
club coupe, 


: CHRYSLER 

STU DEBAKER—'18 
business very DeSOTO—'40 

DODGE— 17 
BUICK— 50 
FORD—'49 Standard Deluxe (%) 





\VROLET— 19 
‘40 Deluxe club coupe, $500, 


‘39 standard 
Deluxe 2-dr., 
HUDSON—'48 Commodore 


coupe, $850 


club coupe, 


ee 
a 






Delivered in U. S. Ports 





45 Miles to the Gallon 


FACTORY PARTS AVAILABLE THROUGHOUT THE U. S. 


Dealer Inquiries Invited 


RENAULT SELLING BRANCH, 


Inc. 


BROADWAY NEW YORK, N. Y. 


pickup, $400. '40 sedan, $465, $305, $300 . eae . 

'39 sedan, $330, $340, "38 sedan, $120 (Compiled by Automotive News) 

'37 sedan, $100, $250, $175. '36 sedan, Model 1949 Sept Aug 

$100, $60. '35 sedan, $42, $45 (to date) 1949 1949 
CHRYSLER—'3S sedan, $40 1949 $1,702 $1,781 $1,883 
DeSOTO—'10 sedan, $250. ‘38 sedan, $55 $989 1948 1,239 1,336 1,393 
DODGE—'46 sedan, $915. ‘39 sedan, 30 

‘38 sedan, 2 at "$97 37 sedan, $60 $940 1947 1,035 1,093 1,147 
FORD—'46 sedan, $720, $855 42 sedan, $882 1946 910 956 986 

$415, $505 40 t ‘ $360. Pg 1942 460* 535 576 

sedan, $320, $270. 37 sedan, $130, $95 

$50; coupe, $110. '36 sedan, $100, $45 1941 461* 486 506 

‘34 sedan, $22 1949 371 388 433 

Commodore Overall 
ae oe Average $ 882 $ 940 §$ 939 


*Note Prewar car prices vary greatly 
Last week so many cheap ‘42s came 
through the auctions that they put the 
‘42 averages under the ‘41s 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 





MERCURY—'41 4-dr., $380 

NASH—'49 Super (600) 4-dr., $1,400. ‘46 
Ambassador 4-dr 705, ‘38 Ambassador 
4-dr., $95 

OLDSMOBILE—'41 (76) 4-dr., $370 

PLYMOUTH—'49 SD 4-dr., $1,600; Deluxe 
club coupe, $1,400, $1,500. ‘48 SD 4-dr., 
$1,075. ‘46 SD conv., $825. ‘42 Deluxe 
club coupe, $400 41 SD 4-dr., $490 
$360, $310. ‘36 4-dr $50, $85 

PONTIAC—'48 Deluxe Torpedo 2-dr., $1, 
385; 4-dr., $1,315 16 Streamliner 2-dr 
$915 

STUDEBAKER—'50 Champion 4-dr., §$1,- 
550. ‘47 Land Cruiser 4-dr., $1,100. '42 
Champion 2-dr., $345 ‘41 Champion 
4-dr., $270. '39 President (8) 4-dr., $70 

MISCELLANEOUS—'46 International KB 
(3) pickup, $580; half-ton pickup, $625 
40 \%-ton pickup, $255 


AKRON 


(Akron Auto Auction, Sale every Thurs 

day. Prices are for sale of Oct. 6.) 
(Sold 43 units out of 91 offerings.) 

BUICK—'49 RM _ sedan, $2,215; Super 
sedan, $2,075. '46 RM sedan, $1,025. ‘40 
Special sedan, $400. 

CADILLAC—'46 (62) sedan, $1,400. ‘41 
(61) sedan. $800. 

CHEVROLET—'49 SL Deluxe club coupe, 
$1,455. ‘48 FM sedan, $1,050. ‘47 SM 
sedan, $925. ‘46 FM sedan, $895; SM 
sedan, $775. ‘41 MD club coupe, $500 
$475. '40 MD sedan, $350 

CHRYSLER—'41 Royal sedan, $250 

DeSOTO—'41 Custom club coune, $475 

DODGE—'46 Deluxe sedan, $860. '42 half- 
ton pickup, $390 

FORD—'48 Deluxe sedan. $840. ‘47 SD 
sedan, $895; station wagon, $825; Deluxe 
(6) sedan, $760. ‘41 SD sedan, $350, 
$345. '35 roadster, $85. 

FRAZER—'47 sedan, $810. 

MERCURY—'49 sedan. $1,525 


| OLDSMOBILE—'49 (88) sedan, $2,140. '46 


(98) sedan, $1,050. '41 (76) sedan, $410 


| PLYMOUTH—'49 SD vedan. $1,550; club 


coupe, $1.430. "48 SD club coupe, $970 
'47 SD club coupe, $980, $910. 

PONTIAC—'47 Streamliner (6) sedan, $1,- 
150. ‘41 Streamliner (8) sedan, $325. '40 
Deluxe (8) sedan, $300 


rey + r 
DANVILLE, VA. 
(Danville Auto Auction, Sale every Fri- 
day. Prices are for sales of Sept. 30- 

Oct. 7.) 

BUICK—'48 Super sedan, $900. ‘47 RM 
sedan, $1,215; Super sedanette, $1,240. 
‘46 Super sedanette, $920. ‘42 Special 
sedan, $400. 

CHEVROLET—'49 SL Deluxe club coupe, 
$1.500; sedan, $1,510; FL Deluxe sedan, 
$1,600, $1,480. "48 FM conv., $1,115. °47 
FM conv., $730; sedan, $850; FL aero- 
sedan, $925. "46 FM sedan, $825, $900; 
SM sedan, $855; half-ton pickup, $650. 
‘42 SD sedan, $580; conv., $450. ‘41 SD 
sedan, $405, $375; MD sedan, $530. ‘40 
SD sedan, $570; half-ton pickup, $325 
"39 MD club coupe, $300; M-85 sedan, 
$370; half-ton pickup, $300. ‘36 M-85 
sedan, $200; business coupe, $360 


CHRYSLER—'49 Royal club coupe, $1,900 


‘47 Royal business coupe, $890 
CROSLEY—'47 sedan, $185, $135 
DODGE—'49 Wayfarer business coupe 

$1,300. ‘47 sedan, $800, $1,160. ‘40 

sedan, $245. '37 sedan, $250 
FORD—'49 Custom (8) club coupe, $1,420 

sedan, $1,500; (8) half-ton pickup, $1,- 

155. '47 SD (6) sedan, $790; Deluxe (8) 

club coupe, $1,000; SD (8) sedan, $800 

$930. "46 SD (8) sedan, $740, $850; De- 
luxe (8) club coupe, $930; 2-ton flat 
truck, $380. '41 Deluxe (8) sedan, $470 

SD (8) sedan, $500; half-ton pickup 

$265. '40 Deluxe (8) sedan, $350; conv 

$300; business coupe, $345; (8) sedan 
$360, $380, $385 

KAISER—'47 sedan, $605 

MERCURY—'49 conv $1,540. ‘46 sedan 
$1,050 

NASH—'49 (600) sedan, $1,150. ‘47 (600) 
sedan, $700 

OLDSMOBILE—'47 (66) sedan $1 > 
club coupe, $1,025 46 (76) sedan, $700 
sedanette, $600. '40 (6) club coupe, $320 

PACKARD—'40 (120) sedan, $265. 

PLYMOUTH—'48 SD sedan, $1,135; De 
luxe sedan, $890; station wagon, $760 

‘47 SD sedan, $619; Deluxe sedan, $710 

‘46 SD sedan, $670. ‘41 SD sedan, $400 

$280 
PONTIAC—'49 (8) sedan, $2,010, $2,185 






'47 Streamliner (8) sedan, $1,205 42 

Streamliner (6) sedan, $430 41 (6) 

sedan, $565 40 (8) club coupe, $280 
STUDEBAKER — 417 Champion sedan 


$900; 1%-ton stake, $390 


MANHEIM, PA. 


(Manheim Auto Sales & Auction Ine 
Sale every Friday. Prices are for sale of 
Sept. 30.) 

(Sold 53 units out of 179 offerings.) 
BUICK — '50 Special sedanette, $2,030 

4-dr., $1,930. ‘49 Super 4-dr., $2,120. ‘47 

RM conv., $1,240. '46 RM sedan, $1,120 

41 Special 4-dr., $425 


CADILLAC — ‘48 (62) sedanette, $2,475 
2-dr., $2,430 '47 «#(62) 4-dr., $1,830; 
4-dr., $1,685. '46 (61) club coupe, $1,450 





CHEVROLET—'49 SL Deluxe 2-dr., $1,- 
600, $1 500; conv., $1,650; club coupe, 
$1,590; Special club coupe, $1,460; FL 
Deluxe 4-dr., $1,545; 2-dr., $1,480. ‘48 
SM club coupe, $1,260 

CHRYSLER—'49 Windsor 4-dr., $1,970. '48 
New Yorker 4-dr., $1,190 '46 New 
Yorker 4-dr., $1,030. 

DeSOTO—'49 Custom 4-dr., $1,875. ‘47 
Custom 4-dr., $1,150, $1,145. 


(Continued on Page 27, Col. 1) 
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(Continued from Page 26) 


DODGE—'49 Custom 4-dr., $1,790. 

FORD—'49 Custom (6) 2-dr., $1,175, $1,- 
140. '47 SD 2-dr., $860, $790. "46 SD 
2-dr., $800, $715. 

HUDSON—'49 (6) 2-dr., $1,440. ‘47 (6) 
2-dr., $680 

LINCOLN—'46 club coupe, $1,020. 

MERCURY—'49 4-dr., $1,925. 

NASH—'48 (600) 4-dr., $830. ‘46 (600) 
4-dr., $780. 

OLDSMOBILE—'49 (98) 4-dr., $2,310. '46 
(98) 4-dr., $1,010 

PLYMOUTH—'49 SD conv., $1,670: club 
coupe, $1,625, $1.610; Suburban, $1,520 
'48 SD 2-dr., $1,100 

PONTIAC—'49 (8) 4-dr., $1,830. ‘48 (8) 
sedan, $1,505; (6) sedan, $1,375. "47 (6) 
conv., $1,125; 4-dr., $1,100. 

STUDEBAKER—'49 Commander 2-dr., $1,- 
600. °47 Champion conv., $960 

WILLYS—'48 station wagon, $890 


HOUSTON 


‘(Guif Auction Co, Sale every Tuesday 
and Friday. Prices are for sale of Oct. 4.) 
(Market is steady. Sold 26 units out of 

66 offerings.) 

CHEVROLET—'49 FL Special sedan. 2 at 
$1,345. ‘47 FM sedan, $1,075, $890. °46 
FM sedan, $975, $870, $865. ‘41 MD 
sedan, $370. 

FORD—'49 Custom (8) sedan, $1,755, $1,- 
665, $1,640, $1,635, $1,485, $1,375. °'47 
SD club coupe, $950. '46 SD sedan, $900, 
$700, $625; club coupe, $900 | 

HUDSON—'46 sedan, $655. | 

MERCURY—'49 sedan, $1,610. 


Used-Car Auction Prices 


STU DEBAKER—'39 2-dr., 
WILLYS—'48 Jeepster, $900 


ALBANY, N. Y. 


Prices are for sale of 


(Sold 60 units 
BUICK—'49 


out of 86 offerings.) 


"38 Century 


CADILLAC— 46 


CHEVROLET—'49 FL Deluxe 2-dr., 


$1,600, $1,535; club coupe, $1,520; 


‘42 SD 2-dr., 
"40 MD 2-dr., 
CHRYSLER—'49 Royal 

New Yorker 4-dr., $510. 
DeSOTO—'49 4-dr., $1,700 
DODGE—'47 


‘41 SD 4-dr., 


Deluxe business coupe, 

‘41 Custom club coupe, 
FORD—'49 Custom $1,375, $1,- 
DeSOTO—'40 sedan, $235, $225. 


2-dr., $775, $670 DODGE—'48 sedan, $1,260. ‘47 Deluxe| 4-dr., $1,270. ‘47 SD 4-dr., $1,150. ‘41 $575. '40 (8) 2-dr., $525, $475. 


‘40 Standard (8) 4-dr., 
MERCURY—'47 


NASH—'41 
OLDSMOBILE—'49 (SS) 4-dr., 


$2,300, $2,- 
2-dr., $1,290; (76) 2-dr., $1,250. °46 (66) 


| 
4-dr., $1,080. $425. ‘38 sedan, $170. | Deluxe club coupe, § 1,360, $1,275; 
| PACKARD—'41 (110) 2-dr., $270. HUDSON—'39 conv., $295 si sie et — giaeoe a ba te 
PLYMOUTH—'48 SD 4-dr., $1,150, $1,100, | weERCURY—'49 sedan, $1,425 "O50 110. °47 Co ean 
, . ’ wae, o § ’ Bae 1,250, 1,110. ‘47 C 1 
$1,075, "46 SD 2-dr., $020, $720." '3|Nawm—as sedan Sabor "4? (Ambassa- | $2250. $1,110. 47, Commander | Regai 
4-dr., $380. | dor) sedan, $625. '39 sedan, $185. oe Oe ee 
PONTIAC—'47 Torpedo (8) 2-dr., $1,150; | oOLDSMOBILE—’36 sedan, $185. oe me 
4-dr., $880. ‘46 Streamliner (8) 2-dr., | pacKARD—'40 (120) sedan, $210. » 
$990, $00. | PLYMOUTH—'46 business ‘coupe, $770; VALDOSTA, GA. 
“a peace ee ae club coupe, $970. '42 sedan, $400. ‘41 (Tom Hewitt Auto Auction, Sale every 
$610. |} conv., $425. '39 sedan, $390. Friday. Prices are for sale of Sept. 30.) 
PONTIAC—'41 (6) club coupe, $505. 
CONCORD MASS. STUDEBAKER—'46 half-ton pickup, $485. (Sold 123 units out of 263 offerings.) 
9 MISCELLANEOUS — ‘37 LaSalle sedan, | BUICK—'49 Super sedanette, $1,800, $1,- 
(Concord Auto Auction, Inc, Sale every | $140. 975; 4-dr., $1,700. "48 Super 4-dr., $1,- 
Monday and Friday. Prices are for sales | 450; conv., $1,650. °'46 Super 4-dr., 


of Sept. 30-Oct. 3.) | SOUTH BEND $1,075. ‘41 Special 4-dr., $510. 


(Sold 152 units out of 275 offerings.) CHEVROLET—'49 FL Deluxe 2-dr., $1,- 


BUICK—'46 Super sedan, 2 at $1,050. '42/| (South Bend Auto Auction, Inc. Sale 660, $1,640; SL Deluxe 2-dr., 2 at $1,- 


RM sedan, $510; Special 2-dr., $700. '41 | every Wednesday. Prices are for sale of 485; half-ton pickup, $1,225. ‘48 half- 
Super conv., $610, $450, $425. ‘40 busi- | Oct. 5.) ton panel, $800; SM club coupe, $1,210; 


ness coupe, $285; sedan, $600. '39 sedan, | (Sold 44 units out of 61 offerings.) FM 4-dr., $1,150, $1,075. 'f7 FM 4-dr., 
’ $200. | BUICK—'47 Super 4-dr., $1,275. ‘36 Spe- $995. "46 FM 2-dr., $800. ‘42 SD 4-dr., 
| CADILLAC—'48 (60) Special sedan, §2,- cial 4-dr., $140. $700. '40 SD 2-dr., $575. 

750. CHEVROLET—'49 FL Special 2-dr., $1,- | CHRYSLER—'47 Windsor club coupe, $1,- 
| CHEVROLET—'49 SL Special sedan, $1,-| 550, $1,510 075. 

575, $1,590; Deluxe sedan, $1,650; half- | DODGE—'46 2-dr., $780 DeSOTO—'49 Custom 4-dr., $1,850, ‘48 

ton pickup, $990. "48 FM sedan, 2 at | FORD—'49 Custom (8) 2-dr., $1,310, $1,- Custom club coupe, $1,435; conv., $1,320; 


$1,200, $1,100. °47 FL aerosedan, $1,100; | 270. "48 SD (8) station wagon, $990. ‘47 4-dr., $1,050. 

4-dr., $1,110. ‘46 FM conv., $1,025; club/| SD (8) 2-dr., $865; station wagon, $900. | DODGE—'49 Wayfarer roadster, 2 at $1,- 
| 

| 


PLYMOUTH—'49 SD 4-dr., $1,565. ‘48 SD 2-dr., $1,000. ‘41 Deluxe 2-dr., $525, 


coupe, 2 at $850, 2 at $900; sedan, $890, | HUDSON—'48 Commodore (8) 4-dr., $1,- 450, $1,325; Meadowbrook 4-dr., $1,600. 
$855; half-ton panel, $550; SM _ sedan, 385, $1,260. ‘47 Commodore (8) 4-dr., "48 Custom 4-dr., $1,250, $900, 
$825. "42 FL sedan, $715; SM _ sedan, $670. FORD—'49 Custom (8) 2-dr., $1,580, $1,- 
$650, $285; club coupe, $685. ‘41 sedan, | MERCURY—'49 4-dr., $1,510, $1,405. ‘48 415, $1,300, $1,275; (6) 2-dr., $1,185, 
$425, $710, $525, $725, $600, $585. '40| club coupe, $1,165. $1,150; conv., $1,535, $1,550; (8) half- 
sedan, $300, $475, $345. ’38 sedan, $155, | NASH—'49 (600) 4-dr., $1,305 ton pickup, $1,200; Standard (8) 2-dr., 
$330. '37 sedan, $205. |} OLDSMOBILE — ‘47 (76) 2-dr., $1,160; $1,300. ‘48 SD station wagon, 1,060, 
CROSLEY—'47 \,-ton pickup, $167 | (66) conv., $1,180. $1,050; Deluxe (8) 4-dr., $1,075. '47 SD 
| 





sedan, $775. ‘46 Deluxe sedan, $790; | 4-dr., $225. LINCOLN—'49 4-dr., $1,725 
Custom sedan, $900 PONTIAC—'49 Chieftain (8) 4-dr., $2,025; | MERCURY—'49 club coupe, $1,525. 
| FORD—'49 Custom (8) sedan, $1,520, $1,-| Streamliner (8) 2-dr., $1,940; station OLDSMOBILE—'48 (66) 4-dr., $1,340 


360, $1,300. ‘48 SD station wagon, $1.,- wagon, $2,000. '42 Streamliner (8) 4-dr., | PLYMOUTH—'49 SD 4-dr., $1,650, $1,440, 





135; sedan, $1,000. ‘46 Deluxe sedan, | $440. '39 (6) coupe, $240. | $1,400. '48 SD club coupe, $1,100; conv., 
$825; SD sedan, $785. ‘41 conv., $650, | STUDEBAKER—'49 Commander Regal De-| $1,160. ‘47 SD club coupe, $900; 2-dr., 
$325. '40 sedan, $600, $400; opera coupe, | luxe 4-dr., $1,635. '48 Commander Regal! $900. 








OLDSMOBILE—'49 conv., $2,300. 
PLYMOUTH—'49 SD sedan, $1,600. $1.- | 
595, $1,580. °46 sedan, $565 | 


TOLEDO 


(Doc Greiner Auction. Sale every Thurs- 
day Prices are for sale of Oct 6.) 
(Sold 43 units out of 102 offerings.) 
CADILLAC—'49 (62) conv., $3,335 | 
CHEVROLET—'48 FM club coupe, $1,120; 
2-dr., $1,165. "47 SM 2-dr., $990, $960; 
4-dr., $1,000; FL aerosedan, $1,070. ‘46 
SM club coupe, $810; 4-dr., $875; FL 
aerosedan, $945. '41 SD club coupe, $495; 
2-dr., $480, $425; MD business coupe, 

$380; business coupe, $170. 

CHRYSLER—'47 Windsor club coupe, §1,- 
285 

DeSOTO—'46 Custom 4-dr., $975. 

DODGE—'47 Custom club coupe, $1,100 
$1,085. '41 Deluxe 2-dr., $350. 

FORD—'49 Custom (8) club coupe, $1,375; 
4-dr., $1,070. "48 SD (8) 2-dr., $1,070 
"47 SD (8) 2-dr., 2 at $950. '46 SD (8) 
2-dr., $810. 

HUDSON—'46 Super (6) 4-dr., $710, $675 

LINCOLN—'47 4-dr., $1,030. 

MERCURY—'46 club coupe, $895 

NASH—'47 (600) 4-dr., 760. °39 (600) 
4-dr., $70. 

OLDSMOBILE—'48 (98) sedanette, $1,620 
"47 (78) sedanette, $1,075. '41 (66) 4-dr., 
$510. 

PACKARD—'47 (120) sedanette, $1,040 

PLYMOUTH—'48 SD 4-dr., $1,135. ‘47 
SD 4-dr., $990. 

PONTIAC—'48 Streamliner (8) 4-dr., $1,- 
290. ‘47 Streamliner sedanette, $1,100. 
$1,205. ‘46 Streamliner (6) sedanette, 
$1,000 

STU DEBAKER—'47 Champion 2-dr., $985 


MILWAUKEE 


(Butler Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Oct. 5.) 
(Sold 50 units out of 89 offerings.) 
BUICK—'49 RM conv., $1,995. ‘46 RM 
4-dr., $1,055. °41 Special sedanette, $375, 

$330. 

CADILLAC—'47 (62) 4-dr., $1,550. ‘42 
(60) Special 4-dr., $995. 

CHEVROLET—'48 4-dr., $1,295, $1,225; 
2-dr., $1,225; SM 4-dr., $1,100, $1,185. 
‘47 SM 2-dr., $1,010. '46 SM club coupe, 
$900. °40 2-dr., $235. '39 2-dr., $160. 

CHRYSLER—'49 Highlander conv., $2,010. 
‘42 New Yorker 4-dr., $560. 

DeSOTO—'48 Custom 4-dr., $1,305. 

DODGE—'39 4-dr., $255. 38 business 
coupe, $105 

FORD—'49 Custom (8) 2-dr., $1,365; club 
coupe, $1,345. '47 SD (8) 2-dr., $870. ‘41 
Deluxe coupe, $365. '37 (S85) 2-dr., $155, 
$145; (60) 2-dr., $60. 

FRAZER—'48 4-dr., $1,000 

KAISER—'47 Custom 4-dr., $900 

LINCOLN—'41 Zephyr 4-dr., $340 

MERCURY—'47 4-dr., $890 

NASH—'17 Ambassador 4-dr., $950. ‘46 
(600) 4-dr., $740. 

OLDSMOBILE—'49 (98) conv., $2,590. "48 
(98) 4-dr., $1,700. '47 (78) 4-dr., $1,150; 
(76) sedanette, $1,105 ‘40 (60) 4-dr., 
$370 

PACKARD—'48 Super conv., $1,475. 

PLYMOUTH—'49 SD 4-dr., $1,540. '48 SD 
4-dr., $1,050 ‘47 SD 2-dr., $950. '40) 
2-dr., $185 

PONTIAC—'49 Streamliner (8) 4-dr., $2,- 
005, $1,985. ‘48 Streamliner (8) 4-dr., 
$1,465. ‘46 Streamliner (6) Sedanette, 
$1,085. '37 (6) 2-dr., $155. '29 4-dr., $25 

STU DEBAKER—'48 Champion 2-dr., §$1,- 


025 





DETROIT 


(Aptco Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Oct. 5.) 
(Sold 50 units out of 87 offerings.) 
BUICK—'49 Super 2-dr., $1,950, °48 2-dr., 
$1,500. '47 4-dr., $1,180 | 
CHEVROLET—'49 SL Special club coupe, | 
$1,450, $1,475. '48 FM 4-dr., $1,280. '47/) 
SM 2-dr., $950 42 FM club coupe, $500; 
2-dr., $540. '41 SD club coupe, $570 
CHRYSLER—'47 4-dr., $1,250 ‘46 club 
coupe, $965 

DeSOTO—'48 4-dr $1,240 47 4-dr $1, 
160. '39 4-dr., $110 

DODGE—'49 4-dr., $1,900, $1,815. 48 
t-dr., $1,375. °47 4-dr., $975. ‘46 half- 
ton pickup, $450 

FORD—'49 (6) 4-dr., $1,230. ‘48 SD club 
coupe, $1,070. '46 SD 2-dr., $765. 41 
2-dr., $565. ‘40 2-dr., $310, $220 39 
2-dr., $465, $450, $305. 

FRAZER—'47 4-dr., $800 

HUDSON—'47 club coupe, $790 

KAISER—'48 4-dr., $1,020 

MERCURY—'49 club coupe, $1,525 '46 
4-dr., $830 

OLDSMOBILE—'48 4-dr., $1,500. '41 club 
coupe, $440, $245. '40 club coupe, $275 

PACKARD—'46 2-dr., $820. 

PLYMOUTH—'42 club coupe, $490, ‘41 
2-dr., $460. '40 4-dr., $390. 

PONTIAC—'49 sedan coupe, $1,705. ‘48 
sedan coupe, $1,500, $1,450. ‘47 4-dr 
$1,100, $1,165 














A PRODUCT OF 
BORG-WARNER 


aii 


True test of any design is its ability to perform, 
when translated into production units. 





Since 1903, Long radiators . . . and since 1922, 
Long clutches . . . have equipped millions of pas- 
senger cars, trucks, tractors and buses. They have 
given billions of miles of fine performance... 


proof of able design and careful manufacturing. 


LONG MANUFACTURING DIVISION 
BORG-WARNER CORPORATION 


DETROIT 12, and WINDSOR, ONTARIO 





CLUTCHES * RADIATORS + OIL COOLERS 
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Reports From Various Areas... 





Auto Market Page 


Cleveland | 

New-car sales during the first | 
nine months of the year paced this | 
area’s business spurt, according to 
the Federal Reserve Bank of Cleve- | 
land. 

In the aggregate, according to | 
the bank, “motor vehicle sales | 

have been 14 percent larger this 

year to date than last, Most out- 
standing component of the total 
was the sale of 46,819 new pas- 
senger cars, to record a 31 per- | 
cent increase over the year-ago 
cumulative figure. 

“Used-car sales amounted to 85,- 
375 for an 11 percent rise. In con- | 
trast to passenger cars, truck vol- | 
ume declined: new-truck sales were 
down 26 percent and used trucks 
off 6 percent.” 


| 





however, showed a marked 


versal in the week ended Oct, 7.|last year with 6,425 cars sold in 


NOW Pe CCC aL CL Ue 


——Service Department in a Package! 


BUILD PROFITABLE YEAR-ROUND BUSINESS WITH THIS SPECIALTY SERVICE 





| New-truck sales totaled 144, a new | August, 1949, compared to 4,300 in |Crosley, 6; DeSoto, 10; Dodge, 77; 


weekly high for the year. Previous August, 1948. 


high for the past six weeks was 122. | 


Used-truck sales also mounted, 
rising to 213 for the biggest week 
since early April, The total was 
more than double the average 
weekly sales during the past six 
months. 


Used-car sales for 


| August (1948) total of 670 to come | Ojdsmobile, 50; Packard, 5; Plym-| 


|into first place with 1,380 sales. 
| Plymouth was in second place with 
|1,100 deliveries against 780 in Au- 
| gust of last year. 

| Ford, in third place, jumped 


the period| from 500 sales in August, 1948, to 


ended Oct. 7 also showed a gain| 840 sales in August, 1949. 


of 10 percent over the preceding | 
week. Total sales of 2,176 were a|sales were: 


seven-week high. 


Sales of new cars 


increased to| Nash, 245; Studebaker, 240; 


Other August totals of new-car 
Dodge, 425; Oldsmo- 
| bile, 390; Buick, 385; Pontiac, 375; 
Mer- 


1,293, a gain of 3 percent over the | cury, 225; Chrysler, 210; Kaiser, 145; 


preceding week. 
key). 
+ + * 


Philadelphia 


New automobile sales 


Let us show you how you can bolster sagging profits with a 
complete Radiator Repair Department. Other dealers are doing it 
at an increasing rate each month. 


Here is an opportunity for developing mew business throughout 
your trade territory. Only moderate capital outlay required to set 
up a specialty department which will bring owners of all makes 


of cars to your dealership. 


The Radiator Repair and Service field is the last great frontier of 
the automotive service industry, opening new horizons for profit 
to the alert and progressive operator. With Inland’s modern, labor- 
saving equipment, minimum floor space requirements and all other 
expense items of operation considered, no other phase of auto- 
motive service will pay such a satisfactory return. 


Inland-equipped Radiator Departments are easy to install and 


operate. Not complicated .. . 


present few problems. Inland will 


help you get started by training your personnel and providing 
detailed plans for establishing and operating the department. 


The demand for Radiator Service is increasing . . . the market oppor- 
tunity phenomenal. Future profit or loss may depend on decisions 


you make now! Write, wire or 


INLAND MANUFA 


1108 Jackson Street © Equipment 


phone us today for full details. 


CTURING COMPANY 
Div.—Dept.A-1 © Phone Harney 1108 


OMAHA 8, NEBRASKA 


Order this; 
“Blueprint” 


FREE! 


Write today for the interesting bro- 





chure "Blueprint tor Profit.” Contains 
factual data on Radiator Service, the 
important new automotive service di- 


vision. Tells how to build customer 
additional volume... 
additional profits. Must reading for 
alert management! 


satisfaction... 


















in Phila- 
This downward trend in trucks, | delphia during August were 49 per- 
re- | cent higher than in the same month 


(Sanford Mar-| DeSoto, 130; Hudson, 90; Cadillac, 


| 85; Packard, 70; Lincoln, 40; Willys, 


| 35; Frazer, 10; Crosley, 10; Austin, 
| 10, and miscellaneous, 1. 
| Shigon). 


(Norman 
* * * 


San Antonio 
The sale of 949 new automobiles 


Make Money e Save Time e Control 
Work Quality e Get New Customers 


¢ BUILDS ADDITIONAL 


Department is profitable. No other business pays such a satis- 


factory return. 


© SAVES TIME in your Service Department — By efficient 
Radiator Service IN YOUR OWN SHOP delivery promises can be 
met and work flows through the shop with minimum of delay. 
Steps up labor efficiency by eliminating time waste. 


© WORK QUALITY IS CONTROLLED! Your Inland- 


equipped Radiator Department 
done on customer's car. 


e BETTER CUSTOMER RELATIONS ~— Power-driven, 


labor-saving Inland equipment 
appearance. Builds confidence. 


e BRINGS IN NEW CUSTOMERS — if you want to 


make new contacts, bring owners of all makes of cars into your 
dealership, build additional profit, a complete Inland Radiator 
Service Department is the specialty with which to do it! 


HIGHLY PROFITABLE .. . EASY 


“The equipment makes 


wholesale and retail customers an 
tation locally of having what it takes to do the 


cope 
ob right. 


‘Because of the ease with which our radiator repairs 
ave not found 


are now handled, we 
train capable assistants 
were the desire to learn. 


Chevrolet more than doubled its |pincoln, 7: Mercury, 64; Nash, 15; | 





‘in Bexar county (San Antonio) | 
|during September dropped below 
August's total of 1,010. 


New-truck and commercial-vehi- 
|cle sales numbered 180, however, to | 
top the previous month's figure of | 
| 164. 
| New-car sales by makes in Sep- | 
|tember were: Buick, 74; Cadillac, 
|23; Chevrolet, 208; Chrysler, 34; 







Ford, 134; Hudson, 22; Kaiser, 1; | 


'outh, 81; Pontiac, 65; Studebaker, | 
67, and Willys, 6. 


+ © * 
Detroit “We're beginning to notice some 
Dropping 14 percent below Au- %@es resistance.” mah =O 
gust, new-car sales in Wayne| 
county (Detroit) amounted to 12,-| used-truck sales for the month 


|764 during September. New-truck were the highest of the year at 
|sales, however, hit 1,550, for the | 783, 


|highest mark this year. The figures for the first nine 
In the first nine months of this | months of 1949 were 85,246 used 
year, 114,322 new cars were de- cars and 5,243 used trucks. In the 
livered in Wayne county and comparable period last year, 73,- 
9,748 new trucks. The totals in 038 used cars and 4,412 used 
1948 for the same period were trucks were sold. . 
93,037 new cars and 11,073 trucks. New-car sales by makes in Sep- 
Although used-car sales declined | tember were: Buick, 923; Cadillac, 
|1,420 units under August’s figure | 200; Chevrolet, 2,974; Chrysler, 297; 
ito a total of 10,493 in September, | Crosley, 10; DeSoto, 257; Dodge, 
sae aa . 635; Ford, 2,952; Frazer, 9; Hudson, 
237; Kaiser, 49; Lincoln, 62; Mer- 
(cury, 575; Nash, 155; Oldsmobile, 
| 669; Packard, 207; Plymouth, 1,326; 
Pontiac, 864; Studebaker, 352; 
Willys, 10, and miscellaneous, 1. 
New-truck sales by makes dur- 





ing the month were: Chevrolet, 
| 603; Divco, 23; Dodge, 133; Federal, 
'3; Ford, 596; GMC, 55; Interna- 
tional, 52; Mack, 25; Reo, 1; Stude- 
|baker, 33; White, 14; Willys, 11, 
'and miscellaneous, 1. — (Bob 
| Gordon). 


* + 


+ 

Richmond, Va. 
The Census Bureau of the De- 
| partment of Commerce reports that 
|automotive dealers were one of 
only three classes of merchandisers 
to increase their volume of trade 
in August in Richmond, Va. 
The Census Bureau stated that 
volume of trade for motor vehicle 
|dealers during the month was 12 
|percent higher than in August, 
| 1948. The only other increases re- 
ported were by food stores and 
restaurants.—(T. D. Eaton). 

* + * 


| 
| 
| 
| 
| 


PROFIT! An inland-equipped 


lets you control quality of work New Orleans 


An even 1,300 new cars were reg- 
}istered in Orleans parish (New 
Orleans) in September, according 
to the New Orleans Automobile 
Dealers Assn. This compares with 
1,225 new-car sales in August of 
|this year and 855 in September of 
last year. 

New -truck registrations for 
September totaled 218, which was 
20 less than were registered in 


is efficient and impressive in 


August. 
New-car registrations by makes 
a good impression on our were: Chevrolet, 281; Ford, 250; 


we enjoy the 


Buick, 107; Studebaker, 105; Plym- 
outh, 105; Dodge, 96; Pontiac, 82; 
Oldsmobile, 64; Mercury, 42; Nash, 
25; Chrysler, 24; Cadillac, 22; De- 
Soto, 22; Hudson, 19; Packard, 17; 


it difficult to 
whose only qualifications 


“A feature especially appealing to us is the 
ease with which orderliness and cleanli- 
ness is maintained. 

“This department was set up as a relief 
from the poor quality of radiator facilities 
generally found; however, it has proven 
to be one of the most profitable in our 
operation.”"—P. C. Duckworth, Manager, 
VIRGINIAN MOTORS, Inc. 
Lynchburg, Virginia 


Lincoln, 13; Kaiser, 12; Willys, 9; 
|Crosley, 3, and Frazer, 2. 

New -truck registrations were: 
Ford, 65; Chevrolet, 44; Interna- 
tional, 39; Dodge, 29; Studebaker, 
15; GMC, 14; Diamond T, 4; White, 


3; Willys, 2, and Reo, 2.—(Gordon 
Hebert). 
* a + 
Pittsburgh 
Business in the Pittsburgh dis- 


trict dropped to its lowest point 
since June 1, 1946, in the week 
|ended Oct. 7, according to the Bu- 
;}reau of Business Research, Univer- 
sity of Pittsburgh. The continuation 
of the coal strike and the beginning 
of the steel strike were cited as 
the main causes of the decline. 

New-car registrations were af- 
fected, the report said, adding that 
sales had declined “counter-season- 
ally.” The bureau’s index for the 
week was 119.1, compared with 
145.8 in the preceding week. 

* * + 


Akron 
New-car sales improved some- 
what in Summit county (Akron) 
for the week ended Oct. 1, it was 
reported by the Akron District 





Automobile Dealers Assn. Sales 
totaled 379, against 369 in the pre- 
ceding week, and 291 in the com- 
parable week of 1948. 

Used-car sales also spurted. For 
the week ended Oct. 1, the total 
was 507, compared with 486 in the 
previous week and 267 in the same 
week in 1948. 
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Merchandising 


Memos to Dealers 


By Bob Finlay 





E HEAR from the country 

dealers that some are giving a 
twist to a prewar merchandizing 
technique. 

It used to be that country deal- 
ers would go to some pains to 
give a good deal to the loudest- 
mouthed guy in town. It was | 
better than newspaper advertis- 
ing to spread the news on trad- | 
ing. 

Now, according to Tom Frost, of | 
Warrenton, Va., some dealers in a/| 
line that was hot up until a meee | 
ago are telling the loud-mouth citi- | 
zens that they can’t make delivery 
for a couple of months, while the | 
common run of customer can get | 
his car right away. 

* + * 


Wholesaling Used Cars 


1 are many tricks in the 
used-car trade, but the secret | 
of the success of some of the best 
used-car wholesalers is that they | 
scrupulously avoid all of them. 

A lot of new-car dealers insist | 
that dealers should be good at both | 
retailing and wholesaling used cars. 
For efficiency in wholesaling, a 
dealer must have used-car contacts 
who trust him. 

We know of one who can move 
hundreds of cars in a few min- 
utes by phone. He can do it be- 
cause the used-car dealers he 
calls can depend on him to de- 
scribe the used cars he is offer- 
ing accurately and fairly. 

A letter from Jack Layton, who 
with Harold Henry operates the 
Denver Auto Auction, brings up| 
another channel for wholesaling. | 

Layton reports that several | 
dealers in other sections of the 
country send cars to the auction 
each week although they rarely 
attend in person. 

The only way an auction can get 
such business and keep it is to} 
maintain a reputation for honest | 
dealing. Such a dealer cannot buy | 
across his block or short-circuit | 
the bidding in any manner. 

Some of the tricks of the trade 
are smart merchandising, but those | 
that destroy confidence hurt more 
than they help in the end. 
* * * 


Public Fancy 


T THE moment, everyone 
+% seems to be talking television. | 
Some people can’t decide whether | 
to buy a car or a television re- 
ceiver. 

And there are auto dealers who 
see an angle in this. For instance, 
Regal Motors (DeSoto-Plymouth) 
recently advertised in Milwaukee 
that it would give away a televi- | 
sion receiver with each new Plym- 
outh or DeSoto sold in the next six 
days. 


* * + 


Home ona Slip 
N- DRETZEN, of Surrey Motors, 
tells how that dealership turned 
a slip in the Long Island Star- 
Journal into a vehicle for favorable 
reaction. 

This ad started it: 

“Pardon Us, Daniel (in headline 


type). 
“Look in the Webster Dictionary 
and you'll find some _ mighty 


thorough definitions of ‘service.’ 

“But if old Dan were around 
today driving a Lincoln or a Mer- 
cury and if he dropped in here at 
Surrey Motors for some of our 
Surrey-sure service, he’d prob- 
ably want to add some extra 
flattering words in his definition. 
“Yes, we’ve gone and surpassed 
Mr. Webster’s wildest dreams—and 
a lot of motorists’, too. Our acre 
of friendly, courteous Lincoln-Mer- 
cury service is sure worth a try 
Drive in soon. You'll like us. We’re 
at Northern Boulevard and 50th 
St.” 

The second ad said: 

“Pardon us, Daniel (crossed out) 
Noah! 

“Last week many of our cus- 
tomers kindly informed us that 
We were wrong. We had said in 
an ad that Daniel was the dic- 
tionary Webster. Our advertising 


man immediately committed 
hara-kiri, leaving this note: 
“‘T should have Noah-ed better. 


|But no matter who wrote the dic- 
;}tionary, Dan or Noah, I'll bet he 


would have said more flattering 


|things about the word ‘service’ if 


he could have tried it at Surrey 
Motors.’ Northern Boulevard at 
50th St.” 


* * 


* 

Other Gifts 
N DENVER, Acme Auto Sales 
marked _its 
gifts of silverware, portable radios 
and wrist watches with every used- 
car purchase amounting to $500 or 
more. In addition, toys were given 


* Linco/n LUBRICATING 





The Lincoln Masterluber speeds up lubrication 


service and builds profitable business. Its clean, functional 
appearance inspires customer confidence in the high quality 
of your work. The Masterluber is designed for use with one or 
two lifts, and permits two men to work at the same time, 
increasing lubrication volume, and speeding up your work. 


The Masterluber, a complete lubrication unit, houses three 
air-operated Lubriguns that pump direct from original 
refinery containers. Five complete hose assemblies — two 
chassis, two gear, and one air — are individually mounted 
on air-operated, automatic retracting reels. 


LINCOLN ENGINEERING COMPANY 
5709 Natural Bridge Ave. ° 


anniversary with | 





‘MOVING’ DISPLAY—The image on this new display medium appears to follow its audi- 
ence through an arc of 180 degrees. The illusion created by this medium for advertising, 
merchandising, display and decoration is shown in these photograohs, taken from the left, 
in front and from the right side of the same stationary Santa Claus head. Adaptable to 
any image, figure, design or trademark, Magicast displays are pressed from pre-colored 
sheets of Vinylite plastic so that the concave side is the viewing surface. The illusion, 
apparent from either side and from above or below, is accomplished without mechanics 
or moving parts of any kind. Commercial applications are now being produced to incor- 
porate the trademarks and promctional campaigns of a number of leading national adver- 
tisers. Made of Vinylite rigid sheet plastic by Wonder-Art, Inc., 251 W. 57th St.. New York, 19. 


called “courtesy Pays.” Each day 
two motorists receive citations and 
awards of five gallons of gasoline. 

Spotters on the lookout for 
examples of traffic courtesy take 
down license numbers, which are 


to children as well as refreshments 
for all. 


Radio Idea 


N TAMPA, Fla., Elkes Pontiac 
has an interesting radio program 


* * * 
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broadcast on the program along 
with a descrip*‘on of the incident. 

Then a letter of commendation 
goes to the registered owner, in- 
viting him te come in for the free 
gasoline. 

Eugene R. Elkes, president of the 
firm, reports that the program has 
created a lot of interest. 

* * * 


Guaranteed Inflation 
YHE Philadelphia dealer bulletin 
tells of an Ohio dealer who 
doubled tire sales in 10 days by 
guaranteeing tires or recaps pur- 
chased from him. He advertised 
that he would fix free for six 
months any flats in tires or recaps 
sold by him. 
+ 


Play Ball 


+ + 





tunities you have for selling “extra” 


N ITS used-car merchandising in 


Louisville, Riggs Motor (De- 
| Soto) is plugging the idea of a 
baseball contest among its sales- 


men. 
One of the ideas used was to 
print a picture of salesmen with 
a couple of specials assigned to 
each. 
Riggs has been pushing used-car 
sales with full-page ads. 


ENT * 


When Your Lubrication Department 
Looks Like This Your Customers Know 
You Do First Class Work 


Here is a typical Lincoln Business-Building Lubrication Depart- 
ment at Mullen Chevrolet Co., Los Angeles. The Lubreel cabinets 
are placed end to end with the Masterlubers for fast, efficient 
service. The more cars you can get on the rack, the more oppor- 
services. 





Eliminate Double Handling of Oil With 
Lincoln Motor Oil Cabinet Lubreel 


. Lincoln Cabinet Lubreels, used in combination with Air- 
Motor operated Fluid Lubricant Dispensers, provide the 
most modern and efficient method of transferring motor 
oil direct from original 55-gallon refinery drums to the 
crankcase. This eliminates double handling of oil, use of 
measures, funnels or can openers, and fully protects 
lubricants against contamination. 


Lincoln Masterlubers and other ‘‘Business-Building” equip- 
ment are fully described in Bulletin No. ..... Ask your 
Lincoln Wholesaler or write for it today. 
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NEW YORK. 
dealers to stop cutting car prices 
and to cease giving premiums has 
been issued by J. W. Farlow, gen- 
eral manager of the Automobile 
Merchants Assn. of New York, Inc. 

“If there is anything that de- 


‘Don’t Cut Prices’ 


Farlow Warns N. Y. Dealers Such Tactics 
*‘Demoralize’ Car Market 


| 


moralizes a market faster than dis- | 


counts, free merchandise and over- 


allowances, we have not yet come | 


across it,” he said. 


“The purchaser loses all confi- 
dence in list prices. He begins to 
wonder how much he can really 
get for his old car. And above 
all, he doesn’t buy until he has 
exhausted every avenue of sav- 
ing.” 

Farlow suggested that dealers 
take a little more time with each 
prospect and really sell. 


“We think you will be surprised 
at the results,” he said. 


The association official urged 
dealers to analyze their overhead 
to see how much it really costs to 
sell a car. 


Farlow also praised dealers who 
began real selling in September, 
“the back-to-work month for auto- 
mobile dealers.” He said it was 
such a bad month for dealers be- 
cause of record factory production 
in August. 


“The dealers we talked to,” Far- 
low said, “were doing a very good 
sales job. But try as they might, 
they could not get the cars out 
as fast as they were coming in. 
As one of our members said: 
‘We are still in a sellers’ market 
but the factory is doing the 
selling.’ 

“It is the considered opinion of 
some factions that if manufactur- 
ers would spend time in a study 










A warning to|of the trend of the market and 


not try to out-produce all rivals, 
everything would be fine for the 
rest of '49,” Farlow stated. 

After hearing gripes from dealers | 
on poor business last month, he 
asked: “Were we expecting too 
much in September? 

“During these postwar years we 
have lost track of seasonal trends 
in this business. In prewar years, 
according to NADA, September 
was generally the poorest new- 
car selling month of the year. 

“During the years 1935-39, the} 
sales for the last four months fol- 
lowed this pattern: September— 
sales dropped 26.5 percent below 
August; October—sales increased 
9.6 percent over September; No- 
vember—sales rose 32.7 percent over 
October, and December—sales_ in- 
creased 1 percent over November. 

“Check your August and Septem- 
ber sales to see how they compare | 
with the normal pattern,” he ad- 
vised. 








Texas Acts to Prohibit 


Sale of Bad Antifreeze 


AUSTIN, Tex.—A law requir- 
ing all brands of antifreeze to 
be registered before they are 
offered for sale was ordered en- 
forced by Agriculture Commis- 
sioner J. E. McDonald. 

The act, passed by the 5ist | 
legislature, was designed to | 
eliminate sale of antifreeze | 
which would injure engine cool- 
ing systems or make operation 
of the engine dangerous to the 
user. 
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| $15 from the franchised new-car 
|dealer from whom he purchased 
|his new car. In return, the bond 


| protects the owner against major 


4|mechanical repairs for two years 


or a distance of 30,000 miles, which- 
ever occurs first. 

| Stiefel said in this connection 
|that “dealers seldom pay out more 
|than 25 percent of their total re- 
|serves, built from the sale of the 
bonds, in service claims. 

| 2. The dealer pays Sovereign $159 


*\for the plan, in return for which 


he receives 200 PM service bonds, 
a like number of repair and service 
history forms, preventive mainten- 
ance charts and tabs, a 38 by 50- 
inch mounter blowup of a visual 
folder, a 14 by 17-inch certificate 
for showroom display, decals iden- 


DEALER SLAVIN JOINS PM PLAN—First preventive maintenance service bond in Chicago | tifyin ale authorized to 
ces to Phil Slavin (left), president of Keystone Chevrolet Co. Making the presentation is tifying the dealer as 


am Stiefel (right), president of Sovereign Pi 
and Stiefel. Ownership of a bond costs the 


an, Inc. Don Slavin stands between his father 
dealer's customer approximately two cents a 


day, and the plan is offered only to franchised new-car dealers. 


. * * 


Sovereign Pla 


CHICAGO.—The Sovereign Plan 
of service for franchised automo- 
bile dealers, featuring its preven- 
tive maintenance bond, has just re- 
ceived the 1949 award from the 
Direct Mail Advertising Assn. 


os . * 


n on Service 


Wins Direct Mail Award 


and reaching every car owner on) 


|the dealer’s mailing list. 

Samuel Stiefel, president of Sov- 
|ereign Plan, Inc., reported that the 
|program has been gaining fast in 
| popularity among dealers handling 


A factor in the award to Sov-|nearly every make of car, notably 


ereign Plan, Inc., which has 


its | Chevrolet, Buick, Ford, Chrysler- 


headquarters at 2900 S. Michigan | Plymouth, Nash and Hudson. The 


Ave., it was stated, is that the plan |COMpany — r 
setup calling for a representative 


has increased automobile servicing | 
of individual dealers by as much | 
as 40 percent. 

The situation normally, it was | 
added, is that seven out of 10 
car owners never return for serv- | 
ice to the place where they pur- 
chased their car. 

Another element influencing the | 


award was the regular, direct fol- 


is building a national 


in every state. 


“We have made contacts with 
factories as well as franchised 
dealers, even though the plan is 
one between dealers and our- 
selves,” Stiefel said. “It’s a case 
of our wanting to familiarize fac- 
tory executives with the plan.” 


Here is how the plan operates: 
1. The customer buys a service 


| issue the bonds, 400 oil-change tags 
imprinted with the dealer’s name 
‘and address, and 200 windshield 
| stickers. Several supplementary 
services of Sovereign are available. 


Stiefel estimates that each PM 
bond sold by the dealer to his 
customer will yield a profit of 
$128.82, besides helping the dealer 
to retain valuable contacts with 
the owner until he is ready for 
another new car. 

The Sovereign bond owner signs 
|an agreement to the effect that he 
|will bring in his new car to the 
dealer for lubrication every 30 days 
}Or at every 1,000-mile interval, the 
|visit to the service station being 
|for a specified list of inspections 
}and an oil change. Inspections are 
free and necessary work charged 
|for at regular rates. 

According to Stiefel, one of the 
| greatest advantages to dealers us- 
| ing the plan is that it enables them 
| more effectively to compete against 
| outside service stations and retain 
| the customer’s service business and 
|his desire to buy each new car 
from the same dealer. 


AUTOMOTIVE NEWS, the Newspaper of 
| the Industry, read by everyone who counts 
|} in America’s No. 1 Industry . an esti- 


low-up system created by Sovereign preventive maintenance bond for | mated more than 100,000 readers weekly! 
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The following advertised delivered prices | PLYMOUTH Deluxe P17 — 2-dr. sed., 
are based on factory retail prices at the | e ° | $1,507; Suburban, $1,855; bus. cpe., $1,- 
factories. They include dealer delivery | 385.75; Deluxe P18 — 4-dr. sed., $1,566; 
and handling charges and federal taxes. urren rices on ew u omo i es |club cpe., $1,534.25; Special Deluxe P18 
They do NOT include transportation 4-dr. sed., $1,644; club cpe., $1,617.50; 
charges, state sales taxes, or optional conv., $1,997; stat. wag., $2,387. 
equipment. 348.50; club cpe., $2,327.50; conv., $2,761; | club cpe., $1,511; Eight—4-dr. sed., $1,546; | bus. cpe., $1,633; Statesman Custom—4-dr.| PONTIAC—Streamliner Six—4-dr._ sed., 
BUICK—Special Series 40—4-dr. sed. 8-pass. sed., $3,037.25; lim., $3,163.50; | 2-dr. sed., $1,498.50; bus. cpe., $1,419.50; | sed., $1,897; 2-dr. sed., $1,872; club cpe., | $1,740 (deluxe, $1,835); sed. cpe., $1,689 
$1,925; 2-dr. sed., $1,872; bus. cpe., a. Saratoga—-(Presto-Matic standard) 4-dr. | Custom Eight—4-dr. sed., $1,637.50; 2-dr. | $1,894; Ambassador Super—4-dr. sed., $2,- | (deluxe, $1,784); stat. wag., 2,543 (de- 
819; Super Series 50—4-dr. sed.. $2,157: sed., $2,635; club cpe., $2,608.75; New |sed., $1,590; club cpe., $1,595.50; conv., | 064; 2-dr. sed., $2,039; club cpe., $2,060; | iuxe, $2,622); Streamliner Eight—4-dr. sed.,. 
2-dr. sed., 2,059; conv., 2,583: stat. Yorker — (Presto-Matic standard) - 4-dr. | $1,948.50; stat. wag., $2,263.50. Ambassador Custom—4-dr. sed., $2,223; | $1,808 (deluxe, $1,903); sed. cpe., $1,758 
wag., $3,178; Roadmaster Series 70 Sethe Srenre: 7 7. cree i FRAZER—4-dr. sed., $2,395; Manhattan | 2-4r. sed., $2,198; club cpe., $2,219. (deluxe, $1,853); stat. wag., $2,611 (de- 
(Dynaflow standard)—4-dr. sed., $2,735; | 98.<99-f9; sown CURTEY CORV., s%,° 4-dr. sed., $2,595; conv., $3,295. OLDSMOBILE S : — 4- | luxe, $2,690); Chieftain Six—4-dr.  sed.. 
2-dr. sed., $2,618: conv., $3150: stat, | 994-75; Crown Imperial—4-dr. sed., $4,- cao ee ee Fontes 76 — A-dr. sed.. | $1761 (deluxe, $1,856); 2-dr. sed., $1,710 
2 9: ; ates 714.50: 8-pass, sed., $5,278.75; lim., $5,- |, HUDSON Super Six — 4-dr. sed., $2,- | $1. (deluxe, $1,974); 4-dr. town sed., es 
wag., $3,734; Riviera, $3,203. \383.750 0 ne SEATS OS ims 9" | 206.50; 2-dr. sed., $2,156; club cpe., | $1,821 (deluxe, $1,963); 2-dr. sed., $1,758 | (deluxe, $1,805); club cpe.. $1,710 (deluxe, 
CADILLAC—Series 61—4-dr. sed., $2,-|~ 0, a 2,203.25; bus. cpe., $2,053.25; conv., §2.-| (deluxe, $1,900); club cpe., $1,732 (deluxe, | $)/300) (Pus. cPe.. $1,587; conv. deluxe. 
893; sed. cpe., $2,788; Series 62—4-dr. sed., |  CROSLEY—2-dr. sed., $866; stat. wag., | 798.75; Super Elght—4-dr. sed., $2,295.50; | $1,873); conv., $2,148; stat. wag. deluxe, te xe ames Eient—s-ds. sed., $1,899 
$3,050; sed. cpe., $2,966; conv., $3,497: | $894; conv., $866; Hotshot roadster, $861. |/2-qr sed.. $2,245: club cpe., $2,292.25; | $2,895; Series 88—(Hydra-Matic standard) seater wrens 2-dr. sed., $1,779 (deluxe, 
Coupe De Ville, $3,497; Series 60 Special— | DeSOTO—Deluxe—4-dr. sed., $2,006.25; | Commodore Six—4-dr. sed., $2,382.75; club |—4-dr. sed., $2,244 (deluxe, $2,375); 4-dr. | $1,574); club cpe., $1,779 (deluxe, $1,574); 
4-dr. sed., $3,825; Series 75—5-pass, sed.,|club cpe., $1,995.75; Carry-Ali sed., $2,-|cpe., $2,358.50; conv., $2,951.50; Commo-| town sed., $2,233 (deluxe, $2,364); 2-dr. | PUS che. $1,696: conv. deluxe. $2,206. 
$4,750; 7-pass. sed., $4,970; 7-pass. Im- | 210.50; stat. wag., $2,979.25; Custom— |dore Eight—4-dr. sed., $2,472; club cpe., | sed., $2,170 (deluxe, $2,301); club cpe.,/.04 $1 688.50: 2 ee eee 
perial, $5,170; 9-pass. sed., $4,650; 9-pass. | (Tip-Toe Hydraulic Shift standard)—4-dr. | $2,447.75; conv., $3,040.75. $2,143 (deluxe, $2,274); conv., $2,559; stat. | 00d.» $1.688.50; 2-dr. sed. §1.656.75;, club 
Imperial, $4,839. sed., $2,193.75; club cpe., $2,175.75; conv.,| KAISER — Special — 4-dr. sed., $1,995; | W288. deluxe, $3,296; Series 98 — (Hydra- aan at Gee, ne ete — 
CHEVROLET Fleetline Special 4-dr, | $2,598; 8-pass, sed., $2,882.75; Suburban | Traveler, $2,088; Deluxe—4-dr. sed.,  $2,- a standard)—4-dr. sed., $2,500 (deluxe, | oq. $1,730.50: club a $1,758.75. sol 
sed., $1,460; sed. cpe., $1,413; Fleetline | €4-, $3,198.75, |195; Vagabond, $2,288; conv., $3,195; Vir- | $3,594); | 2dr. sed. $2,426 (deluxe, $2.- | coe.’ $1662; conv., $2,086.25; Commander 
Deluxe—4-dr. sed., $1,539; sed, cpe., $1,-| DODGE—Wayfarer—2-dr. sed., $1,755; | ginian, $2,995. 520); conv, deluxe, $2,973; Holiday, $2,973. | nuwse“4-dr. sed.. $2,019.25: 2-dr. sed 
492; Styleline Special—4-dr. sed., $1,460; | roadster, $1,744.50; bus. cpe., $1,628.75;/ LINCOLN — 4-dr. sed., $2,574.50; club} PACKARD — Eight — 4-dr. sed., $2,249; | $1,987.75; club cpe., $2,014; Commander 
2-dr. sed., $1,413; club cpe., $1,418; bus. | Meadowbrook—4-dr. sed., $1,944.75; Coro- | cpe., 2,527; Cosmopolitan—4-dr. town sed., | 2-dr, sed., $2,224; stat. wag., $3,449; De- | Regal Deluxe—4-dr. sed. $2,140.50; 2-dr 
cpe., $1,339; Styleline Deluxe—4-dr, sed., | net—4-dr. sed., $1,944.75; club cpe., $1,- | $3,238; sport sed., $3,238; club cpe., $3,-|luxe Eight—4-dr. sed., $2,383; 2-dr. sed., |sed., $2,108.75; club cpe. $2,135; " conv.. 
$1,539; 2-dr. sed., $1,492; club cpe., $1,508; |931; conv., $2,346; 4-dr. town _ sed., | 185.50; conv., $3,948. | $2,358; Super — 4-dr. sed., $2,633; 2-dr. | $2,467.50; Land Cruiser 4-dr. sed., $2.- 
conv., $1,857; stat. wag., $2,267. | $2,029; stat. wag., $2,882.50; 8-pass. sed.,| MERCURY—4-dr. sed., $2,031; club cpe., | sed., $2,608; Super Deluxe — 4-dr, sed., | 327.75. a tae 
CHRYSLER Royal 4-dr. sed., $2,- | $2,634.25. | $1,978.50; conv., $2,409.50; stat. wag., $2,- | $2,919; 2-dr. sed., $2,894; conv., $3,350; WILLYS-OVERLAND Jeepster conv. 
153.75; club cpe., $2,133.75; stat. wag., FORD Six 4-dr. sed., $1,472; 2-dr. | 715.50. 7-pass. sed., $3,950; lim., $4,100; Custom | $1,602.22; 4-cyl. stat. wag. $1,708 89: 
$3,151; 8-pass. sed., $2,842.50; Windsor- sed., $1,425; bus. cpe., $1,333; Custom Six| NASH—wStatesman Super—-4-dr. sed., $1,- (Ultramatic standard)—4-dr. sed., $3,-|6-cyl. stat. wag., $1,814.14; " 6-cyl stat. 
(Presto-Matic standard)—4-dr. sed., $2,-|—4-dr. sed., $1,558.50; 2-dr. sed., $1,511; | 738; 2-dr. sed., $1,713; club cpe., $1,735; | 975; conv., $4,520. sed., $1,866.92. i 
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Appointment of Dennis A. Kuhn 
as parts and accessories manager 
for the New York district of Lin- 
coln-Mercury division, Ford Motor 


Co., is announced by James D. 
Platt, district sales manager. Kuhn 
was previously parts and accessor- 
ies manager for the Dearborn Lin- 
coln-Mercury sales district. He has 
been with Ford Motor Co. 17 years. 


* + + 
Purolator Products Elects 


Kovacs Vice-President 

Jules P. Kovacs, chief engineer of 
Purolator Products, Inc., Newark, 
N. J., manufacturer of automotive 


oil filters and 
other filtration 
equipment, has 


president in 
charge of engi- 
neering, Ralph R. 
Layte, president 
of the company, 
announced, 

Kovacs’ joined 
Purolator as a 





J. P. Kovacs in 1929, after 
studies at Newark technological 
institute and Newark college of 
engineering, and design work with 
Westinghouse Electric, Standard 
Oil Development, Durant Motors, 
Hyatt Bearing and Wright Aero- 
nautical Corp. He was appointed 
chief engineer at Purolator in 1941. 

* * * 


Minnesota Mining Names 


Vice-President Changes 


A new post for one of its vice- 
presidents and “added responsi- 
bilities” for two others have been 
announced by the Minnesota 
Mining & Mfg. Co., St. Paul, 
Minn. 

Lloyd A. Hatch, vice-president 
formerly in charge of the roofing 
granule division, has been as- 
signed the job of coordinating 
research and new-product devel- 
opment. 

The other officers are Clarence 
B. Sampair, vice-president of 
production, who now also heads 
labor relations, and C. P. Pesek, 
vice-president of engineering, 
who is now in charge of all com- 
pany property. 


* * * 


Studebaker Fills 2 Posts 


In Accounting Division 


Two new appointments in the 
national accounts division of Stu- 
debaker Corp. have been an- 
nounced by K. B. Elliott, sales | 
vice-president. 


J. C. (Jack) Sheppard has been | 
named manager in the Chicago 
office of the division and W. F.| 
McClellan succeeds him as repre- | 
sentative in the company’s Pitts- 
burgh region. Sheppard is filling 
the vacancy caused by the recent 
appointment of George E. Hammel 
as national accounts sales man- 
ager with headquarters in South | 
Bend. 


* * + 

Amann Heads Industrial Sales 
For Yale Lock Division 

A. Charles Amann has been ap- 
pointed industrial sales manager 
of the Stamford division of Yale 
& Towne Mfg. 
Co. it is an- 
nounced by 
Meade Johnson, 
general sales 
manager. 

Amann came to P 
Yale & Towne in 
July, 1949, from a 
the Illinois Lock 
Co., Chicago, 

A. C, Amann 






Which he served 
four years as 
vice-president and 
director of sales and advertising. 
In his new post, which consoli- 
dates the duties of several previous 
sales management operations, 
Amann will direct all sales of Yale 
locks and hardware sold to indus- 
trial customers, and Yale products 
used as components’ by other 
manufacturers. 
* * * 


Bearings Outlet 
Bearings Co, of America, Lan- 
caster, Pa., announces the appoint- 
ment of Waldeck & Beehen as 
sales agents to cover Wisconsin, 
Illinois and Indiana. Waldeck & 


Auto Personnel 


been elected vice- | 


design engineer | 
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Bechen has offices at 3637 S. 
Michigan Ave., Chicago 16. 
* + * 


Russell & Olson, Detroit, 


Named by Rotor Tool 
Rotor Tool Co., 17325 Euclid 
Ave., Cleveland, has appointed Rus- 


| sell & Olson Co., 15815 James Cou- 
}zens Hwy., 


Detroit, as exclusive 
agents for the Detroit-Toledo and 
Michigan areas. 

George Russell and Jack Olson 
represent 50 years in sales, engi- 
neering and service experience in 
the pneumatic and electric portable 
tool field, the Rotor firm an- 


nounced. 
* * * 


U. S. Tires Announces 


Personnel Changes 

J. C. Marshall, former St. Louis 
district manager for U. S. Tires 
division of United States Rubber 
Co., has been appointed manager 
of retail merchandising, according 
to J. C. Ray, sales manager. 


At the same time, B. H. Bowen 








The Ashtebula Hide & Leather Co., Ashtabula, Ohie «+ 
Conneaut Leather, Inc., Conneaut, Ohio + 
Eogle-Ottewa Leather Ce., Grand Haven, Mich. + The Lackawanna Leather Co., Hackettstown, N. J. 


was appointed Chicago district 
manager for U. S. Tires. H. R. 
Mack was named manager of truck 
tire sales, and C. G. Currie was 
chosen to head the product de- 
partment, a new section estab- 
lished at the company’s general 


offices in New York. 
« + . 


Franklin Steel Appoints 


Cobbledick, Cherry 
R. C. Ingersoll, president of 
Franklin Steel division of Borg- 
Warner Corp., has announced ap- 
pointment of Stanley E. Cobbledick 
as sales manager of the division 
Appointment has also been mad> 
of Samuel W. Cherry as superin- 
tendent of the Franklin plant, 
which is situated at Franklin, Pa. 

* * * 


Studebaker Names Robert 
Service Representative 

David F. Robert has been ap- 
pointed service representative for 
Studebaker Corp., with headquar- 
ters in South Bend, according to 
Roy B. Bender, general service 
manager. 

Robert's automotive experience 
dates back to 1932 when he owned 


 sbibing taba Map laveife gage 





production in the 
American manner was gained recently by 60 foreign students who toured one of Electric 


view of 


FOREIGN STUDENTS VISIT AUTO-LITE—A mass 


closeup 
where automotive coils and distributors are made. The 
students, guests of the National Assn. of Manufacturers on a 2,200-mile tour of American 
industrial establishments, represented 2! foreign countries. Ali engineering or science 
students, they had just completed a summer course at Massachusetts Institute of Technology. 


Auto-Lite Co.'s Toledo plants 


'and operated a service and repair | of trucks on a large scale construc- 


garage in the Detroit area. He has | tion job, compiled parts manuals 
managed and maintained a fleet| and worked on production. 





fpcbuiddtyand fiatineliin 


Genuine leather upholstery adds distinction 


and durability to any automobile . 


. for 


leather combines smartness of color and fine- 


ness of texture with ruggedness of service. 


Under normal wear and with ordinary care... 


genuine leather improves with use . . 


. takes 


on deeper, richer tones . . . and helps to pre- 


serve the value of the car. 


We suggest to designers and makers of auto- 


mobiles that the wider use of leather in uphol- 


stering their cars will gain acceptance from an 


increasing number of discriminating customers. 


THE UPHOLSTERY LEATHER GROUP 


TANNERS' 
100 GOLD STREET « 


Radel Leather Manufacturing Co., Newark, W. J. 


Blanchard Bro. & Lone, Newark, W. J. 
Delaware Tanning, Inc., New York, NY. 


COUNCIL OF AMERICA 
NEW YORK 7 
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METROPOLITAN DELIVERS TO ILLINOIS—Metropolitan Chevrolet Co., Springfield, Iil., 


has delivered a fleet of 54 Chevrolets to 


vehicles lined up in front of the dealership. 


Kelley Buick Expands 
Kelley Buick Co., 3415 N. High 
St., Columbus, O., has completed 
its expansion program, in the 
course of which is added 4,500 


CARBURETORS — 


the state of Illinois. Picture shows 27 of the 
E. W. Bates is the firm's owner. 


square feet of floor space, mak- 
ing a total area for the building 
of 50,000 square feet. The com- 
pany has increased its mechani- 
cal personnel 25 percent. 


AND CARBURETORS ONLY 
FOR NEARLY 40 YEARS 











NEW YORK. Major business 
|rating factors during September 
fully confirmed improving condi- 


itions of August, according to the 
composite opinion of purchasing 
agents comprising the business sur- 
vey committee of the National 
Assn, of Purchasing Agents as re- 
|vealed in the committee’s monthly 
| business survey report, 

Except for gloomy shadows 
cast over the general business 
picture by present strikes and 
the possibility of others, the cur- 
rent survey could be rated opti- 
mistic, the purchasing executives 
said. Business factors reported 
up included production, price 





Business On Upgrade 


Labor Unrest Is Only Blot on Economy Picture, 
According to Purchasing Agents’ Survey 


trends, order bookings, inventory 
position and employment trends. 

The survey report declared, how- 
ever, that despite the many indica- 
tions of business improvement, a 
cautious “be - ready - for - anything” 
attitude will remain a major influ- 
ence while so much basic industry 
is threatened with labor disturb- 
ances. It added that “an unmeas- 
urable” amount of current produc- 
tion may be for “protective pur- 
poses.” 

Appearance of the best trend in 
production schedules since last 
October, with 50 percent of the 
plants reporting increases and only 








You Can Depend on the Name 


IROMBER 








REG. U. S. PAT. OFF 


for the finest carburetion 


ECLIPSE-MACHINE DIVISION OF 


© Standard Equipment Sales: Elmira, N. Y. 
© Service Sales: South Bend, Ind. 


AVIATION CORPORATION 






10 percent showing declines was 
noted by the committee. 

New orders continued to advance 
at the same rate as in August; 45 
percent were up, while 39 percent 
maintained previous backlogs. 

Prices firmed for the second 
consecutive month, with only 8 
percent showing further declines. 
At the low point of the recent 
trend, 79 percent reported lower 
quotations in June. 

Although inventories are being 
reduced further, turnovers are im- 
proving, the survey found. Employ- 
ment was up, though still lagging 
behind the production increase. Im- 
proved worker productivity was re- 
ported. 

The survey found that industrial 
buying policy is still short-range, 
with 86 percent reporting 60 days 
as the limit, but there is a slight 
movement from 30 days to 60 days 
within that commitment spread. 


Foreign currency devaluation has 
caused some pessimistic specula- 
tion, the survey found, but the pre- 
dominant belief is that it is too 
early to determine the probable 
effect on business and prices. 


More strength was shown by 
commodity prices in September, 
confirming August’s trend toward 
stability. Of the few taking an 
upward course, most of them 
were reflecting recent price in- 
creases. 

Competition is keen, the survey 
further found. Much inquiry was 
reported in heavy goods industries, 
but few orders were being placed. 
Several reports indicated increased 
sales volume is_ yielding lower 
profits. 

The committee found that pur- 
chased inventories were down 
again in September. The rate of 
decrease has lessened, reflecting in- 
creased production demands, which 
also expand new orders for replen- 
ishment, Supply is generally in 

;tune with demand, according to 
the survey. 

Turnover rates, which have been 
generally reported to be satisfac- 
tory over the past several months, 
| were considerably better in Sep- 
|tember. Of those reporting, 83 per- 
cent indicated a substantial im- 
provement. 

There was a further drop in 
September from the “hand-to- 
| mouth-to-30 days” buying policy 
| which prevailed a few months 
| back, the committee disclosed. In 
| July 70 percent were in this class, 
as against 64 percent in August 
and 57 percent in September. A 
corresponding increase in the 60- 
day column was noted, but 98 
| percent were still 90 days or 
| under. 
| Specific commodity price changes 
| reported showed increases in fatty 
|acids, alcohol, building materials, 
chrome pigments, fuel oils (in the 
|east), scrap iron and steel, upper 
grades of lumber, menthol, china, 
wood, oil, paper, cement and soap. 
Lower prices were reported for 
aniline, chipboard, camphor, cast- 
|ings, cotton twine, electrical sup- 
| plies, forgings, metal-cleaning sol- 
| vents, lubricating oils, paints, mold- 
ed plastics and phosphates. 

Listed as in tight supply were 
aluminum, brass mill products, bur- 
lap, pipe and some steel items. 





Portland Dealers 
Offer Customers 


Gifts, Discounts 


PORTLAND, Me.—With Portland 
automobile dealers back in the buy- 
|ers’ market, many are pulling all 
the strings of the trade in an 
attempt to capture sales. 

Champion Motors, Inc. (Ford), 
has been pleading with the public, 
via radio and direct mail, to bring 
station-wagon customers to them. 
The company offers to give a set 
of snow-tread tires and tubes to 










anyone phoning or mailing the 
name of a prospect to whom a 
sale is made. 


E. Hansen Co. (Studebaker), has 
been offering an “exclusive lifetime 
guarantee” on all used cars, plus 
“only 24 percent down and up to 
24 months to pay.” 

In an attempt to move late-model 
cars, Couri Motor Co. (Pontiac), 
has been advertising the gift of 
four first-line tires to customers 
who purchase any 1946-48 car. 

Maine Motors Co., one of the 
city’s largest used-car dealers, has 
Slashed prices from $100 to $400 
and is offering terms of $25 down 


, with two years to pay. 
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AUGUSTA, Ga.— Used-car deal- 
ers in this area report that sales 
1ave increased 40 percent in the 


vast six months. The _ increased 
ales volume is attributed to price 
cuts, according to most operators. 

The easing of credit terms to 
permit longer monthly payment 
periods is also credited with hav- 
ing drawn into the market many 
farmers and other prospects who 
weren't concerned about down- 
payment restrictions, but who 
didn’t like high monthly payments. 

90-Day Guarantee 

Used-car operators in this area 
sell cars on a 90-day guarantee. If 
anything goes wrong within that 
period, the vehicle is replaced free 
of charge. The system is said to 
result in unusual customer good- 
will. 

Dealers here are expecting a 
“little slump” in used-car sales 
in the next four months, princi- 
pally because of the poor cotton 


crop and increased unemploy- 
ment. 
One operator in Waynesboro, 


Ga., said he did $21,000 worth of | 
business in the first two weeks in 
September. He employs two men |} 
who travel the community once | 
each month, contacting farmers | 
and other prospects for cars, trucks 
and parts. 
Used Trucks Hold 

The system has been so success- 
ful that several other used-car 
dealers are reported to have 
adopted the same methods to 
increase sales. 

Used-truck sales are reporting to | 
be holding up very well since many | 
farmers in the area are more inter- | 
ested in trucks than they are in| 
cars. 

Chevrolet and Ford trucks are 

the best sellers, dealers claim, 
while Ford, Chevrolet, Plymouth 
and Dodge are tops in the used- 
car field. 

Installment credit outstanding on 
motor vehicles in Augusta and sur- 
rounding communities is reported 
to have increased $117,000 since 
March 1. 





Indiana Begins Probe 


Of Auction Operators 


INDIANAPOLIS. — An investiga- | 
tion aimed at stopping the illegal | 
sale of used cars at auction has | 
been announced by Charles F.| 
Fleming, Indiana secretary of state, | 
who revealed that William Fry had | 
been assigned to investigate all | 
auction dealers in the state for | 
possible audit of their records, | 

The investigation was prompted 
by reports that “title jumping” has | 
become prevalent in the state. | 
Fleming said there are from 13 to 
17 auction marts in operation in| 
Indiana. 


* * * | 
Former U. C. Dealer 
Convicted in Theft 

SANTA FE, N. M.—After waiv- | 
ing a jury trial, Arthur Seefeldt, | 
former Albuquerque used -car| 
dealer, was convicted here by U.S. | 
District Judge Carl Hatch on one | 
count of violating the National | 
Motor Vehicle Theft Act. 

Seefeldt must face three other 
charges on Oct. 24 involving receiv- 
ing and concealing a stolen auto- 
mobile and other national motor | 
vehicle law violations. 

* eo - 


Michigan Dealers Meet 


Tuesday at Flint 
FLINT.—Election of new officers 
of the Michigan Used Car Dealers 
Assn. will be held at the Durant 
hotel at 8 p.m., Oct. 18. All inter- 
ested used-car dealers are invited | 
to attend the meeting. | 
H. H. Shuart, analyst, will ad- | 
dress the meeting on the es | 


“Air Bubbles in the Gas Line,” 
describing the imminent problems | 
facing the automotive industry. 

+ + * 
Membership Picking Up | 
For National Used-Car Group | 

DETROIT.—Margaret Corell, of | 
the National Used Car Dealers | 
Assn., reports membership pick- | 
ing up. 

During September, 29 new mem-' 


bers came in, including Farming- 
ton Ave. Garage, Berlin, Conn.; 
Plaskon Motor Sales and Mt. Car- 
mel Motors, Hamden, Conn.; Mer- 
riam Motor Sales, Nate’s Used 
Cars, Setaro’s Willys Motors and 
Standard Used Car Exchange, New 
Haven, Conn.; Kochin Motors, 
Terryville, Conn.; Serkey’s Auto 
Exchange, Torrington, Conn.; Brass 
City Used Cars, Waterbury, Conn.; 
Madison Motor Sales, Bridgeport, 
Conn.; Rodgers Bros. Motor Co. 
and Dutton Long Used Cars, Ocala, 
Fla.; Patterson Motors, Inc., Jack- 
sonville, Fla.; Illinois Auto Mart 
and Selz Auto Mart, Chicago; 
Brand Brothers, Avilla, Ind.; Rus- 





neta 
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SALES BUILDER—Culver Motors (Pontiac), Cedar Rapids, la., 
day this lot was opened. To the extreme left, in front of the ''spot'’ car, 
sign featuring the ‘'special'’ message. 


“ 


A GOOD WILL 


PONTIAC! usep cars 


sel Stonebraker, Fort Wayne, Ind.; 
Purcell Motor Sales and Jerry GM of Canada 


Lynch, Detroit; William (Bill) 
Nagy, Lapeer, Mich.; Myers Motor 
Sales, Grand Blanc, Mich.; Engel 
Motor Sales, Grand Rapids, Mich.; 
Kaye’s Auto Exchange, Inc., Al- 
bany, N. Y.; Colony Motor Sales, 
Coakley’s Used Car Sales, Gardner 


falo. 







Plans New Plant 





sold 17 used cars the first 
is a changeable 


| good until Dec. 31. A General Mo- 
| tors spokesman said the company 
| plans to build a plant which will 

provide additional facilities for 
| handling of parts and accessories. 


OSHAWA, Ont, — City council} At present, these items are dealt 


granted General Motors of Canada, 
Ltd., an option for purchase of 21% 


with in quarters in the main plant. 
The company said details of 


| Motor Sales and Roth Motor Sales, |@cres of land for a factory site in| plans for the proposed plant still 
Toledo; M & C Motor Sales, Buf-|a new industrial area in Oshawa’s 
southeastern section. The option is 


were being considered and could 
not be made public. 


Hs IMPORTANT 


TO TALK TO THE 
PEOPLE WHO CAN 


Mr BE 


YOUR PRODUCTS 


—|hawk Mfg. Co. 


| 


33 


4 New Directors 


On MEMA Board 


NEW YORK.—Four new direc- 
tors have been elected by the 
Motor and Equipment Manufactur- 
ers Assn. for the 1950-1952 term. 
They are: G. W. Andrews, Andrews 
Mfg. Co., St. Louis; R. A. Strana- 
han jr., Champion Spark Plug Co., 
Toledo; J. M. Wells, Ingersoll-Rand 
Co., New York, and G. O. Wherley, 
Timken Roller Bearing Co., Can- 
|ton, O. 


In addition to the foregoing, 
other members of the MEMA board 
|of directors for 1950 are: J. W. 
|Anderson, Anderson Co., Gary, 
Ind.; W. S. Coles, Shaler Co., Wau- 
pun, Wis.; G. H. Goehrig, Black- 
Milwaukee; C. O. 
Kleinsmith, National Carbon Co., 
New York; S. H. Phillips, Dole 
Valve Co., Chicago; C. J. Schuep- 
bach, Sunnen Products Co., St. 
Louis; G. W. Sherin, E. I. du Pont 
de Nemours & Co., Wilmington, 
Del., and E. J. Wilcox, J. H. Wil- 
liams & Co., Buffalo. ; 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 








See the back pages of this issue. 


ain retailer knows that in his own community there are large-spending groups, 


medium-spending groups and minimum-spending groups. 


He naturally wants to attract as many of the total as possible, but certainly the larger- 


spending groups represent the most desirable and profitable customers for him. 


; HAT is why the Chicago Daily News holds such an outstanding position among 


advertisers in the Chicago market. It reaches into the HOMES of those who have many wants, 


plus the means to satisfy those wants. 


Yes, It Takes a Lot 0° Buyin’ to Keep Good Homes a’ goin’ and advertisers are in- 
deed fortunate in having this one medium that numbers CHICAGO’S MOST IMPOR. 


TANT MILLION as its reader friends. 


px» when you consider that this great Chicago market is equal to the combined 


cities of Cleveland, Cincinnati, Indianapolis, St. Louis, Kansas City and Minneapolis, you realize 


further what a really important and economical medium the Chicago Daily News is for you. 


CHICAGO DAILY NEWS 


For 73 Years Chicago’s HOME Newspaper 


JOHN S. 


KNIGHT, 


Publisher 


DAILY NEWS PLAZA: 400 West Madison Street. CHICAGO 
DETROIT OFFICE: Free Press Building 


NEW YORK OFFICE: 9 Rockefeller Plaza 
LOS ANGELES OFFICE: Story, Brooks & Finley, Inc. 
624 Guaranty Building 


MIAMI OFFICE: Herald Building, Miami, Florida 











Affecting Factories and Dealers .. . 


Auto Advertising 


than 6,000,000 





By George Deery cars that are 
Associate Editor 12 years old. 
Automotive advertising in 1950 * ’ * 
will remain at about the ‘49 level, Schirmer Goes Up 


according to a survey among 364 
. y S E. A. Schirmer has been named 


of the 502 members of the Assn, of | , : . 
National Advertisers, as reported at | Xecutive vice-president of Crowell- 


the 40th annual meeting of the 
association in New York last week. | 
The survey disclosed proposed 
increases in the advertising of 
gas and oils by 58 percent. 
Thirty-five percent of those re- 
sponding expected sales this year 


last 
has 


nounced 
week. He 


dent in charge of 
the western divi- 
sion with head- 
quarters in De- 


it since last 
percent thought they would be eo ee oe 


|to each magazine after 
over | 


|Collier Publishing Co., it was an-| 


| 


been vice - presi- | 


February. In his | 
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in the field of magazine surveys. 


The survey, covering the Post and | 
weekly magazines— 
and Look—was de- 


three other 
Collier’s, Life 


signed to find out what happens 


the home. 


This new approach was to de- 
termine certain basic impact fac- 
tors: How much time regular 
readers spend with each maga- 
zine; how often they return to it; 
which magazine was considered 
by regular readers as the most 
reliable; in which magazine do 
regular readers pay the most at- 
tention to advertising; which 
magazine gives the reader the 
greatest confidence in the prod- 
ucts advertised, 


it enters 


To the question, “How much time 
do you spend with a magazine?” 


the same and 38 percent thought new ve |the regular realers answered as 

» a position he} . ' ae 
they would be lower. On the will be in New| Sgt pa 2 ae and a 
profit side of the picture, 1949 utes; ollier’s, ours an : 


York. Schirmer, a | 
former president | 
of the Adcraft| 





to exceed those of last year; 26 


against 1948, 21 percent thought 
they would be better; 26 percent, 


the same, and 47 percent worse. | oiuh in Detroit, came to Detroit | 
One of the speakers at the open-| from San Francisco in 1935. | 

ing session, Wesley Lindow, vice-| Crowell-Collier publishes Collier’s, | 

president of Irving Trust Co., said| American and Woman’s Home | 

that automobile consumption has | Companion. 

not yet been adjusted to present | * * * 

levels of high national income with | S 

expanded employment and that the | Post Survey 

industry still has a job to do to| 


| 
| 


E. A. Schirmer 


|said the 


minutes; Life, 1 hour and 35 min- 


utes; Look, 1 hour and 35 minutes, | 
Women 
a few more minutes with| 


according to the survey. 
spend 
their magazines than men. 


To the question of which maga- 
zine gives its readers the most con- 


fidence in the products advertised 


the survey showed: 54.9 percent! which appeared on Dodge outdoor | 
17.2 percent said 


Last week the Saturday Evening | Collier’s; 35.8 percent said Life; 16.1 


Post; 


provide replacements for the more! Post took off in a new direction | percent said Look. 
- — The other questions in the sur- 


leadership, the Post adds 


|vey produced the same pattern of 
| Post 
People return more often to the| 
| Post; believe it more reliable, and | 


pay more attention to its adver-| 





San Diego 
Retail Drug 
advertisers 


sive 99% 


preference 
to the UNION 
and TRIBUNE-SUN 









HERE is an excellent guide for national adver- 
tisers in any field! Media Records of retail drug 
advertising prove that it is both safe and wise to 
concentrate your San Diego newspaper campaign 
in the San Diego Union and Tribune-Sun. Get 
greater impact for your sales message by making 
just one “buy’’... follow 
the lead of retailers who 
are analyzing results of 
store sales daily! 


The UNION and TRIBUNE-SUN 


carried 213,980 lines of retail 
drug advertising the first 6 
months of 1949...91%! That's 
leadership. 


Ask the West-Holliday Man! 











announced 
jearly last summer, the automatic 


no-shift is to be heavily 


tising. 
* * * 


|Kegler Show 


Floyd Rice (Ford), Detroit, has 
purchased WXYZ-TV’s new hour- 
long bowling jackpot program, 


All bowling alleys in Greater 
Detroit will participate by offer- 
ing contestants for the program. 
Six contestants selected weekly 
will bowl for silver dollars and 
merchandise awards, each choos- 
ing a category he thinks he can 
make. 


* * * 


| Ad Drive on Drive 


For the first time since Packard 


its Ultramatic 


device 


emphasized in advertising. 


Packard’s fall advertising sched- 


| ule, starting this month, centers on 
jthe drive coincident with comple- 


drive 


tion of a $7,000,000 expansion of | 


|company facilities for 
manufacture. 


its volume 


Newspapers—1,145 in 1,104 cities 
—magazines and outdoor adver- 
tising will be used on the theme: 
“The Last Word in automatic, 
no-shift control!” The first news- 
paper schedule, set for the week 
of Oct. 17, will be followed the 
next week by another. Appear- 
ing over dealer signatures, the 
advertisements invite readers to 
“Come in now ... we want you 
to drive it!” 


| 





| 
| 
| 


DODGE DEALERS SHOW MOVIE SHORTS—Dodge factory and agency executives super- 


vised the editing of new Dodge talking animal film shorts, produced in Hollywood for use 
by dealers in movie theater advertising and for TV commercials. At production conference 
are, from left, Marvin Young, director of radio and television, Ruthrauff & Ryan, Inc., Holly- 
wood: K. S. Pratt, R & R account executive, Detroit; Jerry Fairbanks, Hollywood film pro- 
ducer, and Ray Ayer, Dodge sales supervisor. 


| Dealer Film Shorts 

a a a a ” For “ane commercials, there 
ie heel , ey ; 

precoeygtag: om tecrorgee ng tye |are an additional six films of 60 

a ds running time. Dodge has 

| rection of Dodge Sales Supervisor |v immmediate plane for aawide 

| Ray Ayer, the movie shorts feature | television, but the factory is par- 

| the polar bear, giraffe and flamingo | ticipating with dealer groups in 

sponsoring local TV shows and spot 

| posters and in newspaper advertis- | announcements, it states. 

les . * * 

ing last spring. Owls have been * 

‘added to the cast to symbolize| Walter Named 

| wisdom. Fawcett Publications, Inc., an- 
In the films, real live animals | ”0unces the appointment of Har- 


. : land G. Walter to be in charge 
ee i cae a of its new advertising sales office 


* 
\ film is for the dealer’s name and 








synchronized with mouth action 
so that they seem to talk and 
sing. E. C. Quinn, Dodge general 
sales manager, said the films are 
equally suitable for dealer adver- 
tising in movie theaters and for 


| to be opened in Detroit. Adver- 


tising sales for Fawcett Women’s 
Group, True, Today’s 
Mechanix Illustrated and_ the 
Fawcett Comics Group in the 
Detroit territory will be handled 
out of this office. 


Woman, 


use as television commercials. Walter was formerly Detroit 


13 | 


“Make It and Take It,” to be For use in movie theaters, representative for Parade and 
| Salen iC films of 40 seconds running time| Cleveland and Detroit represen- 
| telecast Mondays, 10-11 p.m., , . : 
| BST. are available. One-third of each! tative for Look. 











0 Services the 
Cars YOU Sell? 


ou can actually increase your service 
sales 20% in the first year, when 
you use the Amalie Plan! What’s 
more, you build future car sales, 
because the Amalie Plan brings 
your cars back to you for service! 


1 « Your Name Guarantees the New 
Cars You Sell! 


Imagine a 30,000 mile guarantee—in your 





A full-page four-color advertise- name—on every new car you sell. But the 
FTP Re ee ia. per ran Spas ment in the Saturday Evening Post | risk and expense is all ours! No other oil 
Y ME ee * = nine —— illus- | refiner gives you this sensational opportu- 
a 5 rations. Insertions will follow in| hier id vour re : Se anant 
PID Diego Time of Oct. 17; Newsweek m4 nity to build your reputation this way! 
so ae te aces) AP ae 
29; rs r, Oo, & e | i 1 ti: i 1 
T N | 8) N a fT d Tl by ; i Ti N 7 < U i November issue of Holiday. TO THE DEALER w Tou Ge eir Lubrication business: 
, : ae ; R 4 “Shiftless .. . and very proud of | It’s simple as can be. To keep the 30,000 mile 
Union Tribune Publishing Co., San Diego 12, California it!” wilt be the caption of a No- outta guarantee in effect, your car customer uses 
vember advertisement on the mag- : l ie P 3 ia WV r Oj 
REPRESENTED NATIONALLY BY WEST-HOLLIDAY CO., Inc. |azine schedule. | nite 
New York + Chicago + Denver + Seattle + Portland » San Francisco + Los Angeles The Detroit office of Young & ; fox tale ; ratag” : oo a 
Rubicam, Inc., handles the Packard | ee Se 
er aa |} account. | 
| sin 3 Year-Round Direct-Mail Foll 
. a - irect-Mali Frouow up 
SALE—SPECIAL!!!—SALE Reps Elect 
DEALER Wallace E. Bates, Detroit man- Done For You! 
- — ese serge a was | Six times a year, every one of your new-car 
LICENSE PLA i E CLIPS enian ge rage lla a oa ASK YOUR customers gets personalized mailings that sell 
| Newspaper Representatives. — AMALIE your individual service. Better than 95°% of 
saetinieaiaemeiaiitiiatntiaiiaicinaiiaaaiaiaiaaiatiniiienas ‘a eens | Don A. Jansen of Cresmer and DISTRIBUTOR the work is done for you. The record shows 





LIMITED OFFER! 
Each in Doz. Lots When | 
5 Check Is Enclosed With Order 
29¢ EACH, C.O.D. 


BELL AUTO SUPPLY 


Phone—Oliffside 6-3334 
Orders Shipped Prepaid in Lots of 12 or More 


@ Cadmium Rustproof Springs 
e@ Heavy-Duty Bronze Ends 
e Spring Ends Double Looped 









7223 Anderson Ave. 





| Advertising Service, 


to 
|George S. Dix of the Philadelphia 
| Inquirer, and for a term of one 


Woodward, Inc., was elected vice- 

president; C, F. Taylor, Hearst 

secretary, 

and C. A. Miller of the New York 

Times, treasurer. 

Elected for a term of three years 
the board of directors was 


GUARANTEED |year, Don Corson of Maloney, Re- 
|gan & Schmitt. Richard T. Healy 

|}of Reynolds Fitzgerald, Inc. a 

Oliftside Park, N. J. |member of the board last year, 


‘continues in office for another year. 


ents 


your service sales jump 20° in a single year. 
Yet this nationally-known follow-up system 
costs you a fraction of its normal cost! 


is PENNSYLVANIA E 


MOTOR OIL 


FOR DETAILS 


Veen | 


AMALIE DIVISION 
L. Sonneborn Sons, Inc. 









300 Fourth Avenue, New York 10, N. Y. 
Refineries: Petroliaand Franklin, Pa. @ Plant: Nutley, N. J. 
In the Southwest: Sonneborn Bros., Dallas 1, Texas 


= 
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Taft-Hartley ‘As Is’ 


Secretary of Labor Doubts Any Revision Action 
. T . 
Until Next Congress in 1951 ards coverage,” he sald. “But out 
budget was increased this year 


By Mac Gordon tie in their pension plans with ts > os a 
Associate Editor social-security payments will now a i + Ce a ee 
DETROIT.—The Taft-Hartley | be advocates of higher benefits,” he Vo. more spendily. hom helene. 
law will probably stay on the books | forecast, “even though their own) Tobin deuiined comment on the 
“as is” until the next Congress con-| social-security burden will be en- steel and coal strikes. He wae ia 
venes in January, 1951, Secretary of larged. In the long run, the social-| pt ioit to address a meeting of 
Labor Maurice Tobin conceded here | security extension will save the the First Frid Ch b 
Oct. 7. |companies more.” ee ee a eee eee 
Passage of the Administration- Tobin said the Administration N H C R a ‘ 
backed repeal measure at the next, was satisfied with the new mini- | z 
KELLER DELIVERS AMBULANCE IN MARYSVILLE, PA.—Funds for the purchase of this | Session of the current Congress this| mum-wage law as passed in both |* °° - UarP egistry 


” a * | 
completely-equipped Chevrolet ambulance were secured through the Civic Club and public| January is “extremely doubtful the Senate and House versions. [A All ° P k 
donations of citizens residing in and near Marysville, Pa. Louise Bratton, president of the | unless the Democrats win sweeping! The bills were still in conference t time ea 


committee at the time the secre- 
tary was in Detroit. 

“The Labor department's enforce- 
ment problems will be increased 
because 2,000,000 more workers will 
be brought under Fair Labor Stand- 











ulin tte Gate accepting delivery of the unit from Maynard Keller, election victories this fall, he said. | . : a | CONCORD. N. H. (UTPS)—With 
; As possible November indica- | Seryice Poster Firm |five months left before the new 
tors of the trend in national | April registration period, Motor 





Changes Its Name | Vehicle Commissioner Frederick N. 


e . _the 
labor legislation, Tobin pointed to | 
Dealer Selling Tech niques | the Seunte election in New York, | DETROIT.—The firm of Van|Ciarke reported that as of Oct. § 


the congressional election in San | Houten-Rankins, Inc., formerly at/ registrations of passenger cars in 





and 
Seen Im rovin in Neb | Francisco and the gubernatorial | 1020 Dime Bldg., Detroit, distribu- |New Hampshire had hit an alltime 
there Pp 8 - campaign in New Jersey. | tor of national service posters, has | record. 
f 60 The cabinet member described | been changed to Van Houten, Inc.,/ There were 120,701 vehicles listed 
has LINCOLN, Neb.—Alert salesman- |outh, 43; Pontiac, 20; Studebaker, | Ford’s new pension plan as a “good and is located at 16141 Harper, De-|in this category, he said, as well 
work , ship is now apparent in the new- 24, and Willys, 2. |plan,” explaining that it provides | troit 24. ices __|as 29,456 truck registrations, com- 
par- car field in this area. September) Trucks: Chevrolet, 12; Dodge, 5;|the company with protection in| New and expanded facilities will | pared with 30,082 for all of the pre- 
gs in new-car sales were 393 as against | Ford, 17; GMC, 5; International, | case federal social-security assess-| permit the firm to do a better job| vious year. Passenger-car regis- 
spot 386 in August in Lancaster county | 35; Studebaker, 2; White, 1, and | ments and payments are increased. | of serving customers, according to trations for the entire year of 1948 
(Lincoln). | Willys, 1—G. W. Kune. “Managements such as Ford that | R. D. Van Houten, president. | totaled 112,481. 
Truck dealers have concluded, as | _—@ —@ —@£ —@- —££—H#_____ —— ns 
one veteran expressed it, “two 
months of nightmare.” It is re-| 
an- ported that the market is leveling 
lar- off with quotations somewhere 
irge near the cost of the trucks on 
fice dealers’ floors. Sales were 78 in 
er- September and 70 in August. 
en’ s Used-car prices, according to 
Lan, most reports, are still on the de- 
the cline with customers choosy and 
the hard to please. 
led Concerning the August and Sep- 
tember markets, Ellsworth Duteau 
roit of Duteau Chevrolet, president of | 
und the Nebraska New Car Dealers | 
en- Assn., said: 


“There is considerable specula- | 
tion among car buyers now in early 
a anticipation of the 1950 models, 
and just as much rumor as there 
is speculation. Frequently the ru- 
mor is passed from one person to 
another with conviction and the 
stamp of authenticity. As the year 
draws nearer to its close, this spec- 
ulation naturally adds to the sell- | 
ing problem of many dealers. 

} “Although many reports assert 
that used-car prices are holding 
to post-Labor Day levels, and no 
pronounced decline is expected, 

— it is my sincere conviction that | 
a general decline is still in pro- 
cess but that the price level of 





ice used cars (especially older used 

cars) is already so close to a nor- 

en mal depreciated status in relation 

. to the current prices of new cars, 

t’s no pronounced decline can be ex- 
pected.” 

Ss, Duteau said that the new-truck 


market which became almost in- « - 
gs active in many localities through for quick accurate check of results 
the impact of heavy production | , 
e! and large inventories, generally | 
shows more signs of life as produc- | 
tion has fallen off and _ buyers | 
again evince more interest. | 


“Ss dealers dict,” he said, | ‘ . 

“nat” the "ah ay “10d ag | In The Cleveland Press, you get all of the three R’s—readers, results and research. This 
cutting, in an effort on the part of | powerful newspaper not only gives you advance confidence of positive results but also 

ur some dealers to reduce inventory ° : . . . : 

ae and tnesense the cath balances is maintains elaborate research machinery to give you a quick, accurate and conclusive 

oil about over and the competitive, | measurement of those results. 

tu- profit-wise market is returning as | Bs ‘ 

. the leveling-off period becomes | Here, “research” means research, with the accent on the search. It never means ancient 
eT ee » ti statistical hash or dressed up merchandising service. Scientific consumer research and 

e usea-truc marke is e- | ae ° 

! cidedly anemic and some dealers | up-to-date statistical analyses conducted by and for this newspaper cover almost all 

“t face — problem - a gteosony - actively advertised product classifications. 

1le inventory comprised of many used | 

$e trucks taken in at prices consider- Repeated Home Inventories, Annual New Car Sales Analyses, Annual Liquor Sales Analyses, 

‘ bly ab P : , : 

= | jane tas os ee oe Semi-annual Grocery Distribution Studies, the continuous Cleveland Consumer Panel and 

” “Everywhere one finds concern special analyses of other classifications are typical of a research program that is outstand- 
selee te Ware Tak, Gaieces. ing in the moda Herd. 
uit ll associated industries. | Furthermore, all of this research is made for you, the customer. It is not cluttered with 
aaameane Where is this rie sugar-coated sales material. Your good will, plus our dominant coverage and advertising 
to end, and when?’ There is also | pull are all we need to sell alert advertisers like you on the extra value of this newspaper. 

ar considerable conversation over | 

ell the Russian A-bomb and the 

of English monetary devaluation.” 

vs New-car and new-truck sales in 


Lancaster county by make for Sep- | 
, tember were: 
m Buick, 28; Cadillac, 8; Chevrolet, 
81; Chrysler, 14; DeSoto, 8; Dodge, 
19; Ford, 96; Frazer, 1; Kaiser, 4; 
Lincoln, 3; Mercury, 17; Nash, 8; 
Oldsmobile, 11; Packard, 6; Plym- 








‘ Torgler Motors, Inc. 


2 Torgler Motors, Inc. has _ beer. | 
incorporated in Buffalo, with capi 
tal of 200 shares. Incorporators are | 

J. Arthur F. Torgler sr., Arthur F. 
Torgler jr and Reid S. Moule. 








Fuel Jobbers Reassured 


Reviewing Standard Oil Case, Ex-FTC Man Says 
Fear of Elimination Is Unwarranted 


it clear that where the difference 
|is illegal ‘some relationship . . . be- 
| tween the parties to the discrimina- 
| tion entitles them to equal 
| treatment, whereby the difference 
granted to one cast some burden 
|or disadvantage upon the other.’ 


ground evidence to the motives un-| “For example, there can be no 
derlying Standard’s granting of the |!egal injury unless the high-price 
| discriminatory discounts to its four | 2"4 the low-price buyer are in com- 
favored so-called ‘wholesale cus- | Petition with each other. } 
tomers’—all of whom sold at retail, | Another speaker at the meeting, 
and one of whom sold only at retai] | Raoul Berger, said. 
was not called especially to the “If the Supreme Court reviews 
court's attention either in the briefs| the case, it will find that there 
or in oral argument.” are sound legal arguments and 
Freer said that discounts given | ©@ually persuasive economic con- 
to one customer and not to an- | Siderations for construing the 
other so situated as to be legally | ‘meeting competition’ provision 
entitled to similar treatment may | 9S furnishing a complete defense. 
lead to trouble because one buyer “Should it do so, the question of 
will no longer be able to compete |what constitutes ‘good faith’ 
effectively with the other. | comes important. I wish to remark | 
“The congressional hearings make 


Hae % 


THE NEW WALKER OIL FILTER 


Sales (dlatte 









ATLANTIC CITY.—Fear that oil 
jobbers will be eliminated because 
of the federal government’s suit 
against Standard Oil Co. (Indiana) 
is unwarranted, in the opinion of 
Robert E. Freer, former member of 
the Federal Trade Commission. 

Speaking at the annual meeting | 
of the National Petroleum Assn., 
Freer said that the “principal ques- 
tion decided by the circuit court in 
Standard Oil of Indiana vs. FTC 
was that the meeting of competi- 
tion in good faith was not an 
absolute defense to injurious dis- 
criminations under the Robinson- 
Patman act.” 

He said that oil jobbers would 
not be dropped because the rul- 

ing did not outlaw functional dis- 
counts as such. 

“There was a good deal of history 
of gasoline marketing in Detroit in 
the record before the commission,” 
he said. 

“That record was also before the | 
court, I am told. However, the re- | 
lationship of that historical back- 


British Sales 
Enjoy Spurt 
In U.S., Canada | . 


U. S. and Canadian dealers in| 
British cars are enjoying unprece- | 
dented orders and sales as the re- | 
sult of pound devaluation, dealer | 
reports show. 

A report from M. Pierre Perry, | 
general manager of the Renault | 
Selling Branch, Inc., 1920 Broad- 
way, New York, said that most of 
Renault’s 212 U. S. dealers have 
cars available for immediate de- | 
livery. 

He also announced that 
four-door sedan has been reduced | 
in price to $1,035 from $1,150, | 
delivered in New York. 

The demand for Austins has 
been so heavy in the U. S. that 
500 new sedans are on their way 
with another 700 being readied for | 
shipment, according to Joseph 
Dudley, vice-president of Austin. 

James L. Cooke, Ltd. (Morris), 
Toronto, reported that in the first 
week after price reductions the 
firm delivered 200 cars. Toronto 
dealers of other makes reported 
that business had shot up as much} 
as 300 percent. 

A Hamilton (Ont.) dealer in Aus- 
tins, William Nethercott, estimated 
that his business had tripled or 
quadrupled since the devaluation. 

“There has been nothing like it 
before,” said G. I. Miller, manager 
of Universal Motor Sales, Ltd., 
Hamilton, dealer in various for- 
eign makes. 


Similar opinions were voiced in 
Detroit by " dealer in Jaguars, | HERE COMES YOUR CUSTOMER for a new filter cartridge. 


Hillmans and others. He said in-| You know when you see the make of his car that you can take 
terest in these models had been! care of him from your Walker Sales Master stock. 


steadily climbing. 


Jackson Plant | 


Opened by Clark 


JACKSON, Mich.—Completion of | 
an entirely new factory here has 
been announced by George Spatta, 
president of Clark Equipment Co., 
manufacturer of materials hand- 
ling, automotive and street railway 
transportation equipment. 

The new plant, which represents 
the major undertaking in the com- 
pany’s overall expansion program, | 
will bring the production of Clark’s | 
line of transmissions, farm tractor | 
drives, gears and forgings under | 
one roof. The company also oper- 
ates plants at Buchanan, Battle 
Creek and Berrien Springs, Mich. 

Formal opening of the new plant 








Here’s the greatest forward step in oil filter cartridge 
service the industry has ever seen— —the new Walker 


“Sales Master.” 

It’s a complete, compact —_— service—right at 
your fingertips . . . easy to identify . . . easy to reach! 
It provides full Walker Cartridge coverage for all factory- 
equipped cars, plus full model information and prices. 
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was the occasion for a “family 
day” housewarming attended by Pe 
aan ann hake ‘families. —- QUICKLY SELECT THE CARTRIDGE for his car. Easily located, 
a plainly priced, it's always in the proper location in your Sales & ever told. Patented Laminar construction . .. 
Master cabinet. There’s no fumbling ... no wasted time. 
S. & S.—Thompsontown O 


Opening of a new body shop 
with a modern built-in paint booth 
is announced by D. S. Sausman, 
president of S. & S. Chevrolet, Inc., | 
Thompsontown, Pa. The new shop | 
provides 2,000 square feet of floor | 
space, accommodating five cars at} 
the same time. 





be- | 
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‘sporadic’ and ‘systematic’ price 
| cutting. It has been suggested that 
| the basing point cases limited good 
faith in meeting competition to 
| sporadic price cutting.” 

The notion here was that a seller 
who systematically or regularly, 
even though he acted independent- 
ly, reduced some of his prices to 
;}equal those of competing sellers 
— never be completely in good 
| faith.” 





Kerr Buys Building 


Kerr Motor Co., Knoxville, Tenn., 
| has purchased for $110,000 the for- | 
mer Whitehall Pharmacal Co. | 
| building on E. Fifth Ave. to ex- 
pand the firm’s paint and body 
shop. 

Headquarters for the motor com- | 
pany will remain on N. Gay St. 





upon the’ tendency to” contrast | Frank L. Kerr is president. 





Ashton Producing 
New Wrecker 


DETROIT. — Ashton Power 
Wrecker Co, last week announced 
production of a _ newly-designed 
|piece of wrecking equipment—em- 
bodying, according to the company, 
improved power take-off and drive 
linkage. 
| Further describing the equip- 
|}ment, the company claims that a 
|shorter designed body permits 
| Sreater lifting capacity. Operating 
|controls are recessed at the left- 
rear of the body. 
| Cables are permanently _lubri- 
|}cated and protected by special 
| Sheathing. Another valuable feature 
is said to be a rear mounted cable 
guide to permit the operator to 
| retrieve wrecks directly off the 
iwinch from any angle. 








yur Key 


The Walker ‘‘Sales Master’? means no more lost sales 


because stock is inadequate . 


reference to catalogs, charts or price lists . 


. no more time-consuming 


- ho more 


overstocking or costly investments in dead numbers. In- 
stead, you know what you have. . . you know where it 
is... you know how much it costs. 

It’s your key to greater cartridge volume. 


IT WORKS FOR YOU! 





SHOW HIM what the old cartridge has done to keep dirt and 


sludge in his filter . 
showmanship .. . 


. out of his engine. It’s convincing. . . It's 


it's good selling. 
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TELL HIM ABOUT WALKER — it's the most convincing filter story 


guarantee... 3-way 


filtration... they all help you make easier sales. 
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Next Year’s Prospects Also Favorable . . . 


‘49 Farm Income Third Highest 


CHICAGO.—Dealers in rural 


ireas: should get a big lift from| 


‘eports that income from the sale 
of farm produce in 1949 will be 
he third highest farmers have 
ver received. 

That good news comes from the 
Agricultural Outlook, a publication 
prepared under the editorial direc- 
tion of the staffs of the Nebraska 
Farmer, The Farmer, Wallaces’ 
Farmer, the Iowa Homestead, Wis- 
consin Agriculturist and Farmer 
and the Prairie Farmer, 

According to the Outlook, 
farmers in the first eight months 
of this year folded about $16.2 
billion into their wallets from 


| products sent to the market, as 
compared with $18.1 billion last 
year, $17.2 billions in 1947 and 
$13.6 billion in 1946, 
Current prices 
| market volume are said to indicate 
that farm income in the balance 
| of 1949 is likely to be 12-15 percent 
lower than in 1948 or 1947, but 
about the same as in 1946. 
Prospects are cited as favorable 
also for a good year for farmers 
in 1950. General economic activity, 
with which farm prosperity is 
|closely associated, promises to be 
well sustained, according to the 
| Outlook. 
Industrial prices, which largely 





~ to Extra Filter Profits! 


and estimated | 
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ie 
| 
determine the “parity” level of | 
farm prices, were not expected to| 
undergo any serious decline. | 
The Outlook was certain that 
the government will provide sup- 
port for any weak farm prices at 
relatively high levels in relation 
to parity. 
Farm prices are expected to 
| average somewhat lower next year, ere” 
but the decline is not expected to| “Haven't you a younger me- 
be extreme. | chanic? I don’t want any old-fash- 
Barring a serious depression, it|ioned methods used on my new 
was said, farm cash receipts should | car.” 
| not drop much below $25 billion. | —— 


| : : AUTOMOTIVE NEWS production and 
ah ua be three times the registration figures tell the story of output 
! o- i» 


| 








and sales every week. 
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@ Selling your customer a new Walker Oil Filter Car- 
tridge is actually doing him a favor. Chances are he 
doesn’t fully realize that dirty oil is an “‘engine destroyer’’ 
. . . that it can actually cause wear on the very parts 
clean oil is meant to protect. He doesn’t understand that 
in normal every day operation his engine can make his 
clean oil dirty unless he has an efficient, properly func- 
tioning cartridge in his oil filter. 


So when you put a 


new Walker Cartridge, with 


patented “Laminar’’ construction, into his filter, you 
are giving his oil the finest protection it can have... for 


only Walker cleans oil 3 


ways... only Walker combines 


in a single cartridge the three basic essentials of effective 
oil filtration—surface, filtration—depth filtration—and 


WALKER MANUFACTURING COMPANY OF WISCONSIN .- 


progressive filtration. Only Walker offers him guaran- 
teed, non-channelling, positive performance . . . only 
Walker provides multiple filtration to control the many 
different types of contamination his engine makes— 
including water. 


So really put yourself in the filter business with this 
“great winning combination”—America’s finest oil filter 
and the new Walker ‘Sales Master.’ It’s your key to 
extra filter profits. 


Guarantee 


The Walker Replacement Cartridge, with Patented 
Laminar construction, is guaranteed against chan- 
nelling, by-passing, or migration of the filtering ma- 
terial. Any cartridge found not to comply with this 
representation will be replaced without charge. 


RACINE, WISCONSIN 


Also makers of Walker Silencers, Jacks and Electric Lifts 
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Missouri Eyes 
Tax Boost for 
Outstate Trucks 


| JEFFERSON CITY, Mo. — Gov. 
Forrest Smith announced he would 
ask the Missouri legislature (it re- 
convened Oct, 11) to revise bus and 
truck laws and increase the fees 





paid by trucks using Missouri 
highways, 
The Missouri Bus and Truck 


Assn. and other groups have been 
gathering names on petitions for 
a referendum on a two-cent state 
gasoline tax increase which was 
enacted by the 1949 legislature with 
the governor’s support, 

Missouri’s motor vehicle reciproc- 
ity laws are costing the state $5,- 
000,000 a year, Gov. Smith asserted. 
These laws, under which Missouri 
has agreements with 19 other 
states, allow trucks registered from 
Missouri to use the highways in 
those states and vice versa, 

The idea of revising the bus and 
truck laws was sold to the gover- 
nor by Rep. Floyd L. Snyder sr., 
Jackson county democrat, who said 
he was preparing legislation. 

“Being at the crossroads of the 
nation,” Gov. Smith said, “the 
trucks in these other states use our 
|roads more than Missouri trucks 


here go into other states. This 
|means greater damage to our 
highways. It is estimated that 


under these reciprocity agreements 
'some 11,000 outstate trucks are 
using our roads without paying 
anything to this state.” 





Gas Turbines 
Seen Cheaper 


And Lighter 


ERIE, Pa.—Gas turbines now on 
the way for automobiles will be 
cheaper, smaller and lighter than 
the present auto engine. 

A University of Michigan profes- 
sor told the American Society of 
Mechanical Engineers meeting here 
that “gas turbines can effect a 50 
percent saving in weight of the 
engine,” and result in decreased 
production costs. 

Frank L. Schwartz, of the uni- 
| versity’s department of mechanical 
| engineering, said that gas turbines 
| will have fewer moving parts than 
| present automobile engines, lower 
|oil consumption and smoother op- 
eration. 
| §peaking before the automotive 
| section of the ASME’s fall meeting, 
Schwartz pointed out that the tur- 
|bines will not require antifreeze 
jand will have the ability to use 
|low-grade fuels. 
| Although no announcement has 
|been made of an automotive gas 
| turbine in the U. S., he revealed 
that several companies have built 
small gas turbines. 








‘Canada Imports 
(5,301 U.S. Cars 


OTTAWA. — Motor vehicles im- 
ported from the U. S. during August 
ithis year showed the following, 
with figures for the January-to- 
August period being in parentheses: 

Passenger cars: convertible cars: 
coupe, roadster, 4 (59); sedan, 10 
(97); permanent closed cars: coupe, 
1 (47); 2-door sedans, 44 (1,650); 
4-door sedans, 137 (3,231); other 
closed, 42 (217); total, 238 (5,301). 

Commercial vehicles: maximum 
gross vehicle weight, 5,000 pounds 
and less, 102 (1,230); 5,001-10,000, 68 
(584); 10,001-14,000, 10 (32); 14,001- 
16,000, 10 (40); 16,001-19,500, 11 (73); 


19,501-26,000, 3 (83); over 26,000, 2 
(71), 
Total trucks, 206 (2,113); total 


coaches or buses, 4 (14); total com- 
|mercial vehicles, 210 (2,127). 


| Testing-Materials Group 
‘Slates 1950 Meetings 

| PHILADELPHIA. — Two 1950 
|meetings of the American Society 
|for Testing Materials have been 
scheduled. 

Committee week and the spring 
meeting will be held Feb. 27-March 
|3 at the Hotel William Penn in 
| Pittsburgh, and the 53rd annual 
meeting will take place June 26-30 
at Chalfonte-Haddon hall, Atlantic 
City. 
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For Small Business 


Hoffman Announces ECA Program to Help 
Firms Get Marshall Plan Share 


WASHINGTON.—A program to,when completely in operation will 
provide American small business | provide small independent firms 
firms with greater opportunity to | with: 
share in Marshall plan business has 1. A counseling service in ex- 
been announced by Paul G. Hoff-| porting under the Marshall plan. 
man, administrator of the Eco-| 2 Information on potential pur- 





nomic Cooperation Administration. 


Simultaneously, Hoffman ap- 
pointed Bert M. White to head 
the office of small business as 
special assistant to the adminis- 
trator to carry out the program. 
The program, Hoffman 


8. Names and addresses 


| the Marshall plan. 
| 4. Information regarding 


Quantity 


PRODUCTION 


a) 
GREY IRON CASTINGS 


chases to be made in the U.S. 


| European importers and the prod- 
| ucts they have purchased under 


com- 
said, |modities which offer the greatest 





_ Lien Poaching? 
} | Dealer Helps Hunters Appeal 
Confiscation of Car 


PHILADELPHIA. -- An automo- 
bile confiscated by the Pennsyl- 
vania state game provision under 
a law that permits seizure of any 
vehicle used for illegal purposes is 
the center of controversy in a legal 
battle in which it is contended that 
the seizure violates the rights of 


CHENY BOASTS SPEEDY HANDLING—R. C. Cheny Co. (Chrysler), LaCrosse, Wis., now 


| occupies the establishment pictured here. Because of the advantageous corner location of | 
| the building, it is possible to have the service entrance on one street and the exit on 


another, thus facilitating the handling of cars in the shop. 


|opportunities for sales in western 


Europe. 
5. Finally, a directory will be 
compiled listing names and ad- 


dresses of potential American ex- 
porters, by commodities, 
rectory will be available through 
ECA overseas missions to Euro- 
pean importers seeking additional 
American sources of supply. 

White has been serving as small 
business consultant to ECA for the 
past several months, exploring 
methods in this country which 
would answer the small business 
amendment to the original ECA 
act. 

White has agreed to serve in his 
new capacity for a period of six 
months. 


B.C. Registry 
Climbs 15,865 


This di- | 


ap. 


| 





Over Last Year 


VANCOUVER, B. C.—New regis- 
trations of passenger cars in Brit- 
ish Columbia during the period 
March 1-June 30, 1949, amounted to 
145,706 as against 129,841 during the 
same period a year ago. 


ae 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 
New registrations of vehicles in 


4 British Columbia in the four-month 
. period totaled 10,195, the superin- 
tendent of motor vehicles reported. 

During the same period there 
were new registrations of 3,817 
commercial vehicles. Not all the 
new registrations were of new ve- 
hicles, however, since a consider- 
able number of used cars and com- 
mercial vehicles from elsewhere | 
were registered in British Columbia 
for the first time during that 
period. 

The actual number of new cars 
registered in British Columbia for 
the first time was 7,823 during the 
four-month period. New-truck reg- 
istrations for the same period to- 
taled 3,411. 

The corresponding 1948 figures 
were 7,909 new registrations of pri- 
vate vehicles, 4,948 of them being 
new cars, and 3,466 new registra- 
tions of commercial vehicles, 3,000 | 
of them being new vehicles. 

During the four-month period 
this year there were also recorded 
381 new registrations of motor- 
cycles. This compared with 410 for | 
the same period in 1948. 

Commercial vehicle registrations 
as of June 30 were 53,031, com- 
pared with 46,758 on June 30, 1948. 


S010 a LL 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 


Increase your present business— 
Prepare for the future— 


PARTICIPATE 


Chevrolet Fetes 
3,000 Parts Users 


CHICAGO.— More than _ 3,000 
parts users, including independent | 
garage men, fleet users and service | 
station operators, were guests of | 
Chevrolet dealers of the metropoli- | 
tan Chicago area last week at the) 
Civic Opera house. 

W. G. Power of Chevrolet head- 
quarters in Detroit officiated as| 
master of ceremonies. A highlight | 
of the show was the appearance of | 
the Purdue university glee club. | 
Door prizes in wide variety were 
distributed, the most coveted being 
a new Chevrolet sedan. 








5,000 
CHRYSLER, DE SOTO 
AND DODGE DEALERS 

item tale) 


U.C. Market Report Head 


Begins European Tour 


LONDON.—W. E. Butler, presi- | 
dent of National Used Car Market | 
Report, Inc., Chicago, has arrived 
here to begin an extended tour of | 
European countries to observe au- | 
tomobile conditions, with especial | 








emphasis on sales and _ service | 

LEADING CHRYSLER methods and facilities of each} 
TUE ester ry | country visited. 
He will also study problems | 


ARE USING THIS . A 
which affect progress of American | 


automobile exports under present 
and foreseeable future conditions. ' 





Sun Markets 
Drive Fluid 


PHILADELPHIA.—Marketing of | 


an automatic transmission fluid 
under the name “Sunoco Trans- 
matic” began early this month, it 
was announced here by the Sun 
Oil Co. 

The company said the fluid has 


been approved by General Motors | 
Corp. for use in Hydra-Matic and | 
and by| 


Dynaflow transmissions, 
Packard for use in its Ultramatic 
transmissions. Lincoln has also ap- 
proved the fluid for its Hydra- 
Matic transmission. 





Rountree Names Giles 
Thomas W. Giles has been named 
office manager of Gordon Rountree 
Motors, Waco, Tex. 


innocent lien holders. 

An appeal has been filed by three 
Pike county hunters, Benjamin 
Beloff, Martin Beloff and Gabriel 
Kirzenbaum, against the state’s 
seizure of a 1947 Cadillac used by 
them while hunting. 

The car was taken after the 
hunters had been fined $100 each 
in Pike county general sessions 
|court for allegedly shooting a deer 
by spotlighting the animal with car 
lights. 

Denying the charge, the trio has 
been joined in the appeal by De- 
Angelis Brothers, a firm that holds 
a $1,956 lien on the auto, 


Niblocks Buy Airport 

Officers of Niblock-Nash Sales, 
Elkhart, Ind., have purchased that 
city’s east side airport, which will 
now be called Niblock Flying Serv- 
ice, Inc. 

Donald Niblock sr. is president; 
Donald Niblock jr., vice-president, 
and Myrtle Niblock,  secretary- 
| treasurer. 








INCREASE 


ae 
Sa anes ol 
STORAGE 


Adjustable on 
12 inch centers 


DIVIDERS: boltless and easy to 
relocate on 1 inch centers 


SHIPPED ASSEMBLED- 
READY TO USE 


UNIT A-13 » 

78 COMPARTMENTS: 
12 are 6 in. wide by 9 in. high 
66 are 6 in. wide by 6 in. high 


OVERALL: 3ft.x7ft. lin. x1 ft. 
LABEL HOLDERS WELDED ON 
ONLY $49.50 


ompily f. o. b. Wellston, Ohio 


en cay 


a ee 
SHELVES: 











Shi 


Let F-G-M engineers help you 
plan most profitable layout. Send 
to The Frick-Gallagher Mfg. Co. 
Sales: 400 Shubert Bidg., Phila. 2, 
Pa. for Folder 108 describing 18 
standard units. 


415 


FRICK - GALLAGHER 


WELLSTON, OHIO 


SHELVING + PARTS BINS + ROTABINS + COUNTERS + RACKS + TABLES 


0 HOLLAND-AMERICA LINE 


DIRECT FROM NEW YORK TO 


FRANCE 


ENGLAND AND HOLLAND 


Low off-season 
rates range from 
$155 to $325 
minimum, according 
to ship, class 

and port of 
debarkation. 

50-DAY LUXURY CRUISE AROUND SOUTH AMERICA on the NIEUW 


AMSTERDAM —Feb. 7, 1950—$1490. up. Also 5 shorter cruises to the 
West Indies and South America— 1014 to 18 days —$195. up. 


oo 
( 7 aa \ Your authorized TRAVEL AGENT has full details 


CO Helland -rhnarica Line 


NOORDAM — Oct. 21 and Nov. 


Le Havre and Rotterdam. 
NIEUW AMSTERDAM—Oct. 28 to Southamp- 
ton, Le Havre and Rotterdam. 
WESTERDAM—Nov. 11 and Dec. 9 to 


Southampton and Rotterdam. 


VEENDAM—Nov. 19 to Southampton, 
le Havre and Rotterdam. 


25 to 









BRANCHES IN ALL PRINCIPAL CITIES 
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Lawsuits Affecting Dealers .. . 








Court Decisions 


By Leo T. Parker 


Attorney at Law 


yee higher courts consis- | 


tently hold that the driver of 
in automobile is legally obligated 
to keep it under control and be 
ible to stop it at night-time with- 
in the distance projected ahead of 
him by his headlights. 

In other words, automobile driv- 
ers who fail to comply with this 
legal rule are “contributory” neg- 
ligent, and cannot recover dam- 
ages for an injury. 

For illustration, in Ledoux v. 
Beyt, 35 So. (2d) 472, it was 
shown that the driver of a large 
motor truck owned by an auto- 
mobile dealer experienced some 
motor trouble. He stopped the 
truck on the highway. Only two 
or three minutes elapsed between 
the time he stopped and the time 
an oncoming motorist collided 
with the truck. The motorist was 
seriously injured and sued the 
owner of the truck for damages. 

In holding the latter not liable, 
the higher court said: “A motorist 
has duty to keep his automobile 
under such control at night as to 
be able to stop it within the dis- 
tance which his headlights project 


ahead of him.” 
+ + * 


Must Prove Negligence 


CCORDING to a recent higher 

court, an automobile dealer 
cannot recover damages to his mo- 
tor truck by collision with a rail- 
road engine without proving that 
the accident was caused by the en- 
gineer’s negligence. 

For illustration, in Automobile v. 
Chesapeake & Ohio Railway Co., 
34 N. W. (2d) 46, it was shown 
that a railroad locomotive collided 
with a motor truck. The truck 
driver testified that ice was on the 
road, the truck skidded on the 
track, and the engineer did not 
stop the train. 

However, no proof was given 


Gas Tax Boost 
May Go on Ballot 


In Missouri 


JEFFERSON CITY, Mo. — Gov. | 
Forrest Smith has announced that | 
if opponents of the new Missouri | 
law increasing the state gasoline 
tax from 2 to 4 cents a gallon 
succeeded in getting enough peti- | 
tion signers to force a referendum | 
on the statute, he would ask the | 
state legislature to call a special | 
election. 

If the legislation should be voted | 
against in such a referendum, the} 
governor said, he would call the 
legislature into special session to 
draft another bill to finance mod- | 
ernization of the state’s highways. | 

Highway-user organizations, pe- | 
troleum interests and others oppos- | 
ing the gasoline tax boost seek 
to put the issue on the ballot for | 
the November, 1950, ballot. Al- 
though approximately 55,000 names 
are necessary to force a referen-| 
dum, spokesmen for the opponents | 
said they would have more than 
100,000. | 

Gov. Smith’s plan to seek a spe-| 
cial election on the issue, if a refer- | 
endum is forced, is designed to beat | 
the tax boost opponents to the} 
punch by preventing a long cam- 
paign. 

Observers pointed out, however, 
that the governor might have dif- 
ficulty in getting the legislature to 
call a special election. The cost} 
would have to be borne by the} 
counties and many of them might 
object. 





‘Powerhouse Bill’ Sparks 
Cincinnati Jamboree 
CINCINNATI. —W. G. (Power- 
house Bill) Power, head of Chev- 
rolet’s metropolitan city depart- 
ment, highlighted the Cincinnati 
Chevrolet dealers jamboree last 
week with one of his illustrated 
speeches entitled “More Money for 
Frank Zorniger, treasurer of 
Queen City Chevrolet Co. and pres- | 
ident of the Chevrolet Dealers of | 
treater Cincinnati, and C. E. Mc- | 
Allister, Chevrolet city manager, | 
were co-chairmen of the entertain- | 
ment committee. 


| that the collision resulted from 
the engineer’s negligence. 

The higher court refused to 
|}award the truck owner damages, 
}and said: “It 
|that negligence cannot be 


accident is not sufficient to impose 
a liability for negligence.” 
* * * 


Patent Infringement 


A that any and all innocent auto- 
|mobile accessory dealers who pur- 
|chase and sell an infringing pa- 
|tented device are liable for in- 
| fringement. 

| This is so because the owner of | 
|a valid patent may prevent all per- 
sons, firms and corporations from 
|making, using or selling his pa- 
| tented invention. 
| The fact that an automobile ac- | 
| cessory retail or wholesale dealer | 
|may not know that a device is| 
patented will 







is the settled rule} 
pre- | 
sumed, that the mere fact of an) 


RECENT higher court ruled | 





WHAT ARE YOU LOOKING AT?—When the colorful San Pedro, Calif., Fishermen's Fiesta 
was held recently, Virgil Wilson, of Harbor Pontiac Co., accompanied three of the fiesta 


princesses on a tour of Los Angeles harbor. 
Chieftain convertible against the background 


infringement liability. See National | 
Co. v. Michigan Co., 75 Fed. Sup. | 
140. 


Hudson Appoints Thomas | 
Five thousand persons attend- 


ed the grand opening of Pup 
Thomas’ Hudson dealership dur- 


not relieve him from| ing the two-day celebration of 
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‘Minn. Dealers Get 
Reprieve on 


Car Stocks Tax 


ST. PAUL.—Minnesota automo- 
bile dealers will nct feel the effect 
of higher personal property taxes 
on new-car stocks until next year, 
| Attorney General J. A. A. Bourn- 
quist has ruled. 

He held that a 1949 amendment 


| 


g|to the motor vehicle tax law, deal- 


ing with automobiles as personal 
property, does not become effective 
until next year, when 1950 assess- 
ments are made. 





Wilson and his guests are shown in a Pontiac | 
of a harbor fishing fleet 


his appointment as dealer for | 
Lubbock, Tex. Located at Main | 
and Ave. Q, Thomas offered flow- 
ers for the ladies, balloons for 
the kiddies and entertainment 
for all, 





To feel the pulse of the auto industry, | 
consistent reading of AUTOMOTIVE NEWS | 
is necessary 


REACH 9 


ye | ) 


Under the amendment, dealers 
will get back only part of the tax 
| payment, with the amount depend- 
ing on the date of sale. 

Autos in the hands of dealers on 
May 1 are taxed as personal prop- 
erty. Under the old law, in cases 
where cars were sold later in the 
year and licensed as motor vehicles, 
personal property payment was re- 


funded in full. 


The old law will remain in effect 
through this year, said the attor- 
ney zeneral’s office. 





BOTH Rural and Urban 


SOUTH DAKOTA pDaILiEs Cover 
THIS RICH RESPONSIVE MARKET 


Food, Automobile, Beverage, Drug, Electrical Appliance, and Clothing advertisers who are using the 
South Dakota Dailies are reaching 9 out of 10 families in this lucrative market. Make every advertis- 
ing dollar you spend “‘pay off’’ by using the only media that reaches 9 out of 10 South Dakota families 

. . THE SOUTH DAKOTA DAILIES. These powerful papers stand alone in a rich, responsive 







market that is not influenced by any out-of-state metropolitan daily. SOUTH DAKOTA DAILIES are 


locally managed and edited. They’re an integral part of this great state . . 


. they’re 


9 out of 10 people in South Dakota, both rural and urban. 
According to a recent survey made by a government agency, South Dakota folks are continuing 
to lead the nation in the purchase of United States Savings Bonds, 


Series ‘“‘E’’. And, South Dakota folks spend 819%, MORE than the 
national average! THESE FACTS ARE IMPORTANT TO 









YOU! South Dakotans have money to 


money in reserve. Get your share of this rich market by plac- 

ing your advertising where it will bring results. ONLY 
DAILIES REACH 9 out of 10 
SOUTH DAKOTA FAMILIES... 


SOUTH DAKOTA 





spend and they have 


Both rural and urban. 


Mahin 


IF your firm is thinking about decentralization or expansion, give South 
Dakota a second look. Here is an ideal location for your plants and warehouses. 
HERE YOU'LL FIND abundant natural resources, good highways and transporta- 
tion and friendly American labor. Why not combine business with pleasure and in- 
vestigate the possibilities of South Dakota personally? Make a full vacation amid the 


scenic splendor of this glorious state. You'll be glad you did. 


Locally Ed 


“buy-words”’ for 


South Dakotane 
spEND 57% Wore 


THAN THE 
NATIONAL AVERAGE 





’ ae gq Plans? 
| 








Comprise Six Locally Managed and 


ited Newspapers Serving 


the Six Primary Markets of South 
Dakota. Both Rural and Urban. 
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On the Financial Front. . . 


Auto Stock 





Cheers Investors 


By George Deery 


Associate Editor 


HE motor stocks were a healthy | 
influence on the securities mar- | 
kets during the week ended Oct. | 
10, as indicated individually in the 


Auto Stocks table on this page. 


Studebaker hit a new high, 
while on the Curb Kaiser-Frazer 
enjoyed a healthy rise on the con- 
firmation that it would receive a 
$34,400,000 loan from the Recon- 
struction Finance Corp. 

During the week there were en- 
couraging reports about some of 
the part and accessory firms, like 
the belief of brokers interested in 
Borg-Warner that its earnings for 
1949 will make good _ reading. 
Others are said to be confident 
that the Murray report due next 
month likewise will not be a boon 
to the bears. 

Another bright spot was the an- 
nouncement by Roy Fruehauf that 
the trailer company has retired 


Y 


| 
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BUFFALO EVENING NEWS 


EDWARD H. BUTLER 


BRITAIN'S PREMIER 
SPORTS-TYPE CAR 


ALLARD 


Rangé includes... 
2-Seater Sports 
4-Seater Tourer 
Drophead Coupe 
Also 
Special Chassis 
for 
“Hot Rod” 
Enthusiasts 
—eo-— 
A few franchises 
are still available 
for “live” dealers® 
Write for full de- 
tails to:— 










» Editor and Publisher 
“Western New York’s Great Newspaper” 
KELLY-SMITH CO., National Representatives 


Francisco Landi, Brazilian Champ at the wheel of 
the Interlagos Record-Breaking ALLARD 2-Seater. 


ALLARD MOTOR CO., LTD. 


24-28 Clapham High St., London, 8, W. 4 


AUTOMOTIVE NEWS, OCTOBER 1 
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Auto Stocks 











e Oct.10 Oct. 3 
Action Chrysler ...... . 58% 52% 
Crosley .......... 8% 2% 
General Motors .. 64% 63 
ee 13% 12% 
Kaiser-Frazer .... 5% 4 
Nash-Kelvinator . 14% 13% 
EE. ce ct sesnes 3% 3% 
5,725 shares of its 4 percent pre-| Studebaker 24% 22 
ferred stock. Of this number, 3,125| Pucker ........... 20 20 
shares are retired pursuant to sink-| Willys-Overland .. 5% 4% 
ing fund requirements and 2,600 to | Average for canta 
apply on future sinking fund re- 10 Stocks ...... 19.00 17.89 
quirements. 
* * + 
EO announced that the $5,700,000 | there and possible disconcerting de- 
RFC loan obtained by it last |velopments yet to come, the indus- 


January had been pared to $5,337,-|trial average was $3.38 higher for 
773. the week on the best weekly vol- 
In the week ume for the year to date. 
ended Oct. 8, Should there be any lull 
boardroom prognosticating and 


auto issues were 

well scattered general discussion, interest can 
throughout the soon be revived on speculation 
list of the 20 about how much of a dividend 
most active General Motors will pay before 


the year is up. Some quarters 
look for a substantial payment. 
Goodbody & Co., member of the 
New York stock exchange, includes 
GM in 26 stocks selected for in- 
come and points out that corpora- 
tion’s 1949 six-month earnings of 
$6.76 per share have already ex- 
ceeded the present annual dividend 
rate by 35 percent. 
“Third quarter results,” Goodbody 
“considering the peak auto- 


stocks on the 
New York stock 
exchange. They 
were Studebaker, 
Willys - Overland, 
Packard and General Motors. 
Investors were cheered that, in 
spite of the bad news here and 





Roy Fruehauf 


ON 


XW 


WN 


| 
YU says, 
mobile production, will undoubtedly 
be excellent and a sizable year-end 
extra dividend is a distinct possi- 
bility.” 
* = * 
i Building Outlook 
J AO THE ITH so much of next year’s 


business picture depending on 
|the building industry, which in the 
|}opinion of many will not fall too 
| far below this year's level, the cur- 
rent status of that industry could 
be called reasonably satisfactory. 


According to the Alexander 
Hamilton Institute, the downturn 
in building contracts in July was 
extended in August, and the vol- 
ume remained below the level of 
@ year ago as in all the preceding 
months of this year with the 
| exception of June. 

The decline from July to August, 
| however, was accounted for en- 
|tirely by curtailment in the non- 
|residential field. Residential con- 
| tracts showed a noticeable increase 
|in August, and reached the highest 
| volume since May, 1948. , 

* - * 
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ago. According to the F, W. Dodge 
Corp., total contracts awarded in 
| 37 eastern states during this period 
amounted to 516,585,000 square feet 
of floor space this year as com- 
pared with 596,165,000 square feet 
last year, a decrease of 13.3 percent. 

The index of building costs 

(1926-100), after declining from a 
record high of 212.2 in January 
to 208.6 in June, recovered to 
208.8 in July and to 209.1 in 
August. 

Wages of building labor rose to 
an alltime high level in August, but 
the prices of building materials 
continued their downward trend 


VD 








ITwo Alger Drivers 
\In Roadeo Finals 


| DETROIT.—Two state champion- | 
ship drivers for Geo, F. Alger Co., | 
| Detroit trucking concern, will com- | 
| pete in the American Trucking | 
| Assns.’ Roadeo in Boston Oct. 20-21. | 
|The company’s titleholders are | 
John Preston, who won the| 
|Straight-truck class in the Michi- 
gan Roadeo, and Cyril Reffert, Ohio 
;jchampion in the _ tractor-semi- | 
| trailer class. 
| Both Preston and Reffert, who | 
| have long no-accident records, will | 
receive, in addition to cash awards 
and gifts, an all-expense-paid trip 
to Boston. The Michigan Roadeo is | 
|sponsored by the Michigan Truck- 
ing Assn., while the Ohio Roadeo is 
a project of the Ohio Trucking 
Assn. ATA, sponsor of the national 
Roadeo, expects drivers from all 
parts of the country to compete in 
the Boston finals. 


Sulphur Increases Stock 
Sulphur Motor Co., Sulphur, La., 
is increasing its capital stock to 
$100,000 in order to expand its fa- 
cilities, it has been announced. 








G 
| FOR the first eight months, how- 
| ever, residential contracts as | 
well as nonresidential contracts, 


|were below the volume of a year} 


which began in October, 1948. 





7, 1949 





Ray Lemley, Phoenix Technical school; 


Berge, owners of Madison Motors, and Glen 
division, Arizona state highway department. 


Road Safety Laws 
Being Sought in 


New Brunswick 


ST. JOHN, N. B. — The New 
Brunswick Automobile Assn. has 
made a request to Premier John 
B. McNair and the legislature for a 
|safety responsibility act and for 
periodic testing of drivers. 

Specifically, the petition requests 
|/enactment of a safety-responsibil- 
ity law modeled on that of Mani- 
|toba which advocates education of 
|children in highway safety; peri- 
|odical re-testing of drivers and 
thorough tests for new drivers; an 
|annual mechanical test of all motor 
vehicles; improvements in highway 
direction and warning signs, and 
improvement in general highway 
| conditions, 
| Another proposal of the associa- 
tion is that highway safety be 
taught in the schools. 
| The association also asked that 
the system of testing applicants 
|for drivers’ licenses must not allow 
persons to get permits unless cap- 
able and fully familiar of the rules; 
\that a system of warnings and 
records be set up so that the record 





for schools, this Ford dealership included a pick-up for truck driver trainin 
technical school. Left to right are W. A. Robinson, principal, Carver hig I 
Ronald Colloty, O.F.M., St. Mary's high aa B. Kendall, Phoenix Technical school: 
Andy Case, 
safety education, Arizona state highway department; Father James Deasy, S.J., St. 
Xavier high school, Ivan Wade, principal, Tolleson high school; Gray Madison and Cc. M 





MADISON MOTORS' BOOST TO SAFETY IN PHOENIX, ARIZ.—As well as training cars 


at the Phoenix 
school; Father 


and 


state supervisor, 
rancis 


driver —s 


Smoot, traffic engineer, of the traffic safety 


of individual drivers may be avail- 
able to authorities; that accident- 
prone drivers and persistent vio- 
lators of highway rules be deprived 
of their licenses, and that road 
direction and warning signs be 
improved. 


City Gea Tox 
Asked in Ky. 


MAMMOTH CAVE, Ky.—Legis- 
lation permitting Kentucky cities 
to levy a one-cent gasoline tax, 
which would be credited against 
the seven-cent state tax, was pro- 
posed by Newport City Manager 
Morris Weintraub at the annual 
convention here of the Kentucky 
municipal league. 

Such a step would permit cities 
to get more of a refund from the 
state, Weintraub said. He also pro- 
posed that legislation be sought to 
permit cities to tax bus lines. 


Colonial—Louisville 


Colonial Motors, Inc., Louisville, 
capital $6,000, has been incorpor- 
ated by Jack Stry, Stuart Bleier 
and Roy Wilder. 





... AND YOU 
WILL SEE WHY 
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INSTALLATION 
e FAST CHANGE-OVER 


Shipped assembled, ready to use! No 









nuts, bolts, screws, clips or tools re- 











quired. Change-overs are fast and 





simple—no bolts or holes to line up—in- 





dividual label holders travel with parts. 





COMPLETE 











UNIT AS - 





SHOWN HERE 
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ONLY 








' . Designed specifically to meet the necessity for flexi- 





bility and fast change-over in storing automotive 








parts... thousands now in use. All welded steel — 





choice of 5 baked enamel finishes at no extra charge 











— shelves slide into place on 142” centers — snap-on 








dividers fit any place — drawer partitions slide into 











place on 2” centers — gasket shelves have holes on 








1” centers. 








DIRECT SALES — FACTORY TO YOU 











Write for Complete Specifications and 











New Reduced Prices 








BORROUGHS MFG. CO. 





3007 North Burdick Street 


Kalamazoo, Mich. 








PARTS BINS 


ACCESSORY DISPLAY TABLES 


SERVICE DESKS 








WAXING AND POLISHING 


CABINETS 


Oll DRUM COVERS 
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Finance Give and Take 


‘Partnership’ Relation With Dealer Is Cited 
In Wholesale-Retail Services 


(Continued 


stallment paper through the dealer | planning 


route. 
Bank requirements for  floor- 
planning service, however, are a 


little stiffer for a dealer to meet. 
Also banks are even more im- 
patient—if such a thing is possible 
-about lagging inventories than 
finance firms. 

A finance company-—and they 
often did in prewar—might floor- 
plan a dealer for more than his 
net worth, while strict banking 
laws in most states might limit a 
bank’s latitude in this regard. 


Finance men contend that such 
laws preclude banks from _ floor- 
















at Buffalo’s Best 
Buyers...Use the 
Courier-Express 


The Courier-Express reaches 
those who must be sold to 
sell the Buffalo area. And it 
reaches them more econom- 
ically. That is why its general 
(national) linage has increased 
71% in the last ten years while 
its competition gained only 
51%. 

Remember, your dollar in 
the Courier-Express buys 
greater impact on the families 
with more money to 


= BUY your products. 
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CAR BUYERS BEWARE ! 


# Union News, 
| Catalog or direct from 
CUMMINGS CO. 


414 Keystone State Bidg. 
Philedelphia, Pe. 


CHROME 
Ee SD 


NAME PLATES 


DEALERS: 


The Modern Advertising Plate 


With Customer Eye Appeal 


Write TODAY for beautiful full- 
size FREE SAMPLE. . 
keep and compare! 


- Yours to 





DISTRIBUTORS WANTED 







You will get stuck 1F YOU CAN'T 
spot stolen cars, former taxis, 
wrecks, or don’t knowa fair price 
to pay. Read HOW TO BE AN 

EXPERT CAR BUYER— 
a 96-page book packed with 
expert advice that will save you 

hundreds of dollars and head- 
aches. Highly commended by 

the President of the AAA. 
$1.50 PP; Cop, $1.70. Buy at 
Macy’s, Stamms, Gimbels, 
Brentanos, Doubleday, Krochs, Sears 


sust cup (CE 
YOUR CHECK 
TO THIS AD 






































from Page 1) 


to anywhere near, 
|alone past, a “danger point.” 


* * * 
| 


EFORE banks can qualify for 


real roles as partners to deal- 
|ers, finance men assert, the retail 
automobile business will have to 
become a more predictable activity 
than history shows it to be. 

The current struggle between 
banks and finance companies really 
boils down to a contest to eliminate 
the middleman. 

Finance representatives daily 
caution dealers that they are the 
middle-men at issue. However, it 

| would appear that finance firms 
| themselves have something of a 
“middle-man” status in the battle. 


| Although indirectly, banks in 
| reality finance all automotive 
| credit. Finance companies make up 
|an important link, their only rea- 
|son for existence by their own 
| admission being to handle the 
troubles that banks would not risk 
|handling when the auto industry 
| was born. 

| - * . 

| JN GENERAL, finance companies 
| carry on their activities with 
their own capital only in part. 
|What finance companies do is buy 
installment contracts from dealers 
and pledge these contracts as col- 
lateral for loans which they obtain 
from large commercial banks. 


Finance companies make _ the 
necessary dealer contacts, conduct 
credit investigations of car pur- 
chasers, carry on the work, and 
incur the expense of collecting 
periodical installments and the ac- 
counting involved. 


Finance companies, in effect, 
assemble a multitude of small 
credit units into large ones, and 
turn these over to banks. The 
capital of a finance company con- 
stitutes a buffer that absorbs the 
major portion of risk or loss that 
would be shouldered by the banks 
if they did the financing directly. 


However, in the past decade, 
banks have become more and more 
willing to assume a bigger burden 
of the risk that might bring a 
corresponding opportunity of 
greater profits. 

* * * 


O MATTER how the struggle 

between banks and finance com- 
panies finally turns out, it has al- 
ready proved of great benefit to 
both dealers and car buyers. 


For car buyers, credit competi- 
tion has brought cheaper financ- 
ing. Cheaper financing in turn 
has allowed dealers to retail ve- 
hicles at lower overall prices, 


In addition, finance companies 
have been forced to further stream- 
line their operations and make a 
more determined effort for in- 
creased business, resulting in better 
service for dealers and more op- 
portunity for them to get legitimate 
reserve profits. 


To fight what they call the “bank 
menace,” finance companies have 
come up with so-called “package 
plans.” These plans make it possi- 
ble for a customer at one sitting in 
a dealership, to buy his car, insure 


it and finance it. 
* 

| PROMOTING the package 

plan, finance firms do not claim 
that it is a cheaper method than 
others available, but they do insist 
that there is “more to SRRRONS | 
than money.” 

Finance firms describe the pack- 
age plan as the most convenient 
method of financing a car, and} 
their ads _ illustrate that other) 
methods, which involve visits to a| 
dealer, then a bank and then an| 
insurance company, can be long 
and tedious. 

Referring to bank-type financ- 
ing, a Universal CIT Credit | 
Corp. pamphlet advises prospects | 
that: “About the best that can be | 

| 








* * 


said for that kind of a system is 
that you meet a lot of people— 
but still won’t have the best way | 
to finance your car.” | 
Bank advertising and promotion, | 
on the other hand, stresses the 
economy of bank financing as com- 
pared with other methods, and sug- 
gests that a car buyer exercises an 





stocks may prove 


| DELIVERY BY AIR—A Kurtis-Kraft sport ca 


| factory is located, to Chicago via a four-engined United Airliner. 


| of the 2,300-pound car is stewardess Phyllis 


inalienable right when he selects 
his own insurance company. 
* * * 

y= a finance company buys a 

conditional sales contract from 
a dealer, the customer of course is 
charged a fee for handling the in- 
stallment deal. Usually, the finance 
firm will later break this fee down 
into two parts: 

1. The dealer’s loss reserve. 

2. The difference, which the 
finance firm gets. 

Periodically, the finance firm re- 
views the amounts set up in the 
past as loss-reserve credits to the 
dealer, draws up a statement of 
unpaid balances on_ installment 
paper purchased from him, com- 
putes an amount thereof; deducts 
this from the accumulated loss- 
reserve and pays the remainder to 
the dealer. 





* * 


ACCORDING to automotive tra- 
dition, this dealer loss-reserve 
is paid the dealer eventually on the 
theory that out of all the install- 
ment contracts purchased from him 
by the finance firm there will be 
some repossessions. 

As many installment contracts 
are bought by finance firms on 
general repurchase agreements, a 
dealer might have to take back a 
number of repossessed cars. 

On these cars, the dealer would 
be obligated to pay the finance 
company the amount still owed 
by the purchasers on them, plus 
expenses of repossession. 

Then the dealer would have to 


- 


recondition the cars for resale, Be- | 


cause he might sustain a loss in 


Stocks 


(Continued from Page 1) 
might appear near the alarming 
point. However, they are still well 
below prewar levels. 
* * 





* 


ie FACT, many factory sales offic- | 


ials feel that present volume field 
woefully weak 
insurance, in the event that the 
coal and steel strikes develop into 
long drawn-out affairs. 

It is, of course, obvious that the 
field stocks of some of the re- 
cently less favored makes are 
much higher in proportion than 
those of others still enjoying 
volume demand. 


Individual statistics reveal that, | 


on the basis of current sales per- 
formances, at least five makes of | 
cars would not be available for | 
delivery in less than three weeks | 
after final assembly of them might 
be suspended. 

Unreplenishable stocks usually 
attract a lot of buyers who decide 
to buy when availability is doubt- 
ful. 


New-Car Stocks 
In Postwar 


(Estimated by Automotive News) 


Cars 
Actu- Cars in Total 
allyin Transit Poten- 
Period Dealers’ to tial In- 
Ending Stock Dealers ventory 
Dec, 31, '46.. 75,838 175,000 250,838 
June 30, °47.. 56,752 205,000 261,752 
Dec, 31, °47.. 78,636 242,000 320,636 
June 30, '48.. #4,559 214,000 298,559 
Dec, 31, '48. .196,883 293,000 489,883 
dan, 31, °49. .248,665 275,000 523,665 
Feb. 28, °49..205,681 244,000 449,681 | 
Mar, 31, ’49..194,949 310,000 504,949 
Aug. 31, ’49. .286,686 306,000 *592,686 | 
Sept. 30, '49..420,144 278,000 698,144 | 
N.B.—Above figures include new | 


cars actually in dealer hands, plus 

those in transit, but consigned to} 

individual dealers. 
*Revised. 


r has been flown from Los Angeles, where the 
Seated at the wheel 
Blundell. 


|such resale, the loss-reserve fund 
|is set up to compensate him. 
+ +o * 


HAT is left of the finance 

charge, aside from the dealer’s 
loss-reserve fund, is the portion left 
with which the finance company 
pays its operating expenses and 
possibly provides itself with a 
profit. 

Banks finance retail automo- 
tive sales differently, when en- 
gaging in the dealer route. After 
buying the contract, they almost 
immediately rebate a portion of 
the interest charge to the dealer. 
This is paid in the form of an 

agent’s commission, because most 
banks getting installment business 
through dealers buy contracts on a 
no-recourse-to-the-dealer basis. 

| * + * 

|qT SHOULD be emphasized, how- 
|“ ever, that a majority of banks 
| still try to get installment business 
|by by-passing the dealer trans- 
| action, making the 








Al 


“cash buyer” as far as the dealer 
is concerned. 


But under a dealer-route no- 
recourse plan, the dealer gets his 
money for the car, a slight eom- 
mission for selling the install- 
ment contract on it, and can 
forget about the whole thing. 


Also, one bank in Detroit which 
gets retail automotive installment 
business via the dealer route, pro- 
vides floor-planning service on a 
virtually no-cost-to-the-dealer 
basis. 

If the merchandise is sold out 
of the dealer’s wholesale account 
within a reasonable period of time, 
the bank charges him nothing. And 
for longer period, the charge’ is 
only nominal. 

+ . * 

INANCE firms, for floor-plan- 

ning, charge at least a flat fee 
per unit, with the cost rising ac- 
cording to inventory time. ‘ 

A glaring weakness in bank fi- 
nancing from a dealer’s standpoint, 
aside from the fact that he may 
lose his opportunity for loss-te- 
serves, would seem to be that he 
also loses control over the placing 
of insurance. 

In most finance company pack- 
age plans, it is specified in the 
insurance policy that the car 
owner, in the event he needs 
collison or other insurable re- 
pair work, may insist that the 
work be done by the authorized 
dealer who delivered him his car. 

In addition, to encourage him 
to sell the plan, the dealer is given 
to understand that if such work, 
ever does materialize the finance 
firm will make every effort to see 
that the car is sent to the dealer’s 
service department, 

However, many dealers com- 
plained to this writer recently that 
finance firms are not consistent in 
carrying out this program. 


Willis-O’ Donohue Co. 


Willis-O’Donohue Motor Co., El 
Paso, Tex., has increased its capital 
stock to $53,000, records of the 





customer a|]secretary of state show. 
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THE STYLE AND COMFORT 
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Here’s customer satisfaction 
and profit that you find in few 
accessories. Ventshades add 
much to driving comfort in 
any weather and have the extra 
sales-making advantage of 
eye-appeal. They enhance the 
natural beauty of the car’s lines 
and look like a built-in feature. 
Your customers will enjoy 
Ventshades. You'll enjoy sell- 
ing them. Order them now. 


LIST PRICES 


2-piece set $6.50 
4-piece set $12.50 


a 
Manufactured under exclusive license, 
Pritchard patent 102974 


CL a ae 


MrT lead 


THESE FEATURES 
MEAN BIG SALES! 


@ Open-window ventilation 
when it rains or snows 


® Safety from exhaust fumes 

@ Less fogging of glass 

e Shade from the sun 

e More comfort the year ‘round 
© Added beauty for the car 


© Quick, easy installation. Indi- 
vidual designing for each make 
and model assures accurate fit 


© Made to meet exacting stand- 
ards of car manufacturers. 
Won't rust or rattle 


BOX 1402 + ATLANTA 1,GEORGIA }, 
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S Sixth, Tenth Spots Embroil Five ihe 66. 





Sales Battles Rage in Top Ten 


(Continued from Page 1) 
final 1948 new-car sales standings, | 
while Hudson was 12th, and Chrys- | 
ler, 13th. | 
+ * * 
ACKARD and DeSoto are 
hooked up in a close scrap for 
13th place. Packard was ensconced 
in 13th at the end of August with | 
67,574 sales, followed closely by | 
DeSoto with 65,493 deliveries. 
It is more than likely that no} 
reshuffling in the standings oc- 
curred in September or in October, 
to date. However, margins of lead- 
ership were no doubt reduced by 
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AUTOMOBILE DEALERS’ 


POCKET-SIZE 


PROSPECT and OWNER 
FOLLOW-UP SYSTEM 


1 9 BOOKS $1. 95 


IN 3 COLORS 
F.O. B. LOUISVILLE, 


Order 12 books for each of 
your aggressive salesmen. 


MODERN SELLING 
METHODS, Inc. 


P. O. Box 666, Louisville 1, Ky. 





TIME SAVER | 


For Sales and Service 
Departments 


Quick Change 


Dealer License Plate Holder 










“LOCKING WASHER 









legs protrude thru bracket, prevents 
loss. Attach to any plate without 
alteration. Guaranteed to fit all slotted 
brackets or bumper. 

$1.00 per set of four 


Postpaid en orders of five sets 
er more. 


C. HOWARD 


1498 Overlook Dr. Akron 7, Ohio 






| September 
|Akron and Detroit, 


some of the contenders for loftier , 
places. 

Early reports on October registra- 
tions indicate a slight increase over 
totals in Cleveland, 
while Pitts- | 
burgh reports a sharp drop. 

Cleveland new-car sales in the 
week ended Oct. 7 numbered 

1,293 units, 3 percent above the 

preceding week, New-truck sales 
for the same period were 144, a 
new weekly high for the year. 

The Detroit Automobile Dealers | 
Assn, reports that new-car sales in 
| the first four days of this month in 
Wayne county totaled 1,710, against | 
/1,510 in the first four days of | 
| Se ptember, 

Wayne 
declined, however, 
days of the month to 145, compared 
with 217 in the same _ period 
September. Last 


county new-truck sales, 


best selling month of the year for 
new trucks in Detroit. 
* * * 

KRON reported 379 new-car 


sales in the week ended Oct. 1, 
against 369 in the preceding week. 
The figure was also the 
weekly total since the week ended 
Sept. 3. 


Pittsburgh reported a decline in| 


new-car sales, due chiefly to work 
stoppages in coal and steel. 

First complete reports from 
four states on September sales 
confirm a belief that the month 
was a good one for new-car 
sellers. 


_The’ four states 


Over 300 Due 
For Chek-Chart 
Detroit Fete 


‘Delaware, Ne- 


CHICAGO.—Three especially pre- | 


pared exhibits will form the back- 
drop for Chek-Chart Corp.’s “Salute 
to the Automotive Industry,” Oct. 
20 at the Hotel Statler, 
Because of the indicated attend- 
ance of more than 300, the opening 


of the event has been moved up 


from 5 p.m. to 4:30 p.m. 
The Oil 


model of a catalytic cracker, simi- 
lar to those used in the production 


of high octane gasoline and a 


model of a typical refinery. 


The Automobile Manufacturers 
Assn. will exhibit, for the first time 
at a gathering of this type, enlarg- 
ments of a recently acquired set 
of photographs showing the early 
stages of automotive development. 

Chek-Chart is assembling a com- 
plete presentation showing the oil 
industry’s methods of disseminat- 
ing factory-approved lubrication 
service information to its outlets 


in the field covering all types and | 


models of passenger cars, trucks, 
buses, tractors, farm implements 


and aircraft. This exhibit will also | 


cover lubrication programs devel- 
oped by Chek-Chart of the United 
States and allied armed forces dur- 
ing World War II. 


With an indicated attendance of | 


better than 300 from both the oil 
and automotive industries, Chek- 


_|Chart expects the accomplishments | 


of its three major objectives: 


An expression of appreciation to 
the automotive industry which has 


been helpful in the development of | 


lubrication guides, accessory man- 
uals and training material; a con- 
tribution to the observance of Oil 
Progress Week, Oct. 16-22, and the 
climax of Chek-Chart’s 20th anni- 
versary celebration. 


Quebec Dealer Is Given 


Award by Chrysler 
Universal Auto, Ltd., Quebec 


in the first four | 


in | 
month was the} 


highest | 


Detroit. | 


Industry Information | 
Committee is preparing a working 


City, Que., has been presented 
with an award said to be the 
first of its kind in Canada, from 





vision of Chrysler Corp. of Can- 
ada, Ltd., in recognition of the 
facilities and trained personnel 
available at the company. 

John C. McGuire, general sales 
manager of the division, came 
to Quebec to make the presenta- 
tion to Roland Guilmette, presi- 
dent of the dealership. 


=? 
AUTOMOBILE FREIGHT CAR UNLOAD- 


ING made easy. Special pulley and shaft 
used with your own one-half inch heavy- 
duty power drill lifts racks to ceiling of 
freight car in five minutes, Pulley and 
shaft, $15.65 postpaid, Send check or 
money order. 


Brunette Tool Company, Ine. 
112 Stanley Street New Britain, Conn. 


the Chrysler-Plymouth-Fargo di- | 


braska, New Hampshire and Utah 

had 9,460 new-car registrations in | 
|September. The same four states 
|registered 10,655 new cars in Au-| 
|gust, and 6,164 in September, 1948. | 


September was the second- best | 
‘selling month of the year in New| 
Hampshire with a total of 1,652 
| deliveries. In Delaware, the month’s 
total of 1,584 sales was second only | 
|to August’s record of 1,805. 


| ” * * 


ERHAPS the best indicators of | 

sales for both September and the | 
| year to date are the reports of the! 
| car makers. 

No less than four companies an- | 
nounced last week that their retail 
deliveries so far this year have 
|exceeded last year’s 12-month | 
| totals. 

Chevrolet, Oldsmobile, Pontiac 
and Studebaker all announced 
that last year’s sales figures have 
already been eclipsed by dealers’ | 
efforts in the first nine months | 
of 1949. | 


Chevrolet reported combined car 

jand truck sales in the first nine 
|months of this year as_ 1,071,269. 
The 1948 total was 1,055,433 cars 
and trucks, The company added 
that September car and_ truck 
| sales were 138,249. 
Oldsmobile announced that Sep- 
|tember sales were 61.2 percent 
|higher than last September, when 
| registrations totaled 15,311. Sales in 
|the first nine months topped all of 
| 1948’s_ production, the company 
| added. 


* * * 


ONTIAC also sold more cars in 

three quarters of 1949 than it 
did in all of 1948, Sales in Septem- | 
ber amounted to 30,680, the com-| 
pany revealed. Pontiac’s best sales 
month this year was August when | 
| 34,264 new cars were sold. 

Studebaker car and truck sales 
in September were the highest 
for a single month in the com- 
pany’s history, it was announced. 
The South Bend producer is as- 
sured of having its highest selling | 
year in 1949, since deliveries to} 
date have surpassed those of the | 
full year 1948; and last year was 
Studebaker’s greatest selling year. 

| * * * 
Was appraisals of sales in 

September and October were | 

still being made, final tabulations 
made it official that August’s new- 
car sales tally of 478,556 was the 
best one-month postwar _§ sales 
effort. 

The total was also good enough 
to install the month of August, 
1949, in fourth place on the list 
of top-selling months in automo- 
tive history. 








Winner and still champion is 
May, 1941, when 515,034 new cars 
were sold. April, 1941, is second 


with 488,460 new-car deliveries, fol- 
lowed by April, 1929, with 481,675. — 





| 


‘- 





| CUSTOMER WATCHDOG—A set of door 


|chimes ring in the new-car showroom of | 
| James P. Mayo, Inc. (Pontiac), Nashua, N. 
|H., every time a prospective customer walks 


|or drives past this electric eye at the en- 
| trance to the used-car lot. 





|to the Reuther caucus after the| 


| tions by observing Sunday closing | 


| supported by the state. 
























UAW as an ally of the anti-Reu- 
ther leftwing faction. He switched 











UAW chief knocked the pro- -Com- | 
munists out of power in 1946 and | 
1947. 


DECALS 


New Low Prices in Lots of 100 Up 


__Characterizing Bugas as a 
BEADED REFLEX OR REGULAR 
STYLE 


Plan to Close WRITE TODAY 
Sundays Scrapped We Will Make a Sketch Upon Request 


In Kansas City Complete Line of Key Cases and Dealer 


License Ad Plates, Also Advertising 

KANSAS CITY.—The Motor Car a : 
Dealers Assn. of Greater Kansas | XMAS DELIVERY 
City has advised the approximately | “GOOD ADVERTISING PAYS” 
300 new and used-car dealerships sx De e 
who signed a Sunday closing agree- RUSS PETERS « 
ment Sept. 23 to disregard the plan. ASSOCIATES 

“The dealers association, due to| 1151 Shadyside Ave., 8.W. 
the weakness in the enforcement | CANTON 10, OHIO 
of the Sunday closing law, has de- | 
cided to forget the project to im-| 
prove the dealers’ working condi- | 








hours,” Kenneth Spry, executive 
secretary of the dealers’ group, | 
announced. 

Spry explained that the state law 
for enforcement of the Sunday 
closing had not been adequately 


yew! PRECISION CAST. 
Under the agreement by the 300 — bu costs 


JNAME PLATES 








as f 

the 
trac 
PE 
DETROIT DEALERS RECEIVE AWARD—Top award for an effective newspaper campaign has r 

been given to the Metropolitan Detroit Dealers Assn. by the American Newspaper Pub- 

lishers Assn. Left to right, Tom Adams, of Campbell-Ewald advertising agency, is shown auto 
with Gordon Wilson, past president of the association, and Howard Stock, president, in cont 
front of an enlarged section of the award booklet retir 
by I 

* + * and 
Unionist Hails Bugas cr 
dail} 

Rouge Local Chief Salutes Company Negotiator mal 

In Editorial Jibe at Reuther S 
DEARBORN. One of his princi-| “smart cookie,” Thompson's edi- va 
pal antagonists acclaimed John S.| torial said the Ford rank-and Ini 

| Bugas last week as a — sain file had expected more than was 

pany labor rela-| actually embodied in the new Ol 
tions man in the : | 
country.” contract and pension plan. LA 
The praise- Thompson said he would reluc- tome 

bearer was Tom- tantly recommend acceptance of bile 
my Thompson, | the agreement in the local’s rati- sales 
president of Ford | fication vote to avoid “chaos” and mont 

Rouge Local 600, a possible strike. G. 
whose 65,000 ager, 

members make it | biles 
the largest union | days 
local in the LICENSE PLATE incre 
J. S. Bugas world. >; last: 
Thompson's commendation of the | FASTENERS ; | Mo 
Ford industrial relations vice-pres- livere 
|ident was contained in a lengthy | mont 
editorial on the new Ford contract | yn 
appearing on page one of Ford : Jones 
Facts, the Local 600 newspaper. = es aa 
The editorial also castigated ~r : he 2 
the results obtained by the UAW | / ah cent 
negotiating team on the Ford i /Ay « Oldst 
contract. Union work in drafting tet Sept 
the final agreement was piloted ( | | ne abovs 
by UAW President Walter P. \ *r year 
Reuther, whose name was not | ; ; 
mentioned in the editorial. | On or Off With > Guemee Turn cn 
Thompson's statement, though, | | Heavy %-inch bolt (with T-head tion | 
| frequently mentioned Bugas’ name | and square shoulder) fastens _li- mode 
in a laudatory vein—to the sur-!cense plate securely in place. Will Thi 
prise of Detroit labor observers | not lose off. sion’s 
who have come to expect no traces| PLATED TO PREVENT RUST 1. m 
of open or hidden love for com- | No. 51—Dealer Cost, each.....$ .20 The | 
|pany officials in the union press. Packed 12 to Box—Order | estab 
The unusual about-face on Any Quantity units. 
|Thompson’s part was interpreted | Tw 
generally as an _ indication of | If ee cones Panieh produ 
mounting discontent with the Reu- | Order Direct from and | 
ther leadership in certain UAW| “TOCT * ca : press’ 
quarters. | HOUSER ENGINEERING said. 
Thompson, now serving his| & MFG., INC. of th 
fourth term as head of Local 600, | Bluffton, Indiana off v 
launched his political career in the | Money-Back Guarantee | tional 


The building has | 
| dent, 





a blind side, but even when the lot is un- 
attended a salesman appears as if by magic | 
| as prospects enter 


|new and used-car dealers the deal- 


ers were to police the lots on the | 
first Sunday and report those re-| 
maining open. 
“Of the 358 new and used-car | 
dealers in Greater Kansas City, 
only 20 used-car lots were open on| 
the first Sunday,” said Spry. 
i 





William Ullman, Washington correspon- | 
keeps AUTOMOTIVE NEWS readers | 
up to date on political and economic tre.ids | 
in the nation’s capital every week. 


Qventities os low as 100 may be 
ordered with original design for every 
job! Proof of design submitted for 
approval. Heavily chrome plated 
Write for details. 





502 Locust Street 
Phila. 6, Penna. 
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Chrysler Talks Continue .. . 


Hopes for Early Peace 
In Steel, Coal Dim 


(Continued from Page 1) 





as four Ford locals voted to ratify,;the union’s pension and _ health- 
the precedent-setting Ford con-| care demands. 

tract. Unconfirmed reports said that 
the UAW negotiators, headed by 
Norman Matthews, had asked 


* * * 


ENSIONS were already begin- | 


ning to spread through the| Chrysler for a “better” pension 
automotive industry. Conclusion of; plan than that negotiated at 
contract agreements for old-age) Ford. 


retirement benefits was announced; These reports pointed out that 
by Holley Carburetor Co., Detroit, | | Chrysler would not have to pay as 
and Motor Wheel Corp., Lansing. much as Ford at first to retire past 
Chrysler negotiations went on a|/employe service credits, because 
daily basis last week following for-| Chrysler workers are younger on 
mal serving on the corporation of | the average than Ford employes. 

- The union, according to the re- 
| ports, will insist on the same out- 
lay by Chrysler per worker 
cents an hour covering pensions 
| and health insurance) but will want 
less of this sum for pensions and 
more for medical and _ hospital 
benefits. 


Sales Stay Brisk 
Into Autumn, 
Olds Reports 


LANSING.—Countering the cus- 
tomary seasonal letdown, Oldsmo.- | 
bile reports a “powerful surge in| 
sales” continuing into the fall) 
months. 

G. Ray Jones, general sales man- | 





* * * 


GCHEDULING of daily negotia- 

tions at Chrysler led most ob- 
servers to the conclusion that the 
company had agreed to talk about 
pension demands. Previously, the/ 
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DODGE HEAD SPARKS SALES MEETING—L. L. Colbert, president of the division, spoke 
| to more than 500 dealers and sales personne! of the Detroit, Fort Wayne, Bay City (Mich), 
| Flint and Jackson (Mich.) areas at a dealer merchandising meeting in Detroit. The meeting 
| was one of 5! held throughout the nation Oct. 5-14 for the 4,000 dealers and sales personnel. 
S cmemens - ~eseniimninnends eee anes . - a . 





| : 
| automobile dealers was made at a| J,’ 
|special meeting of union ne-|Ford Calls Parley | 
chanics. 
A joint statement was issued by | Of Region Chiefs 
Clark H. Goodrich, grand lodge | J 
representative of the International | DEARBORN. — The 
Assn. of Machinists, and Milton D. 
| Nelson, general counsel and secre- | 


| starting today (Oct. 17), Walker 
coun fee of the Utica Auto| 4” Williams, Ford division sales 


“A new contract has been nego | manager, announced last week. 
° 8°-| The regional managers are the 


tiated by and between the regular) ,.°... : 

: > 1.x, | division’s top field sales executives. 
—— a cad kaoeh Latee trer| They will meet with division and 
| of District. 157, International Assn. | ie an officials to neg sales 
|of Machinists. The contract will | P' The a ct tae 
run for two years, providing for a| y . 





sion will convene here for five days 


| 40-hour work week with an eight | a Dayle fo ox EE 
|cents an hour increase. |munds, Midwest; I. B. Groves, 


“The machinery is being set up| 


for a labor-management relations | Southwest, and A. S. Hatch, West. 


ADS have 





six regional | 
sales managers of the Ford divi- | 


North- | 





Studebaker Tops 
Alltime Sales 
‘Mark in Sept. 


SOUTH BEND.—Retail deliveries 
of passenger cars and trucks by 
| Studebaker dealers in the U. S. in 
September were larger than in any 
previous month in the company’s 
history, according to H. S. Vance, 
|president and chairman. 

Production in September also 
topped all previous monthly figures, 
he said. 

At the 
| October, 





end of the first week in 

Studebaker’s domestic 
dealers in 1949 had delivered at 
|retail a greater number of pas- 
| Senger cars and trucks than in the 
‘full year 1948, the previous best 
year in the company’s history, 
Vance said. 

In September the company pro- 
duced 31,294 passenger cars and 
trucks as compared with 24,731 in 
August this year and 18,196 in Sep- 
tember of 1948. The September 
| total compared with 28,865 produced 
in June this year, the company’s 
best previous month. 

In the first nine months of this 
year output aggregated 227,746 
units, as compared with 171,188 in 
|the same period last year, stated 
Vance. 


Studebaker Names Moss 
Moss Motor Sales, Inc., 92 Me- 


ager, says that 9,941 new Oldsmo- | 
biles were sold during the last 10| 
days of September, a 62 percent | 
increase over the comparable period | 
last year. 

More new Oldsmobiles were de- | 
livered at retail in the first nine} 
months of this year than were built | 
during the entire 1948 model year, | 
Jones added. 

Sales during September by Olds- 
mobile dealers exceeded the total of 
the previous September by 61.2 per- | 
cent. Retail delivery of 211,451 new 
Oldsmobiles from Jan. 
Sept. 30 was nearly 50 percent 
above the nine months’ sum of last | 
year. 

S. E. Skinner, general manager | 
of Oldsmobile, announced produc- | 
tion of the division’s 250,000th 1949 | 
model last week. 

This, he said, parallels the divi- | 
sion’s production record for the first 
11 months of the 1941 model year. | 
The Oldsmobile production record, | 
established that year, was 270,000 | 
units. 

Two-thirds of the 
produced thus far have 


| 


1949 models 
been 88s 


company had maintained that its | 
UAW contract precluded pension | 
discussions this year. 

The slender possibility that the 
Ford rank-and-file might reject 
the new pension contract in their 
ratification votes was dispelled 
last week when the president of 
Ford Rouge Local 600 came out 
“reluctantly” for acceptance. 
Local 600, with 65,000 members, 

represents well more than half of 
Ford’s nationwide total. 


est of the four Ford locals that | 


1 through | have approved the contract to date | Utica Oldsmobile Corp., Harry Hei- 


is that at the Lincoln-Mercury | 
plant in Metuchen, N. J. 

A comparatively close rank-and- | 
file vote is in prospect, however, | 
in view of the less than two-to-one 
|margin by which national Ford 
council of the UAW approved. 

Willys-Overland and three To- 


'ledo parts makers were made the 


next target of the UAW’s pension 
drive, at the instruction of Reuther 


himself. The parts companies are | 


| Champion Spark Plug, De Vilbiss 
‘and Ransom & Randolph. 


* * * 


and 98s carrying the higher- -com- | Utica Mechanics OK 


pression Rocket engine, Skinner | 


said. Better than nine out of 10|8-Cent Hourly Raise 


of the 1949 Oldsmobiles have rolled 
off with Hydra-Matic drive, op- 
tional only on six-cylinder models. 


UTICA, N. Y.—Acceptance of an | 
offer of eight cents an hour in- 
crease in wages offered by Utica 
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Our New Prices Are the Lowest Yet 
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45c Kach ¢ LIMITED 
35c Ea. in 
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Immed. Delivery 





3210 Avenue 
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TENSION SPRING, DOUBLE LOOP 
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| council to improve the already good | 


relationship between the dealers | been proven the quickest, 


}and the union. 
It is believed that the new con- 


AUTOMOTIVE NEWS WANT 
least expensive 
eet 9 of reaching the men who want 
what you have or have what you want! 
| See the back pages of this issue. 


morial Ave., West Springfield, 
Mass., has been appointed Stude- 
' baker dealer. 


The larg- | 


tract will work for a betterment 
of service to the community and 
| will result in improvement to the 
| auto driving public. 

| “The auto dealers involved are 
| Dahl Motors, Geffen Motors, H. L. | 
| Johnson Motors, E. B. Welch Mo- 
tor Car Co., Hughes-French Mo- 
tors, Cummins Motors, C. J. Fletch- 
er, Inc., Gordon Davis Motors, 


ee 


BY SALES OF OVE 
TO MAINTAIN YEARS 


man, Inc., Mell Gooch, Inc., Cole | 
Chevrolet Motors, McRorie-Sautter 
| Motors.” 


Chevrolet Sales 
Already Top 
All of 1948 


DETROIT.—With the last quar- | 
| ter yet to go, 1949 Chevrolet retail | 
|sales in the U. S. already have 
| topped all of last year, W. E. Fish, 
| general sales manager, announced 
last week. 

Figures released by Fish showed 
deliveries to customers through| 
Sept. 30 reached 1,071,269 passenger 
cars and trucks. 

In 1948, which was the third 
highest sales year in the history 
of the company, 1,055,433 passenger 
cars and trucks were sold in the 
full 12-month period. 

“Continuing the record-breaking | 
pace that set in with the intro- 
duction of our 1949 models, Sep- 
tember added 138,249 units to the 
year’s cumulative total,” Fish said. 

“Strength of truck sales featured 
the month. For the sixth month of 
the year truck sales were above} 
the 32,000 mark.” 


Factory Sales Division: 


BATTLE CREEK, MICH. 


FOR 





room, air-conditioned. Latest 


e* 
Edgewise 
(Continued from Page 4) 

lems. I suggest that dealers get 
together over a luncheon table 
occasionally. A frank discussion 
of mutual problems always has a 
salutory effect. Get to know and 
respect your fellow dealer. He 
has the same problems you have. 
We in the Bay area could list 
countless examples of cooperative 
effort which have brought bene- 
fit to all concerned. 

If dealers will cooperate in pro- 
|} moting good business practices and | 
work intelligently to satisfy their 
customers, I belive there will be 
|plenty of profitable business for 
sometime to come. 

In closing I want to say just a 
| brief word on the subject of high- 
|way safety. The appalling number 
lof highway accidents should be of | 
personal concern to each and every | 
|dealer in America. We have here 
an excellent opportunity to do work | 
in the public interest .. . work that | 
will pay big dividends. In time this 
present accident rate can seriously | 
discourage automobile usage. We | 
have got to do something about it. | 
Encouraging safety legislation and 
enforcement is another “common- 


motive News, Detroit 26, Mich. 
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SALE 


New Car Distributorship 


Located in a city in the Middle West, approximate population 
one-half million. Sales Volume in 1948 in excess of $5,000,000; 
1949, end of August, exceeds $2,000,000. Most modern sales- 


up-to-date service equipment. 


Approximately 25,000 square feet. Cash involved inventory of 
new parts. This new building and used car lot available for 
long term lease. Other new car franchises available immediately 
if present franchise not desired. Write Box No. AN80, Auto- 


Marson ZIP-WELT 


THE NOVEL NEW FENDER WELT 


You install it without 


removing fender 


Write for Information 
MARSON CORP. 


‘It's another Marson time-saver 


REVERE 51, MASS. 





sense” activity. 





44 - 
Davis Calls Stocks Low .. . 


Overproduction Fears | 


Held Exaggerated 


(Continued from Page 2) 





possible, in Davis’ opinion, because | offered these cars for sale at ap- 

of three factors: Increased popula- | proximately $1,000. 

tion, higher personal income and| “Tn spite of all this, national sales 

the “huge backlog of replacement have been counted in the thou- 

demand.” sands, instead of the tens and 
The Ford executive said that re-| hundreds of thousands we in the 

cent developments in the used-car| American automobile business are | 

market have borne out his warning | accustomed to. 

to old-car owners last June. At| “These sales are significant from | 

that time, Davis forecast a steeper |the British point of view, but 

decline in trade-in values than in| negligible according to our stand- 

new-car values, urging prospective | arg of volume.” 

new-car owners not to defer their e 6 . 


purchases. [DAVIS _ outlined the “factory | 


Applauding the “great many standpoint” on the desirability 
dealers” who have girded their |o¢ high production and sales vol- 


| 










a . i 7 : Motor Co., is celebrating his 
organizations for hard selling jyme in the auto business, as | Shallcomb * con 
ciiheut waiting for big price clini: dealerships in Burlingame, San Bruno and San Mateo. 
cuts, he declared: “A. High production volume | 


“There are others, of course, who 
seem unwilling to adapt themselves 
to the tough, competitive market 
we face, and they are finding, or 
expect to find, the going too rough. | <ol] more units. 
This situation was not unexpected. /, Get, & 0 Gee 

“The transition period between @/ high sales volumes spread fixed 
seller's and a buyer’s market WAS] costs over more units and give the 
bound to see a number of changes] qogjers more dollars for eam and 


spreads fixed factory costs over) 
more units and permits the manu- 
facturer to establish lower prices. 
Lower prices help the dealers to 
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SHALLCOMB'S LIVERMORE (CALIF.) DEAL BACK IN 1919—Gien O. Shalicomb, head of 


Tenn. Dealers 
Await Ziesmer 


Talk Tomorrow 


NASHVILLE.—The 10th anniver 
sary convention of the Tennesse: 
Automotive Assn., which will clos: 
tomorrow (Oct. 18), at the Edge 
water Gulf hotel, Edgewater Park 
Miss., has engaged George F. Zies- 
mer, president of the National Au- 
tomobile Dealers Assn., to speak at 
tomorrow morning’s business meet- 
ing. 

Other speakers include William J. 
Davidson, executive engineer of 
General Motors; Carl E. Marker. 
past president of the National Used 
Car Dealers Assn.; Joseph F. Leo- 
pold, manager of the National Tax 
Equality Assn.; Russell Reeves, 
president of Russell Reeves Co., 
Memphis, and Dr. Murray Banks, 
| noted psychologist. 


Various forms of entertainment 
|have been planned. 


h year as a Chevrolet dealer. He now has 





Obituaries 


J. A. Smith, Milwaukee, 
Headed NADA 1920-22 


MILWAUKEE.—Jesse A. Smith, 78, a 
pioneer in the auto business here, died 
Oct. 4. He organized Jesse A. Smith Auto 
Co. in 1914, as distributor for Hudson 
Motor Car Co., after having been Mil- 
waukee sales manager for Buick. From 
1920 to 1922 he was president of NADA 
Mr. Smith retired in 1931. 











in the retail field for obvious rea- 
sons.” 

Although Ford would have pre- 
ferred to effect a cost slash, Davis, 
said, it concluded that the pension 
problem had to be settled first. 

“We felt,” he explained, “that 
only with stable relations between 
company and union could we really 
attack the cost situation and make 
long-range plans involving prices. 

J * * 


AVIS defended the “quota sys- 

tem” in vehicle sales, describ- 
ing it “just as much a part of our 
industry procedure as new models 
and automobile shows.” ; 

Instances of over-aggressive tac- 
tics by factory representatives are 
the exception, he contended, and 
“not the mine-run type of contacts 
and follow-up.” 

“Now that we are entering 4 
more normal market,” Davis con- 
tinued, “ we should adjust ourselves 
to the kind of business climate the 
automobile industry has worked in 
during the prewar days. 

“The kind of climate that en- 
ables the industry to achieve 
such phenomenal sales results 
and a prosperity for automobile 
dealers throughout the nation has 
been for many years the envy of 
retail merchants generally. 

“And this enviable position has 
been attained, mind you, in spite of 
the contention, so frequently made 

by spokesmen for dealers that fac- 
tory policy has been harmful to 
dealer progress and stability. 
* * 


URNING to demands for a “$1,- 

000 car,” Davis told the tri-state 
audience that his company could 
build one but had rejected such an 
undertaking in the belief it couldn't 
be sold in sufficient volume. 

“Pretty substantial proof of this,” 
he said, “is the public’s reaction 
to a four-cylinder passenger car 
which some of our dealers recently 
imported from England. 

“Purchasers of these cars have 
been high in their praise of the 
car’s dependability, general per- 
formance and low maintenance 
cost, together with its low fuel 
consumption of better than 30 
miles to the gallon. 

“During recent months, and even 
before the devaluation of the 
British pound, many of our dealers 








SHE STILL TAKES THE MONEY, THOUGH 


—It's ‘‘nashier" instead of the usual ‘'cashier’ 
at Munson Sales, Inc. (you guessed it, Nash), 
Anderson, Ind. D. J. Munson, president, 
reports that most customers chuckle when 
they notice the ‘'Nashization'’ of the con- 
ventional word. 

























trading purposes. 
“C. High volume 


makes more 
service customers—good ones, too. 

“D. High volume means more of 
your product on the road. More 


+ * * 
George L. Ten Eyck 
CINCINNATI, — George L. Ten Eyck, 
president of Avondale Motor Car Co., died 
here last week. Mr. Ten Eyck was a mem- 
ber of the Cincinnati Automobile Dealers 





word-of-mouth advertising — more Assn. and served as its president in 1932. 
easy-to-sell repeat buyers.” > = @ 
Gould said that in order to Charles E. Sager 


fully utilize “tools of manage- 
ment,” dealers must have a plan 
of operation including forecasts 
of sales and budget of expenses 
both for the long pull and the 
short haul, 


Discussing sales and profits po- 
tentials under the “management 
plan,” Gould advised dealers to be 
“realistic” in appraising sales fac- 
tors and warned, “don’t discount 
your competitors’ ability.” 

Successful selling under’ the 
“management plan,” he declared, 
results from the composite efforts 
of all employes to satisfy customers 
and build goodwill for the dealer- 
ship. 

* * * 

OULD further stated: 

fore, in the process of forecast- 
ing and budgeting, consider not 
only your potential, your inventor- 
ies and your capital, but your good- 
will in its broadest sense. Ask any 
dealer how goodwill is developed 
and I am sure he will say that it is 
by treating others as you would like 
to be treated. In other words, by 
practicing the Golden Rule.” 

He also emphasized the im- 
portance under a “management 
plan” of controlling expenses and 
the necessity of having adequate 
facilities to accomplish forecasted 
sales jobs. Of prime importance, 
he said, is promptly bringing 
fixed expenses in line with fixed 
income. 


Ford EKmploys 
*‘A-l’ Theme 
In U.C. Drive 


DEARBORN. — “A-1 Used Cars 
and Trucks” has been adopted as 
the theme for Ford dealers in sales 
and promotion of used units, it 
was announced last week by Walk- 
er A. Williams, sales manager of 
the Ford division. 

Williams said the 
been selected after 


theme had 
an extensive 


survey among dealers and mer-| 


chandising experts. 

The majority of the 6,400 Ford 
dealers will use the theme, Wil- 
liams said, adding that it had been 
chosen to give them a_ uniform 
theme to gain public impact 
through repetition in merchandis- 
ing high-quality used units. 

A comprehensive plan book will 
be issued soon, Williams said. It 
will outline methods of employing 
“A-1” in merchandising used units. 

The plan book suggests and rec- 
ommends relative to guarantees, 
certificates, merchandising, promo- 
tion, advertising and other factors 


“There- | 


ROCHESTER, N. Y.—Charles E. Sager, 
80, one of Rochester’s first automobile 


HOW A SHALLCOMB DEAL IN CALIFORNIA LOOKS TODAY—A former Chevrolet fac- | dealers, died Oct. 4. Mr. Sager entered 
tory representative in Northern California, Glen Shalicomb has been active in community | the auto sales field shortly after the turn 
projects. His past activities include serving as president of two chambers of commerce, |°f the century when he sold Detroit Elec- 
district commander of the American Legion, master in the Masonic Lodge. city councilman, |trics. Later he sold the Holmes Steamer 
business manager of the Livermore rodeo, president of two county motor car dealers asso- | 2nd rounded out his career with operation 
ciations and president for several years of the Northern California Motor Car Dealers Assn. - at years of a Hudson-Essex firm. 
He has been legislative representative for the California Motor Car Dealers Assn. and | He had retired some years ago. 
director of NADA. | * .* ¢ 

— ' Thomas Lewis Cowles 

ST. PETERSBURG, Fla.—Thomas Lewis 
| Cowles, 66, an automotive engineer since 
| 1905. and connected with Studebaker since 
| 1928 until his retirement a year ago, died 
| here Oct. 2 








Ford Automatic Drive Due 


By Summer of 1950 ance, See Ls Mater 


mer Buffalo automobile executive, died here 
|} Oct. 5. He was an executive with the old 


. | Pierce- yD ; , r 
general manager of Lincoln-Mer- | Rugeic in the cncw ons | efore leaving 


cury; L. D. Crusoe, vice-president | eS 
and general manager, Ford divi- | Roy O. Rydell 


(Continued from Page 2) 


| gine braking in intermediate gear 
|}at speeds above 40 miles an hour 
and in low gear at speeds below 


40 miles an hour. This feature is | sion; Earle S. MacPherson, chief| LaGRANGE, Il. Roy O. Rydell, 53 
| particularly good in mountain driv-|engineer, Ford, and Stanley W. a a re , a 
: } § 4 s Mr 
ing. | Ostrander, operations manager, | Rydell started his automobile career in 


By permitting the driver to flip| Lincoln-Mercury division. |1919, when he went to work for a Ford 


his transmission selector lever; Charles S. Davis, president; | ‘®#!ership. ite. 

from drive to reverse without wait- | Swain Russey, vice-president, War- | James B. Swindl 

i hanical en- | ivisi — Bae 

ing for the usual mechan ner Gear division, and Johnson| TAMPA, Fla.—James B, Swindle, 52. 

gagements (the action is hydrau-| Davis of Borg-Warner Corp., were | automobile dealer and resident of Tampa 
|for the past 15 years, died Oct. 7 at a 


lic) the driver can “rock” his car 
in deep snow, icy roads, sand or 
mud. This feature also permits 
much greater ease in parking. 

Service was seriously consid- 
ered in the design of the trans- 
mission from its inception, and 
as a result all control elements 
are available on removal of the 
single bottom oil pan. 

Approved Hydra-Matic fluid will 
| be recommended for the new unit 
to make certain that owners will 
| not be put to high repair and serv- 
|ice costs due to the use of a low- 


| grade or unsuitable oil. 
| * * + 


also present. | Tampa hospital. He was a member of the 


Florida Automobile Dealers Assn. 
* * 


Edward L. White 
WICHITA, Kans. — Edward Leonard 
| White, 41, prominent used-car dealer here, 
died Oct. 8 in his home in Wichita. He had 
}been ill with cancer for six years, but 
| carried on his business regardless of pain 
a 


| Edward D. Wright 
PON ie 5 i r,|..NEWTON CENTRE, Mass.-—Edward D. 
0 — Harry ‘ Klingler, | wright, 56, president’ of ED’ Weigh: 
general manager of Pontiac, re-| inc. (DeSoto-Plymouth), died here Oct. 5. 
ports that more Pontiacs were sold |Mr. Wright had been identified with the 
: ‘ jg | automotive business in the Boston area for 
- the first nine months of this | the past 25 years. Formerly with Packard 
year than in all of 1948, }in a service post, Mr. Wright formed his 
Third-quarter cumulative sales | own dealership here four years ago 
were 245,293 units, Klingler said, | ee 


* 
; Jacob Legum 
SHIFT to the intermediate |Cormaree With total 1948 sales of 


BALTIMORE. (UTPS) — Jacob Legum, 
ss . . president of the Park Circle Motor Co., 
=> eee is possible at any time During September, 30,680 Pon- died last week. Mr. Legum started in the 
| : . a 97 v 
penal a — phi |tiacs were sold, Dealer inventories | “*!"°Ss 27 years ago, 
step dow *% to r e - : 
. , ae . are normal, Klingler stated. 
tion or hill climbing, by depression ¥ & : Frank E, Hutcheon 
of the accelerator pedal. Low gear | 
of approximately 2% to 1 


es LAKEWOOD, N. J.—Frank E. Hutcheon 

To feel the pulse of the auto industry, | past president of the Ocean County dealers’ 
| served for exceptional performance 
requirements and where heavy | 


is re- | consistent reading of AUTOMOTIVE NEWS |association and a trustee of the state 
is necessary. group, died here Oct. 7. 

grades are encountered or for| 

down-hill braking. | 


| Due to the pitch of the rotor 
teeth, pushing the car in inter- 
mediate gear to start is possible, 
as is use of the low-gear range 
as a braking force on _ steep 
mountain grades. 
The selector quadrant has “N” 
| for neutral in the center with “Dr” 
for drive just to the right. “Lo” 
is still further to the right. To the 
left of neutral is “R” for reverse 
and “P” for parking (a full me- 
chanical lock of the transmission 
to the drive system, securely lock- 
ing the car from movement in 
either a forward or reverse direc- 
tion on any sort of gradient. 
Also in attendance at the press | 


Pontiac Surpasses 


48 Total Sales 
In September 

















for aggressive handling of used 
units 


announcement were Ernest R. | pn ae HONORS DEALER wee oy CITY—Frank Ball, need - dealership 

; ns : earing his name, was presented with the ief Pontiac oil painting an etter Dealer 
Breech, executive vice-president; citation by B. A. Courtius, Kansas City zone manager (first on left). Ball, a Pontiac dealer 
Benson Ford, vice-president and! since 1935, is shown to the left of the painting. 
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Car, Truck Output Estimates 
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Industry Laggard on Terms? 


By D. M. Trepp 


Staff Correspondent 


| easy terms are not extended un- 
less the buyer has a very high 


SEATTLE. — Asserting that the| Credit rating. 


auto industry has been laggard in 


Crowds were like those that come 


bringing credit terms within the | to a first showing of cars, but these 


reach of people, 


(Dodge-Plymouth) announced 


S. L. Savidge|crowds didn’t come primarily to 
in 


look. They came to buy. And 


newspaper advertising that new | strangely, many paid more than 
Plymouths could be purchased for the minimum down, 14 even paying 


$195 down and $49.90 a month. 

Savidge called this a test of 
the buyer’s market now prevalent 
in new cars. 


cash. 

| Maybe it was the human reaction 
| to a dealer stepping forward with 
ja “break” in the terms that dom- 


The results, he told AUTOMOTIVE | inated during Regulation W. 


News, were overwhelming. 


“We booked such a large number 
of orders,” said Savidge, “that to-| 
morrow we will run ads advising 


that we are swamped and that 


delivery cannot be expected in less 


than 60 days.” 
Savidge emphasized that the 





‘Dealers’ Council 


Of L-M Opens 


Parley Today 


The fourth national 
Council 


DETROIT. 
Lincoln-Mercury Dealers’ 


|will be held in Detroit Oct. 17-18, 


Week Week dan. 1 dan. 1 
Ended Same Ended Oct., to to 
Oct. 15, Week, Oct. 8, 1949 Oct. 16, Oct. 15, 
1949 1948 1949* to Date 1948* 1949* 
CHRYSLER ...... . 80,348 21,365 31,510 62,469 619,534 913,644 
BEE vveecweweeus 4,044 2,964 4,580 9,235 90,700 122,958 
. wsebvevenaeen 2,731 2,326 3,013 5,744 69,741 88,538 
PE ere éeceeseune’ 9,161 5,902 9,091 18,252 175,777 244,178 
Plymouth . 14,412 10,173 14,826 29,238 283,316 457,970 
DE -96.045%6 Kesey swe 26,013 21,884 26,025 52,088 530,566 858,642 
PE N6ttctneveeeveds 20,464 16,096 20,463 40,927 382,947 667,952 
Lincoln 933 1,483 925 1,858 28,619 30,433 
DEED 65-04 ds cness. 4,616 4,305 4,637 9,253 119,000 160,257 
GENERAL MOTO . 50,0381 33,890 49,718 99,749 1,255,820 1,827,990 
EE. 600085 saea 8,386 5,962 7,961 16,347 219,357 328,436 
Cadillac .. 1,740 1,555 1,975 3,715 52,402 71,389 
Chevrolet . 26,802 16,979 26,912 53,714 624,434 914,196 
Oldsmobile ......... 6,099 4,283 5,995 12,094 159,214 238,134 
I id iS ie 0 2 6.0 7,004 5,111 6,875 18,879 200,413 275,835 
KAISER-FRAZER 1,368 3,343 1,347 2,715 147,007 56,452 
Pe ¢hvwsddue cvwns 2 1,688 5 al 2 45,862 6,462 
Pt sbhisivasscsac ae 1,655 1,347 2,713 101,145 49,990 
CROSLEY ......... 74 210 57 131 26,114 7,565 
reer 2,671 eee) 0 éxwee 2,671 98,171 119,124 
EN ei a Cay ov eees tee 3,806 1,702 3,804 7,610 91,956 117,095 
PP MEEOED. nxsvscvctes 1,824 2,478 2,104 3,928 70,187 93,564 
STUDEBAKER 5,435 3,449 5,410 10,845 131,016 177,307 
WORE ve cvécucacs 1,167 890 1,113 2,280 20,642 27,833 
Total Cars, U. 8.....122,737 92,587 121,088 244,436 2,991,013 4,199,216 | 
+Station wagons and Jeepsters, *Revised. —__ a 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week dan. 1 dan. 1 
Ended Same Ended Oct., to to 
Oct. 15, Week, Oct. 8, 1949 Oct. 16, Oct. 15, 
1949 1948 1949* to Date 1948* 1949* 
CHEVROLET .. 7,092 7,576 7,031 14,123 312,700 $25,570 
re 5 40 9 14 2,404 288 
PE S¢cdscovennteee 81 95 67 148 5,562 2,951 
ee 2,521 3,071 2,716 5,237 129,142 124,432) 
FEDERAL 35 60 21 56 3,584 1,273 
SE beens chee ead wes 5,348 4,702 5,415 10,763 254,394 197,618 
CE Sivas kane wae VS 29 1,557 2,170 1,639 3,196 73,712 71,840 
INTERNATIONAL ... 354 3,290 319 673 135,273 99,546 
5's 6 auips «90 3% 201 263 207 408 10,373 5,699 
RE ritiickvienewcawa oa 80 290 76 156 9,515 3,057 
STUDEBAKER 1,048 166 1,024 2,072 49,649 54,259 
CE, cv. ceee en oanes 175 222 172 347 9,873 6,571 
MUMIA ct ceeecescese 1,239 1,779 1,232 2,471 87,518 42,113 
MISCELLANEOUS .... 384 574 384 768 17,787 16,736 
Total Trucks, U. S... 20,120 24,298 20,312 40,432 1,101,491 951,953 
Total Cars, Trucks 
Di vonneennsoe es 142,857 116,885 141,400 284,868 4,092,504 5,151,169 
Total Cars, Trucks 
| EP rrr ir 7,063 5,073 7,012 14,075 196,352 235,709 
Grand Total, 


Cars and Trucks 


U. S. and Canada ...149,920 121,958 143,412 298,943 4,288,856 5,386,878 
*Revised, Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, Diamond T, etc. 


Output 
(Continued from Page 1) 


threshold of surpassing the 1929 

total of 5,358,420 cars and trucks— 

the best of alltime. All they need 

this year is 208,000 more vehicles. 
. * oa 


F LAST week’s production rate 

can be held, those 208,000 will 
have been built by Oct. 27. Every- 
thing built after that will, of 
course, just fatten a record that 
most automotive observers think 
will stand for a long time to come. 

The 1929 total included 4,587,400 
cars and 771,020 trucks. When the 
1949 total goes by on Oct, 27, the 
signs should read approximately 
4,385,000 cars and 984,000 trucks. 

Although auto plants aren’t 
getting any at all now, reportedly 
they got more steel in the first 
six months of 1949 than in any 
previous year. 

The American Iron and Steel In- 
stitute said last week that the 
5,900,000 tons of steel products 
shipped to the auto industry in the 
first six months of this year was 
nearly 1,000,000 tons, or 20 percent 
greater than in the first half of 


World Trade Fair 
Set in Detroit 
Next October 


DETROIT.—Plans for a 1950 in-| 
ternational trade fair in Detroit 
have received approval from the 
board of commerce. 

As a result, a formal invitation 
to the world’s businessmen was} 
cabled to the Organization for Eu- 
ropean Economic Cooperation in 
Paris. 

Detroit’s fair will be held from 
Oct. 1 to 15 at the Michigan state 
fair grounds. 








| 1948 and 600,000 tons more than in 


the second half of 1948. 


Shipments to the auto industry 
were described as “notably sus- 
tained” through the six months, 
while shipments to other industries 
began to sag before midyear. 

Appliance makers, the Institute 
said, had one of the greatest reduc- 
tions in steel shipments, a_ six- 
month total of 800,000 tons being 
17 percent less than a year earlier. 

—~BERNIE THOMAS 





Buick Establishes 
Zone in Denver 


Under Shaw 


FLINT.—O. L. Waller, Buick gen- 
eral sales manager, has announced 
that a new zone office has been 
established in Denver. 


J. J. Shaw, who has been assist- 
ant zone manager in the Kansas 
City office and assigned to the Den- 
ver area, was appointed manager 
of the new zone. 

It will serve dealers in the cen- 
tral Rocky Mountain area, includ- 
ing all dealers in Colorado and 
Utah, the southern half of Wy- 
oming and parts of Neveda and 
Idaho. 

Waller said the new office was 
being established “in order to bet- 
ter serve dealers and customers in 
this important mountain region 
where our business is expanding. 

“Our expanding volume of busi- 
ness in this area makes necessary 
a complete zone office to give deal- 
ers and customers closer contact 
with factory representatives.” 


Allen Names Kellner 


Don Allen, president of Don 
Allen Organization, has appointed 
Carlton F. Kellner assistant treas- 
urer and business manager of Don 
Allen Chevrolet, New York City. 








Joseph E. Bayne, Lincoln-Mercury 
sales manager, announced 
week, 

Three dealers from each of the 
four Lincoln-Mercury sales regions 
will meet with the division sales 
staff to discuss product, service, 
parts and accessories, research, ad- 
vertising and general sales policies. 

Benson Ford, vice-president and 


general manager of the division, 


and Stanley W. Ostrander, manager 
of operations, will welcome the 
group at the first meeting. 


The council also will be luncheon | 


guests of the Ford Motor Co. 
policy committee. 
Council members are chosen at 


regional meetings attended by 
dealer representatives from each 


Lincoln-Mercury sales district. 


Dealers who will attend the De- 


|troit conference include: 


Eastern region: David S. Harriss, 
Wilmington, N. C.; K. G. Crompton, 


Lawrence, Mass., and R. B. Conroy, | 


Doylestown, Pa. 

Central region: Earl Bauer, To- 
ledo; John F. Dell, Cincinnati, and 
F. C, Grismer, Cleveland. 

Midwest region: C, F. Turbiville, 
Houston; Glenn H. Smith, Des 
Moines, and J. Raymond Young, 
St. Paul. 

Western region: G. V. Tribe, 
Ogden, Utah; J. G. Deaton, Beverly 
Hills, Calif. and C. E. Francis, 
Portland, Ore. 


Kentucky Bales 
Tax on Tax OK 


FRANKFORT, Ky.—The federal 
tax on motor vehicles must be in- 
cluded when tabulating the state’s 
3 percent usage or sales tax, the 


Kentucky attorney general’s office | 


has ruled. 
An opinion explained that Ken- 


|tucky’s tax is 3 percent of what the 


purchaser pays for the car. It held 
that because the federal levy is 
paid for by the dealer it is part of 
the purchase. 


last | 


The Savidge decision to radi- 
cally step down payments and 
terms brought a furore of other 
| dealer advertising, and truly the 
“good old days” are here. 
| “We wanted to find out,” said 
|Savidge, “what was uppermost in 
|the minds of persons wanting new 
|cars who are holding back. We 
|reasoned that many in the salary 
| group, even high-salaried, couldn’t 
|pay $600 or $700 down and high 
|monthly amounts, as they were 
very likely buying a house, or other 
|major items, on the payment plan. 

“We got an emphatic answer 
|that such was true and that the 
|public is ready to buy new cars 
|right now. We found out that the 
|car demand is still terrific.” 


= The paper is written for two- 


| 
| 





K-F Constructing 
Assembly Plant 
In Portland, Ore. 


PORTLAND, Ore. — Construction 


|in Portland, Ore. 

The manufacturing building, to 
be erected on a 5'%-acre tract at 
Killingsworth St. and 77th Ave., 
will be constructed for Kaiser- 
Frazer by the Union Pacific rail- 
|road, according to Steve Girard, 
production official who is directing 
K-F’s small-plants operations. 
| The plant may set the pattern 
for similar K-F units in other areas. 

Scheduled for completion early in 
1950, the Portland factory will have 
a production capacity of 20 Kaiser 
and Frazer automobiles a day and 
will employ approximately 100 per- 
sons, Girard said. 
| He said that component produc- 
tion parts, including primed bodies 
shipped 16 to a railway-car load, 
would be _ received disassembled 
from the K-F plant at Willow Run. 


trimmed here, he said. 

Girard said that operating sup- 
|plies and production parts obtain- 
|able in the Portland area would be 
| purchased locally. 

Two former Portland residents 
have been named to supervise Port- 
land operations. They are Jean 
Hoffman, plant manager, and Max 
Pierce, plant superintendent. Both 
are being transferred from the 
Willow Run plant. 

Production operations in the 200- 
by-250-foot plant will include body, 
chassis and final assembly lines, 
which will be concentrated in two 
|100-foot bays flanked by auxiliary 
| office space, boiler room and locker 
|}and wash rooms. 








| eastern division sales manager. 


NARDIN BECOMES MANHATTAN HUDSON DEALER—Looking on as Arthur Nardin pre- 
pares to sign a contract to become Hudson dealer for Manhattan are (left to right): Claude tiac), 


Margetts, zone manager: N. K. vanDerzee, Hudson's sales vice-president, and C. H. Calhoun, 


showrooms at 1739 Broadway. 


The signing took place prior to the opening of Nardin's 


will start this month on a $350,000 | 
Kaiser-Frazer Corp. assembly plant | 


The bodies will be enameled and | 


years, and the comparatively 
small balance then remaining 
may be refinanced. But in most 
cases, it is expected, the buyer 
will pay up the balance, at that 


| 


time, if he has not done so 
sooner, 
“With furniture merchandisers 


asking as little as 10 percent down, 
and appliance sales being made 
even with nothing down,” contin- 
ued the dealer, “we felt it was high 
time for our industry to get away 
from too-high terms. The war is 
over and Regulation W is gone 
with the winds. So why not accept 
it and do something about it?” 





Chevrolet Boosts 
Haley, 6 Others 


In Purchasing 


DETROIT.—Appointment of Ger- 
ard M. Haley as director of pur- 
chases for Chevrolet was announced 
last week by W. 
J. Scott, generai 
manufacturing 
manager. 

Haley, formerly 
purchasing agent 
at Chevrolet cen- 
tral office, re- 
places R. G. Ford, 
who was promo- 
ted 10 days ago 
to be manager of 
assembly plants. 
Six other ap- 
pointments were announced at the 
| time by Scott, All of them, like that 
of Haley, were promotions from the 
ranks of the Chevrolet organiza- 
tion. 

E. F. Gormsen, formerly purchas- 
ing agent at the Chevrolet gear 
and axle and forge plants in De- 
troit, was promoted to the post of 
purchasing agent at central office. 
E. J. Furbacher, assistant purchas- 
ing agent at central office, becomes 
purchasing agent for the gear and 
axle and forge plants. 

Milton J. Schemm, purchasing 
agent at the Chevrolet-Toledo 
plant, was promoted to be assistant 
purchasing agent in the central 
office. Kenneth V. Daniels, a divi- 
sional buyer in the central office, 
becomes purchasing agent at the 
Toledo plant. 

George B. Ford, purchasing agent 
at the Chevrolet parts manufactur- 
ing plant, Saginaw, was appointed 
purchasing agent of the Saginaw 
grey iron foundry. He _ replaces 
John M. Hance, who is retiring. 
| Carl S. Allemang, a divisional 
buyer in the central office, was pro- 
moted to the post of purchasing 
|agent of the Chevrolet parts manu- 
facturing division, Saginaw, replac- 
ing Ford. 

Haley started with Chevrolet as 
a clerk in the purchasing depart- 
ment in 1933. He became buyer 
later that year, assistant purchas- 
ing agent in 1945 and purchasing 
| agent in 1948. 








G. M. Haley 





Sponsor Groups 
To Poll Members 
‘On 50 ASIS 


CHICAGO.—A joint operating 
committee, representing the three 
associations under whose direction 
ASI shows are held, will poll 
| MEMA, NSPA and MEWA mem- 
bers regarding a time and place 
for a proposed 1950 show, it was 
learned last week. 

Plans for the poll developed from 
a meeting of the presidents of the 
|}three associations in New York 
| City, and a meeting of the com- 
| mittee here early this month. 

Rumors that a definite decision 

had been reached for the holding 
| of an ASI show in Atlantic City in 
|March were firmly denied by a 
| committee spokesman. 
However, ‘the emphasized, it is 
| certain that a 1950 ASI event will 
| be held somewhere in the latter 
| part of the year. 





Kiwanis Pick Carroll 
C. S. (Sid) Carroll, general man- 
ager of Douthit-SanChez Co. (Pon- 
Memphis, has been elected 
president of the East Memphis 
Kiwanis club. 
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Keller Doubts Big Price Cuts .. . | — 
Reaching a J n E\ 
Ono Up eeves een epted ot | : 
Count initials and groups of numbers as one 
MONTREAL.—-Canadian automo-; value again. People will do a but if siqned ‘'Box No ial ae oh 660 
bile dealers were told last week| day’s work for a day’s pay and oa eae were 
that they would have to roll up| will not shut production down WC Te Ten stele 
their sleeves for tough competition] over trifling matters.” 
in a buyers’ market after years of | Howard B. Moore, managing di- WE 
easy selling. This was a _ point|rector of the federation, said in his | 
made at the Federation of Auto-|annual report that there are “very | “ ———_—_—_— VAILABLE 
: ’ ikon: denibieit )EALERSHIP AVAILABLE PARTNERSHIP AV! 
mobile Dealer Assns.’ two-day con- positive indications of the approach | 7 _ POSITION Rati DEALERS ———— ee os ararn 
i i ore i yers’ mé e 0 come 4 § S 
Speakers predicted “the approach He said the vo nothing to in buyers’ market “would eoukd use serv- Plymouth, in’ metropolitan area very yard specializing in trucks, Will sell bait 
inter i > i 2a” d| justify pessimism, but “there is go- 0 zs, quali man in| large eastern seaboard city. 500 car| area Western Pennsylvania sell ha A 
of winter in the profit area” andjJ t | ices of hard-working, qualified ae: Gocsden. | ieteneet Gna. femmein active,  Mentnecs 
a <2 a ~ Aaa Agence ge Piggy a ula to uae, ion one oa une Sal ‘nelghborwood. Will sell entire deal | established with large potential for ex 1947 
; “- ; : : : = . s 5, married an . s | . : i 
while the retiring president said|Wweeding out and failure as com-/ could be ubilited 1 past raining has| or you can buy large majority (about| pansion, Box 3483, c/o Automotiv 4-0 
sas " be ter.” in excellent health. Past tr gz : k a etain News Detroit 26. Al 
that “some of us have forgotten | petitive pressures ecome greater. afforded opportunity to acquire thorough 75%) outstanding  stoc ae ee a 8, el s 
how to work.” Keller told the meeting: knowledge of departmental and a = too atm 4 aad. Sale | DEALER SERVICES _ 194 
: 2 “We ec > ounting. Have had the privilege 0: - a 27% . | —— — ; 
I a ress interview, Chrysler We can have a good market for : 7 fforts for all departments and modernly equipped. $100,000 needed. | INV ENTORY SPECIALISTS. Parts an 
n p , y recting sales effort Pp taken accurately 
President K. T. Keller said he did|® 107g time to come. There will | of retail automobile business. Knowledge | Can finance some. Apply a 3466, c/o} et ae ane » See f 
ee Saad be good business opportunity, cer-| of used car problems and the use of| Automotive News, Detroit 26. eT en, y 
> > pe Fe 7 ' eS Tat oY ee m s, Indiana, Ohio, Pennsylvania an 
not anticipate any drastic reduc tainly, for men who understand proven procedures for efficient operation | 6H10 DEALERSHIP FOR SALE (now ate, ee Sh ccaaes eee 
tions in car prices. Present prices ’ bil handisi d who would enable the supervision of this de- handling Hudson) in community of 30,- Inventory Service. 4690 Newport, Detroi: 
represent the best values ever of- automobile merc a | partment with good results. Would ap- 000. Approximately 150 car contract. 13, Mich, Phone VAlley 2-9377.' 
; blic id apply themselves diligently, in com-| preciate persona! interview by interested| Gross sales 1948 over 300,000, First 8| 13. 3 ENT BPE a 
Te ee petition, to the steady cultivation} dealer at which time will gladly furnish} months 1949 gross sales 278,000. — ee "galen,. aonvies parte or 
i i ; ‘ character, business and bank references. tory, equipment, etc. at cost. arge tive industry, sales, § ce, a 
The imported small Car © aX 8 of customer goodwill. - | Box 3490, c/o Automotive News, De- showroom and service department with ministrative, office. Employers, ye 
threat in the American market, “Successful automobile dealers troit 26. qualified personnel. Good building lease inquiries solicited and “New York City 403% 
Keller said. U. S. auto manufac- | have always been the ones who, | sgERVIGE MANAGER-EXECUTIVE  DI- available. Illness forcing owner to retire. inal, 505 Fifth Avenue, New York Cit) 
turers “would go in for small cars|when conditions change, settle| RECTOR, specializing in rehabilitating en bee = 3471, USED CARS WANTED ' | 
i > > > service departments, Chevrolet dealers. Automotive ? : we a | s 9. 2-door. State con 
if there was ., real demand for|/down to brush up all the lessons Volume operator $100,000/$200,000. Labor | 3TABLISHED DEALERSHIP. New ear | CADILLAC, ae #. oo=.5 > = — 
them,” he added. they have learned before, and to! per year. Interested locating with ag-| dealership (now handling Nash) in highly SOT c/o Autometive News, Detroit 98. i —_— 
Almost 1,000 dealers from all |apply them in their business under| gressive dealer. Permanent <omorets industrialized city in western a. a a eee 
parts of Canada attended the con- |the new circumstances. They apply| fori, Maried, Avalos, Noveraper | vanie, Frade ans aver g0.00u, Net prott | Us» CARS FOR SALE 
vention. They elected Stanley S. | them with enthusiasm, and see that Detroit 26. ________| building with new fixtures and equipment | MUST Te 5 Soubinn cain evan 
Rafuse, Bridgewater, N. S., as |the whole organization applies | sApmes MANAGER or GENERAL MAN-| built in 1945. Adjacent used-car lot, also| wagon ( —e oo oe 
resi : th 4 AGER: Excellent record in merchandis-| body shop 44x50. $35,000 will take| Matic convertible (cream), Is 
a ee. Ook in ; new and used cars. Thoroughly ex- buildings and equipment. Balance at Eight Hydra-Matic station wagon sae — 
Other officers elected were: Sec- Other speakers were Ben Sadow- porteneed and aggressive in directing, $255 per month. Going concern with ex- ae al “. a 2 a. cen “an 
retary, H. B. Walker, St. Cathar-|ski, who ee on eee appraising, financing and supervising en- ee wat tse neces = = = ia” Oe 
‘ i*i ; . - acto * ’ ” i . 
ines, Ont., and treasurer, Dave and reconditioning; ae earn, tire sales department. Seeking perma c it 26 ns 
: , j tai . nent position with new car dealer within News, Detroit 26. —— Ae eee 
Amory, Montreal. who discussed advertising; D. S| or nearby metropolitan New York area. | DEALERSHIP, now handling Hudson, cov- 2 
Directors are Ross Baker, Van- | Amory, operating controls, and E. Box 3479, c/o Automotive News, De- ering two fast-growing towns of approxi- O ween 
couver; Charles Bryant, Lethbridge, | A. McVittie, highway safety. troit 26. ; mately 15,000 population in Eastern Ohio. om — 
Alta.; ’ Thomas Guest. Saskaton. G, A, C. Baer, Toronto, told |SERVICE MANAGER. Dodge-Plymouth. = a. i oe ee ee 
+f ; idan. ; Take full charge of your service depart-| car. 8, , A U c. T | O N 
Saale T, Rumgell Port Waar, | she convention, diat car dealers | ens 20Jut usta im vce to | mowrom, fy enue op, B00 
nt.; #ran . &atterson, awa; ? the motoring public, Location preference . 
George W. Hogan, Toronto; Lucien | tion of traffic problems. midwest. Box 3493, c/o Automotive ae Saar dee — mm 
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manager with 
large Indiana Ford dealer currently em- 
ploying 12 mechanics Fine remodeled 
buildings, new equipment, Good salary 
plus commission. Must be sober, married 
man with good personality and competent 


| DEALERSHIP. Now handling Ford-Mer- 
cury, Established 25 years in Western 
Wyoming, in the heart of big game hunt- 
ing and fishing, dairying principal indus- 
try. Corner location with service station 
in connection. Fireprvof garage building 


SALES-GENERAL MANAGER. Two years 
high production sales management Kai- 


Used Car Business | 
For SALE 


Phone 202-W4 


ser-Frazer cars, six years prewar man- 
agement Dodge and Chevrolet plus 
factory sales promotion and dealer train- 











to handle complete service operation. ing. Serious, dependable man seeks place - . b Will sell : 
State experience, education and refer where his experience and ability might eee ak tains a high- | ; AUTOMOBILE ; 
ences, All replies confidential, Box 3479 be valuable. Perhaps to dealer without nerion Leased lot, garage, office, etc.; stock if } 
, : class experienced partner who has had ‘ ‘ A i 
c/o Automotive News, Detroit 26. prewar competition. Can find, train and | experience in the automotive field, who | desired. O d d ee oars : 
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AGER to take charge of parts depart- bonus basis after trial, Box 3469, c/o tact Haderlie Motor Co., Afton, Wyo 
ment, Dodge-Plymouth dealership in Automotive News, Detroit 26. = : = NUCDA. On Route 30 


DEALERSHIP. South Central North Caro- 
lina town. Extensive farming and textile | 





southeastern state. Potential of 150-200 | SeRVICE MANAGER or service supervisor 
new units per year. Attractive salary and 


EVERY FRIDAY . 1) AM. ; 
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Good job, good pay, good town to live in. | MANAGER. Wholesale parts distributor- | business immediately. Owner retiring. | attractive building; busy highway; com- | FOR YOU! 
Can start immediately, Replies confi-| ship. 30 years’ experience in the automo- Oo: of . N | plete stock, modern equipped; two build- | ° 
dential. Write giving experience and tive parts business. Available now, Will Box 3489, c/o Automotive News ings; eight-room home, 108 acres; very A + ti N 
references, Riley Chevrolet, Inc., Jeffer-| locate anywhere. A-1 reference, Box Detroit 26 profitable; price reasonable. Apple Com- utomotive ews 
son City, Mo. 3494, c/o Automotive News, Detroit 26. pany, Brokers, Cleveland, Ohio. 
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USED c ARS FOR SALE 
TU CKER Tucker 1948 4-door, driven 


USED CARS FOR SALE 








7,400 





Philadelphia "s 392, c ; hamee tine petrott 7) 
DEALER AUCTION | AUTO AUCTION 
EVERY TUESDAY ...11 AM. | TIM ANSPACH 
e | 1175 Washington Ave. 
e ALBANY, N. Y. 
Harry D. Gilbert (For Dealers Only) 
EVERY MONDAY... 12 NOON 


Automobile Auctioneers 
6600 N. Broad St. Phila., Pa. | 
® TRUCKS WANTED 
PLENTY OF CARS AND BUYERS | SEVERAL WRECKED OR BURNED F7 
WEEKLY PRICES MAILED ON REQUEST | 22d FS Ford trucks wanted at once. 
es 


Wire, write or call description and price. 
R. W. Adee, Box 1, Belle Fourche, 8. 
Tel. Livingstone 8-3000 


Member of N.U.C.D.A. and N.A.A.P.A. 











Dak. 
WANTED 
| GMC or 


LATE MODEL 
Dodge 1% or 2 
Must be in good condition, 
Co., P.O. Box 887, Salisbury, 
TRUCKS FOR SALE 
HEAVY DUTY WRECKER FOR SALE. 
Holmes heavy duty 
October, 1948, mounted 1948 long wheel 
base 2-speed axle Chevrolet truck. Bar- 
gain at $2,300. Reliable Chevrolet Co., 
Meridian, Miss. 





ton wrecker. 
Foil Motor 
N. C 








ATTENTION ODEALERSIII 
1947 PACKARD CLIPPER 6-CYL. $400. 
4-DOOR SEDANS, for only 
Also AT GREATLY REDUCED PRICES 
1947 CHEVROLET - FORD - PLYMOUTH 

4 DOOR SEDANS 

Excellent Bodies -:- Good Motors | tractor truck. Take best offer. 

All Cars Formerly Used for _ Motor Co., Carlsbad, New Mexico. — 


Cab Service in Phila. PARTS FOR SALE 
Phone or Write: | 

| 

| 


Oden 


parts, includes pistons with fitted pins, 


| BUICK SHORT BLOCKS, brand new and 
THE R. A. COMPANY 


standard throughout, no used or rebuilt 
4038 CHESTNUT ST. 


@ PHILA., PENNA. not include crankshaft, camshaft or rods. 








List rice $173.25 — price to retailers 
EVergreen 2-0400 — Herbert Cole $79.50 f.0.b. Des Moines, For Buick 
SHerwood 7-1700 — Morris Freedman special and super, 1936 to 1947 inclusive. 
Howard Sole, Inc., 401 Grand Avenue, | 
Des Moines, lowa. 








| 
KEN SCHAEFER'S 
The Only Indiana 


AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 


INDIANAPOLIS, INDIANA 


Station Wagon. This cowl is brand new, cost 
$222. What are we offered for it? 











Col. R. V. Martin, Auctioneer 
115 N. Ilinois St. Phone Lincoln 5383 | ee CONNECTICUT 
' 
If you are in need of equipment we have the very best for sale: 
1—1¥% ton, two speed rear axle 1947 Ford Wrecker, equipped with Holmes 


dual post crane, heavy duty. 
1—1947 Harley Davidson Service Motorcycle with towbar. 
1—Circo Degreaser—Model SC-43-E 
1—Kerrick Cleaner—Model ARO 
1—Van Norman Brake Drum Lathe No. 393 Senior 
1—Van Norman Piston Turner & Grinder No. 76 
1—Webster Hone—Model PP 51 


1—Von Norman Boring Bar with adapters and sucker outer. 


Motor stands and various garage equipment including Manzel Tools and 


Hydramatic tools for Lincoln and Mercury. 
Host of Lincoln, Mercury and Ford parts. 
Small amount of sheet metal. 
All equipment and tools are in finest condition. 


Send for your parts order for Lincoln and Mercury Parts. We pay the freight. 


JOHNSON MOTORS, INC. 


N. Dixie Highway Phone 2117-1 Sidney, Ohio 





= © 


AUTO AUCTION EVERY TUESDAY 


FORT WAYNE, 


Bring your cars or send them Monday, Monday Nite 


IN THE HEART OF THE NATION - - - 


11:50 A.M. 


Call us for Hotel Reservations: 
EASTBROOK 


| FORT WAYNE AUCTION CO. 


(WEBSTER-MARKER MOTORS) 


a 


or Tuesday A.M. Our guarantee: You must be satisfied. 


1254 


Owners: CARL E. MARKER - DENZIL V. WEBSTER 


324 W. MAIN ST. FORT WAYNE, 


| COL. CARL E. MARKER, COL. HAROLD STRAIT, Auctioneers 






WANTED: automotive propucts To. SELL 


Large, long-established manufacturer of automobile parts and 
accessories (AAA-1) offers services of sales organization to 
one or two makers of related products. Present line now selling 
both for original equipment and to nearly 2,000 warehouses 
and service distributors who serve car dealers, garages, service 
stations and other retail outlets. Complete national and export 
coverage; will assume sales, advertising, sales promotion re- 
sponsibilities. If your product is automotive and you're handi- 
capped by lack of adequate sales coverage, write in confidence 
Box 3498, c/o Automotive News, Detroit 26. 














CHEVROLET, | 


wrecker purchased | 


| NEW 1947 MODEL 25T REO fully equipped | 


rings, main and camshaft bearings. Does | 


Cowl complete for a K or KB International | 


WATERBURY MOTORS, Inc. | 





| DE 2-0700 - 0702 
| 40 
| Denver: 


PARTS FOR SAL E 


WHOLESALE PONTIAC PARTS, large 
stocks of hard-to-get parts, body and 
fender parts for all models. 
ice, liberal discount. Walter H. Schultz 
Pontiac, 16-20 Passaic St., 
New Jersey. 





~ BUICK PARTS — 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Wholesalers: We Are 
Shippers of All General Motors 


| Parts. . . Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 
“EDGE OF THE LOOP" 
1000 S. Wabash Avenve 
_ CHICAGO §, HLL. 


Quantity 





MANUFACTURERS AGEN 

WANT MANUFACTURER'S 
handling automotive lines 
new Streed Winter Start Coil, 

| teed spark on two volts), 

| burned points. Proven by 
under practical rigorous 

tions last three years, Especially for cold 

northern states and Canada. Territories 

| 

| 

| 


NTS WANTED 
AGENT: Now 


(guaran- 
eliminates 
thousands 


still open to qualified applicants. 
commission, 
tails, references first letter. Streed Elec- 
tric Co., 
3, Minn. ee 
_ TRUCK EQUIPMENT WANTED 
TRAILER. Must be in 
good condition, no junk. Reese Bros., 
Inc., Lynbrook, N. Y,. J 
} TRUCK EQUIPMENT FOR SALE 
NOTICE CHEVROLET DEALERS. 
sale, $100 below dealers cost, 
% ton, TC9 Olson Kurb-Side 
| model 3942 1 ton, 
Kurb-Side bodies. 


|AUTO CONVOY 


Rhodes-Walker Chev- 


10-ply tires. Eaton 2 speed rear axle. 


10-ply tires on trailer in very good con- 
dition. 
lettering. 


Price complete $1,400. 


SHOP EQU IPMENT FOR SALE 


Only a few left—order now. Approved 
parts control card desks. 
Immediate delivery $57.50 each. Sperber 
Mfg. Co., 1815 Trombly, Detroit or your 
MoPar field man. Free circulars. 

NEW BOSCH MOTOR-DRIVEN DIESEL 
test stand, model TSE 7664 with all 
tools and equipment. Never used. Also 
six large cases pump and injector parts. 
IHC, Buda, Waukesha. All new. Bargain. 
Teal Whitaker Garage, 

| GOOD, USED AUTOMOBILE TURN 

TABLE. Send details of condition, make, 

ete. and asking price. Wiss 

Inc., Morristown, New Jersey 


WILL TRADE 





Offenhauser. Beautiful, fully chromed, 
full torsion bar, record holding car in 
top condition throughout, Complete with 


torsion bar trailer. Excellent advertising 
medium for dealer. Price $4,750 and 
prefer ‘47-49 Cadillac or other as part. 
Halls Auto Service, 21st and Talbott, 
_bhone Highland 2272, Indianapolis, 


MISCELLANEOUS er os 


SUPERIOR LICENSE PLATE CLIP. 
Dealers, jobbers will enjoy the low, 
price. See display ad (page 43) 
issue. Dealer Auto Accessories, 3210 Ave. 
H, Brooklyn 10, N, Y. 
FIRE EXTINGUISHERS, NEW — CO2s, 
foam, carbon tetrachloride, soda and 
acid. Big savings. Tow Bar Sales Co., 
40 South Clinton St., Chicago 6, Il. 


DOUBLESEAL closes gaps under overhead 
doors, stops drafts. Edwards Industries, 
Dept. 54, 4268 Shenandoah Ave., St. 
Louis 10, Mo. 

ENGINE REBUILDING — Crankshatt 
grinding and _ metalizing. John P. 
eg Motor Co., Inc., 300 Commerce 

, Lynchburg, Virginia. 


A 


MOTO- 


See Advertisement Page 43 _ 


MATIC TOW GUIDE? | 
PILOT DISTRIBUTING CO. 
Battle Creek, Mich. 
*Trade Mark a and Patented — 





| WANTED 

| AUTO LITERATURE 
| Organization forming automotive library 
| needs new or used copies of out-of-p 


books. 


rint 





Smith's ‘Marketing of Used Automobiles" 
FTC's “‘Report on the Auto Industry” 

| Epstein's ‘The Automobile Industry” 

| Cohn's “Combustion on Wheels" 

| Seltzer's ‘‘A Financial History of the 


| American Automobile Industry" 


Write Box 3476 
c/o Automotive News, Detroit 26 








SAVE $$$ BUY DIRECT 
Automatic isi Model) 


| Complete with Controlled Steering 
| Guide Cables & Brake Hook-Up 


iS DEAL: ae ey ee 


| Tow Bar Sales Company 


| Direct Factory Distributors 


$O. CLINTON ST., 
KE 2323 


CHICAGO 46, 
Los Angeles: OL 9782 


Painted in Coca Cola colors and | 
Ted | 
Caffey Chevrolet, Sault Ste. Marie, © Mich. | 


ATTENTION CHRYSLER DEALERS!!! | 


Saves you $$. | 


Sullivan, Indiana. 


Brothers, | 


AAA MIDGET RACE CAR, Kurtis Kraft 


many spare parts, wheels, new tires and | 


Ind, | 


Nites DO 3-8373 | 
ILL. | 


AUTOMOTIVE NEWS, OCTOBER 17, 1949 


Fast serv- | 


Trenton 8. | 


to represent | 


winter condi- | 


Usual | 
Write giving complete de- | 


1315 Harmon Place, Minneapolis 


For | 
model 3742 | 
bodies, | 
dual rear TC-11 Olson | 


rolet Co., 210 McCorkle Avenue, So. 
Charleston, W. Va., Phone 43-466. a 
FOR SALE — CHEVROLET TRACTOR | 


TRAILER 1939. Rebuilt motor. 7:50 x 20 | 


Herman deck trailer to carry 788 cases | 
Coca Cola or other soft drinks. 8:25 x 20) 





low | 
in this | 


1 
| 


BraKinGs | |! Street Address 
$e4.45 

) 54%) | 

$100.00 | | 

$295.00 | | 

if Car Dealer [) 








WANTED! 


AUTO FACTORY 
REPRESENTATIVES 


W 
regional representatives for AUSTIN. They will call 
on dealers and develop new outlets. 


Men with these qualifications will be considered: 
They must have had at least two years’ recent ex- 
perience in this work. They must be presently employed 
as automobile factory representatives. They must be 


bondable. 


A good salary, car, 
right men. Interviews will be arranged. Reply in con 
fidence, giving full details of past and present ex- 
perience, to: The AUSTIN MOTOR COMPANY, 250 
West 57th Street, New York 19, N. Y. 


expenses and future await the 


~ OLDSMOBILE PARTS | 


IMMEDIATE 
DELIVERY 


Shipments made same day. 


COMPLETE 
STOCKS 


For body, chassis, motor. 


OLDSMOBILE 
HYDRA-MATIC 
TRANSMISSION 

EXCHANGE 


Any Model $95 


IMMEDIATE SHIPMENT 


MAXIMUM 


DISCOUNTS 


permit you to make liberal profit. 
Prices quoted promptly for any 
part. 


GUARANTEED PERFORMANCE 
ASK FOR COMPLETE DETAILS 


For Fast Dependable Delivery of Genuine Oldsmobile Parts 
Phone, Write or Wire 


HOLLINGSHEAD MOTORS CO. 


2550 South Michigan Ave. 
Telephone: CAlumet 5-2000 


Authorized Oldsmobile Dealer 


Chicago 16, Illinois 





Maney Motor Co. Auto Auction 


DEALERS ONLY 
Sales Start at 12:00 Noon (C.S.T.) 
Auctioneers: Col. Bill Suddarth and Col. Bob Keller 
Every Thursday Every Friday 
MURFREESBORO, TENN. HUNTSVILLE, ALA. 
Phone 111 Phone 3188XJ 
Member: NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION, INC. 


| NEW SUBSCRIPTION ORDER 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [_] or send bill [] 








AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 


Truck Dealer [| 
Insurance [_] 


Manufacturer [] 


| Jobber () Supplier () 


Financial 


10-17-49 








\yer® 
Val 


THE LiFT THAT 


THE UNITED STATES AIR COMPRESSOR CO. 
5300 Harvard Avenue « Cleveland 5, Ohio 


« Please mail literature, prices and complete information — including 


installation details — on the new U.S. Full Hydraulic Two-Post Lift. 


NAME 
STREET ADDRESS 


CITY & STATE 


«(] G HYDRAULIC 
% 


2 POST LIFT 


Fre whoete spot 
themselves when car 


is driven over lift 


- To spot rear axle supports 
...-Turn dial to same 
number shown on 
scale opposite center 

of car wheel 


ITSELF... 


9 oe" 


Air Compressors—' to 5 H.P, 


Full Hydraulic Single Post Lifts— 
Drive-On (illustrated) or 
Free-Wheel. 


Yai 
‘a 


lubricating Equipment—Hose 
reels, Cabinet and Brand display 
units, air guns and hand guns. 


THE UNITED STATES AIR COMPRESSOR COMPANY 


5300 HARVARD AVENUE e Y ° ° CLEVELAND 5, OHIO 
AIR COMPRESSORS + HYDRAULIC LIFTS + LUBRICATING EQUIPMENT 
PNEUMATIC ACCESSORIES 





